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NATIONAL LEAGUE SEVEN-TIME WINNER OF THE AMERICAN LEAGUE NATIONAL LEAGUE AMERICAN LEAGUE AMERICAN LEAGUE 
BATTING CHAMPION NATIONAL LEAGUE BATTING BATTING CHAMPION BATTING CHAMPION HOME RUN CHAMPION BATTING CHAMPION 
1933 CHAMPIONSHIP 1934 1937 1938 AND 1940 1933 AND 1938 
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AMERICAN LEAGUE NATIONAL LEAGUE NATIONAL LEAGUE AMERICAN LEAGUE NATIONAL LEAGUE 
BATTING CHAMPION BATTING CHAMPION BATTING CHAMPION BATTING CHAMPION 1924 BATTING CHAMPION 
1939 1927, 1934 AND 1936 AND ALL-TIME HOME RUN 
CHAMPION 
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Genuine Autographed Louisville 

Slugger bats in the models of 0 assortment of Softball bats, for 

these and hundreds of other - both men and women, ever 
: made available. Each distinc- 


H & B also offers the largest 


Big League hitters can be regu- 
larly supplied. Your jobber car- tive style in the top quality 


ries 28 stock Louisville Slugger f "4 ee \. group is identified by a model 
models from which you can pick - Q SS number on the barrel end of the 
your '41 assortment. These in- ¥ IS ILL + / bat. In all, there are 29 styles 
clude the autographed models and finishes from which to 
of the players shown above. ' choose. 


ALSO MANUFACTURERS OF LOUISVILLE GRAND-SLAM AND LO-SKORE GOLF CLUBS 














YouWant Faster Brush lurnover 








’ . Ma 11 it's worth paintin 
Oe ac brushes build better a ifs worthy? 


profits. Wooster dealers benefit | Wooster Brusnes 
from the scientifically-balanced line 
of twenty-six fastest-selling brush- 
es. Impelling, eye-level wall and 
counter displays set your Brush 
Department right out front, selling. 
W hen you concentrate on Wooster 
Brushes, you are assured of greater 
trade acceptance, lower inventory 
investment, faster turnover, and 
increased profits. The Wooster 
jobber’s salesman will be glad to 
show you the advantages of con- 
centrating on this popular fast-mov- 
ing line of brushes. 


THE WOOSTER 
SAMPLER NO. 30 


Ask the Wooster jobber's sales- 
man to explain the Wooster 
3-point Merchandising Plan. 


a 


FOSSS 


Sl me aT 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
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PRODUCTS ON THE SHELF get a bad habit,of staying there 
— shelved — out of sight, out of mind. If you can’t find it 
— you can’t sell it. 


Cabinet and trunk locks particularly need to be shown. 
Bury them in stock —and they'll bury your profits. Display 
them — a glance from your customer may start sales 
moving ... build related sales! Displays also save a lot of 
time and trouble finding out what your customers want 
and getting it for them. 










REE— 


The Display Board Is . y Only The Locks 


You Bu 


Yale’s complete line of cabinet and trunk locks fills every 
need. And Yale’s F-41 Merchandiser makes it easy for 
you to start the sale and find the right lock that will make 
the sale. Handsome — in crimson, gold and blue. Sturdy 
and convenient — will last long after your first order of 
locks has been sold at a profit. Send for your F-41 today! 
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i cks 

REMEMBER! Yale Cabinet and Trunk — 

pee acked with screws ~~ at no e c 
: e worrying about scre 

_no more delays 


now come 
cost to you. No mor 
hunting for screws - - 





sizes .- 
for your customers. 





THE NAME YAIF HELPs make THE SALE 


THE YALE & TOWNE 















NO. F-41...22” x 11” 
Suggested retail prices 15¢ to $1.25 


MANUFACTURING CO. 


STAMFORD CONN., U.S. A. 
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BARGAIN-PRICED WHILE QUAN 
SPECIAL No. 1 ¥Siady suchas — 
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93.99 


@ KITCHEN CLOCK] pera 


New Chef — Cat. No. 2HX-12 








TITIES LAST! 








93.99 


RETAIL! 


@ ALARM CLOCK 








A new and exceedingly attractive General Electric Kitchen 
Clock for shelf or wall mounting. Has all the quality fea- 
tures of standard G-E models. Yours to sell for only $3.95 
retail (with full mark-up) if purchased with Opportunity 
Assortment No. 7 as described below. 


OPPORTUNITY ASSORTMENT No. 7 


This value-packed G-E Clock Assortment contains one each 
of the following numbers: 


List Your 


Name Type Cat. No. Color Price Cost 
New Chef Kitchen 2XH-12 Ivory 
White $3.95 $2.67 
Red 
Orderly Alarm 7H-116 Ivory 3.95 2.67 
Navigator Nautical 3H-98 Brown 5.95 3.87 


CLOCKS AT RETAIL $13.85 — YOUR COST $9.21 
Plus colorful display, FREE! 





New Lumalarm - Cat. No. 7HX-128 


A special General Electric alarm model with quality features, 
such as luminous dial and hands and bell-type alarm, ordi- 
narily found in clocks priced considerably higher. Yours to 
sell for only $3.95 retail (with full mark-up) if purchased 
with Opportunity Assortment No. 8 as described below. 


OPPORTUNITY ASSORTMENT No. 8 


This special low-cost G-E Clock Assortment contains one 
each of the following numbers: 


List Your 


Name Type Cat. No. Color Price Cost 
New Alarm 
Lumalarm (Luminous) 7HX-128 Brown $3.95 $2.67 
Garcpn Kitchen 2H-08 Black, Blue, 
Green, Ivory 3.50 2.36 
White, Red 
Gay Occasional 3H-158 Brown 3.50 2.36 


CLOCKS AT RETAIL $10.95 — YOUR COST $7.39 
Plus colorful display, FREE! 


Aiea) SPECIAL No. 2 








SPECIAL COMBINATION OFFER! 


Buy both assortments on one order and enjoy an extra discount and plus profits! 


YOUR COST, EITHER ASSORTMENT, 
IF PURCHASED INDIVIDUALLY — 
ASST. No. 7 $9.21 ASST. No. 8 $7.39 


YOUR COST THESE ASSORTMENTS WHEN 
PURCHASED IN COMBINATION — 
ASST. No. 7 $8.71 ASST. No. 8 $7.04 


TOTAL COST BOTH ASSORTMENTS $15.75 
BUY BOTH AND SAVE = 


BUY BOTH FOR PLUS PROFITS 


Order your Opportunity Assortments, at once, from your local General Electric Clock Whole- 
saler. If you do not know his name, write us direct. Above all, act promptly, for the bargain 
prices on the Special Models will apply only so long as quantities last. 

CLOCK SECTION, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
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BE READY T0 MEET YOUR PROSPECTS’ NEEDS 
With Ranges for Every Modern Fuel 


LOOK at your market for ’41! It’s bigger than ever 5. Sales helps that really HELP... displays, 
before — bigger because more people have more literature, prepared ads, ad cuts... . 


money to spend — in those bigger sales that give 6. A COOPERATIVE ADVERTISING plan that 
you a margin you can really move around in . . . shares liberally in the cost of your own adver- 
Like ranges, for instance. It’s a 50-50 chance that tising! 


every family needs a new range — and Florence has ; 
tos ew makes ’em want one! FLORENCE checks 100% on everything you 
need for smooth, streamlined selling in 1941! 


Go Florence in ’41 and you'll meet your market all Write today for the NEW CATALOGS. 
the way! Because Florence gives you 













1. A line of ranges for every modern fuel ... 
oil, gas, combination oil and gas, bottled gas, 
and electric. 


2. A model for every need and pocketbook! 


Is 3. Sound value for your customers, real profits 
s. for you! 


4. National advertising that has made the name 
FLORENCE a household word! 





FLORENCE STOVE COM PANY: General Offices and Plant, Gardner, Mass.; Western Offices and Plant, 
Kankakee, IIl.; Sales Offices: 1458-1459 Merchandise Mart, Chicago; 45 E. 17th Street, New York; 
53 Alabama Street, S. W., Atlanta; 301 N. Market Street, Dallas; 2730 16th Street, San Francisco. 






BOTTLED GAS COMBINATION ELECTRIC 


jor wery modern fuel - a model for wery budget 
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BE READY FOR 
SPRING BUSINESS 


This is the time of year to check your 
stock so that you are ready for Spring 
business. Garden Barrows ... the popu- 
lar Scout Barrow .. . the contractor's 
M-4 ... Lawn Rollers . . . all will be in 
demand shortly so be prepared for this 
real volume and profit business. 





The JACKSON LINE 


Wheelbarrows, with either steel 
wheels or Pneumatic Tires; Con- 
crete Carts; Steel Mortar Boxes, 
Pans or Tubs; Garden Barrows; 
Lawn Rollers; Drag Scrapers; Steel 
Coal or Coke Wagons; Sala- 
manders. 

















Meet the Demands of Your Customers 


In Design .. . Quality . . . and Price 
... the Jackson Line has lead the 
field for 66 years. Here are prod- 
ucts really built for hard use .. . day 
after day ... year after year. Every 
product is thoroughly tested under 
actual working conditions to insure 
long life and satisfactory service. 
Remember .. . when you sell a Jack- 
son product you have sold the best 
and you're assured a satisfactory 
customer. 


Your leading jobber stocks this line 
so get in touch with him today for 
complete details and prices. Any 
item, that he does not stock, can be 
shipped direct promptly from our 
plant with a minimum amount of de- 
lay. 





WRITE TODAY FOR CATALOG 40H—ILLUSTRATED IN COLOR 


JACKSON MANUFACTURING CO.- Est. 1876 


HARRISBURG, 





PA. 
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Ready sellers among quality screw 
drivers are those carrying the 
trade names “Stanloid,” “Victor,” 
“Hercules” and “100 Plus.” Made 
by Stanley Tools, New Britain, 
they represent thirty years of 
steady improvement in materials 
and methods of production. 


A WORD FROM YOU 

to purchasing agents and 
operating men can save time 
both for them and for you. Ex- 
plain to them, “This tool saves 
you money because it’s made 
from steel that’s strengthened 
and toughened with Nickel.” 
For helpful selling facts write 
for a copy of “Nickel Alloy 
Steels for Hand Tools”. . . no 
cost or obligation. 


THE INTERNATIONAL NICKEL COMPANY, INC. 


JANUARY 23, 1941 
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What ruins screw drivers is their 
use on jobs for which they are not 
intended. But Stanley quality screw 
drivers withstand abuse. There are 
two reasons why: 1. Use of Nickel 
alloy steel, and, 2. careful produc- 
tion constantly checked by rigid in- 
spection tests similar to one illus- 
trated here. 








As the driver blade evolves by 
steps,so has manufacture itself 
progressed. First advance was 
cold rolling the carbon steel 
then employed. Next followed 
heat treatment of the whole 
blade, instead of only the tip. 
Finally material itself was 
made tougher and stronger... 
a Nickel-molybdenum alloy 
steel was adopted. 















No buyer of “Stanloid,”’ 
“Victor,” “Hercules,” or “100 
Plus” screw drivers need worry 
about failure of the tool. One 
thing that prevents it is the in- 
herent toughness and strength 
of Nickel alloy steel, supple- 
mented and developed by suit- 
able heat treatment. Another is 
the fact that each tool is sub- 
jected to rigid inspection. 











67 WALL STREET 
NEW YORK, N. Y. 


Maybe your next: fence prospect will agree with 
everything you say. Then, after half an hour of ex- 
amining your fence he’ll tell you he’s just shopping 
around, he’ll be back later. Often this man needs 
fence badly, but just can’t bear to spend money 
unless there’s a juicy bargain in the offing. 

And right here is where bethanized fence can 
pay you dividends. It’s got a coating that is crack- 
proof, absolutely uniform, and 99.9+ per cent 
pure zinc. Because a bethanized zinc coating is 


applied by electricity, not just hot dipped, it is 
tighter, purer, more uniform than any other fence 
coating on the market. Yet bethanized fence costs 
no more than ordinary fence. That’s the bargain 
angle your customer is looking for, and if he’s in 
the market at all, he’ll snap it up. 

Get the jump on competition. Stock bethanized 
fence this spring. It is available in all heights and 
designs and woven of heavy full-gage copper- 
bearing steel wire. 


BETHLEHEM STEEL COMPANY 


HARDWARE AGE 








1 doz. Regular Dic-A-Doo, 

1 doz. Prepared Dic-A-Doo, 
1 doz. lc sample cans Prepared Dic-A-Doo. 
SPECIAL. . $4.39 Slightly higher 
You get . . $6.60 in For West. 





Make your store “clean-up” headquarters! Widen 
your market...and extend it to all seasons 
with these 3 big cleaners of the same family. 


Regular DIC-A-DOO (Powder) for 
walls—ceilings—floors—all big-area 
cleaning jobs. 


Prepared DIC-A-DOO (Ready-Mixed) Memes 
a cold cream, non-drip type for all or.2e¢ 











PT ed Simeon L. & George H. Rogers 
ssgncapaas Pierced Pastry Server for only 


» seal. ” 25c¢ and coupon from any DIC- 
SUNSEAL, the new “‘chemical-type A-DOO or SUNSEAL Package. 


cleaner that’s sweeping all users by 
storm! 


GOOD PROFITS PROTECTED UNDER FAIR 
TRADE LAWS... LIBERAL SAMPLE allow- 
ance... And DIC-A-DOO ADVERTISING in 
McCALL’S and BETTER HOMES & GARDENS 
to over 5,305,045 families! How’s your stock? 





a 





The Patent Cereals Company 
Geneva, New York 


P 1 doz. 5¢ packages Dic-A-Doo Brush 
ALe ® Bath with 1 case SUNSEAL Cleaner. 
Vivid SUNSEAL Counter Display — FREE! 


2 doz. Sunseal Cleaner, 1 doz. Dic-A-Doo’Brush Bath, 
2 doz. samples Sunseal. 


SPECIAL—$4.00. You get $6.60. 














Companion-tools every pointer 
—professional or amateur — needs! Stock the NEW 10c 
size DIC-A-DOO Brush Bath /% Ib. box. . . Economical, 
handy form of DIC-A-DOO Brush Bath! 








— “A CONSTRUCTIVE IDEA 


and 


YOU'VE GOT EVERYTHING” 


In a complete, dynamic, profit- 
paying combination of fine 
merchandise, adroit merchan- 
dising, sound sales strategy, 
and alert advertising ; all stand- 
ardized for bigger, easier busi- 
ness at a better profit. Four 
hose items, each designed to 
meet a definite buying need; 
each with conspicuous advan- 
tage in quality and price, and 
the. four covering all garden 
hose requirements; adept 
packaging for stocking and 
display; vigorous sales stimu- 
lation by national promotion 


and advertising; all in one. 


When you stock this line — 
the goods, and the wey to sell 
the goods; a lower investment, 
a lower carrying charge, a 
faster turnover: and the sim- 
plest, surest road to the garden 
hose buyer and his lasting 
satisfaction. Order these four 
live brands that give you more 
for less, and a supplement of 


high-powered merchandising 


, 1S 
~ 


WITH SUPERLATIVE 
PREMIUM IN , 
SOUND MERCHANDISIN 


oe ee 
aye - 


se im physical construction it is next 


i grad becau . 
eigpe se : : Made in three sizes, 1%”, 


te i ord tire. 

U Built like a ¢ . . 
ans aa oe in two lengths, 25 and 50 feet, with sturdy 
9, 7 Also in continuous lengths approximately 
o the half-bale. 


1”, 
nickel-plated couplings. 
500 feet to the bale and 250 feet t 


can ma 
None better made because no one 


i sc cize in Bull Dog. Made 

iti ill find nothing to criticize in 
soe wa ae i? 34”; and in two lengths, 25 and 50 feet, 
petit Also in continuous lengths 
half-bale. 


in two sizes, %’ : 
with husky nickel-plated couplings. patie 
approximately 500 feet to the bale and 25) . 


VIXEN 1 BRAID edhe opndat Frade 


ts the popular price. Furnished 


{ lar trade because it mee 
vee art and 34” ;,and in two lengths, 25 and 50 feet . 

i 3 ve 
Also in continuous lengths approxi™ y 


250 feet to the half-bale. 


with 
in two sizes, 
nickel-plated couplings. 

500 feet to the bale and 


TIGER 1-BRAID Pethe Hice rade 


50 feet. Also im 


ee 


BOSTON WOVEN HOSE. 


BOSTON 


- 


HARDWARE AGE 





ATTENTION 
INTEREST 
ACTION 


ies aries | "GARDEN HOSE 


deluxe for cartons and shipping 
containers. A container holds five 
50-foot lengths or ten 25-foot lengths . 


individually cartoned. Also shipped in bales 5 |e ee 
iB . 


containing five 50-foot lengths or five 25-foot 
BOSTON NOZZLE 


The fullest water delivery of 


lengths, each length paper-wrapped. 


any nozzle made. A complete 
shut-off or “Sa stream, spray 


VIGILANT ? BRAID or mist with a turn of the 
e wrist”. Two sizes,34 and 1”. 
They stop, look and listen when they 


see this one. Also in two styles of \e 
| = ger Bee verre: 


ECLIPSE NOZZLE 


Runner-up of the Boston 


packages like Bull Dog. 


VIXEN 1-BRAID (eo 


12 dozen in a shipping case. 


Pretty snappy? You'll say so when 
you see the sales of this sprightly 
hose item. The hose in cartons . 
comes in shipping cases containing TT VB Ste =) Soe 
five 50-foot lengths or ten 25-foot A 


CHALLENGE NOZZLE 


Made for a demand that it 


TIGER 1-BRAID se pions 


mailing carton, 12 dozen in 


lengths. 


a shipping case. 


Not particularly dressed up but 
certainly has a place to go — BYo Syl rN WORE 

and it goes there! Shipped only “Wi Pista Dyetime RA HU eed) I 
in paper-wrapped bales con- an i 7 . 

taining five 50-foot lengths or | JAE DISPLAY 


Be sure to feature this 
display for the Boston 
Nozzle for LOA. 


AND RUBBER COMPANY 


MASS 
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NCREASE your sales and profits 

by selling Gum Turpentine in 
the new “handy-can” bearing the 
AT-FA Seal of Approval. This 
seal assures you and your custom- 
ers of pure, unadulterated, deby- 
drated Gum Spirits of Turpentine. 

Take advantage of the power- 
ful PAINT NOW AND SAVE 
national advertising campaign 
sponsored by the Anerican Tur- 
pentine Farmers Association Co- 
operative. Display Canned Gum 
Turpentine prominently... All 
standard sizes up to five gallons. 


More and more of your custom- 
ers are asking for Gum Turpen- 
tine, the fool-proof paint thinner 
and solvent in the “handy-can” 
because it is easier to handle on 
the job, prevents waste, is cleaner 
and unadulterated. Recommend 
Canned Gum Spirits of Turpen- 
tine for every paint job. Don’t 
risk your reputation and your cus- 
tomers good-will on cheap sub- 
stitutes. 

Write us at once if you have any 
difficulty in obtaining AT-FA Ap- 
proved Canned Gum Turpentine. 


AMERICAN TURPENTINE FARMERS ASSOCIATION COOPERATIVE 


General Offices, Valdosta, Georgia 
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Great Guno 































4 With A Bang-Up Line and A Big 
| | Barrage of Consumer Advertising 


ol Again H&R blasts a clear way to great gun profits for 
4 es dealers! Best values, popular prices, strong consumer 





advertising . . . that’s a combination that spells a big 
4 H&R year for you. 

: Business is booming . . . gun bugs will buy now as 
¢ FG never before. Harrington & Richardson will supply 


the goods and bring in the prospects . . . then you 
make the sale. 

Plan now to get your share. Use the display materials, 
folders, and catalogs H&R will provide. Consider a 
special HGR counter, featuring a good selection of 
shotguns and revolvers. Ask your jobber, or write us 
direct. You can do wonders with H&R in ’41. 
Harrington & Richardson Arms Co., Worcester, Mass. 


ie ees. 





New ! 


H&R BOBBY REVOLVER 





H&R GAME GUN 


Bolt action six shot repeater with features you’d never expect 
to find in a shotgun anywhere near its popular price. Magazine tube 
easily loaded through trapway under the bolt; positive safety catch 
conveniently placed; ejects, inserts new shell, cocks ready for action 
in one quick movement. Easily plugged to comply with migratory bird Made to rigid*British specifications; 25,000 of 


laws. 16 and 20 gauge; 26” barrel. You'll have a waiting list for this these recently delivered for use by London police. 
fast seller. Now available for the American shooting public. 
Model 15: six shot, .32 caliber; Model 25: five 


shot, .38 caliber. 
New ! 
HARRINGTON RECOIL PAD 


An unheard-of value! 
Performs and wears like a $2.50 item, 
yet you can sell it at $1.00 or less with 
a good margin of profit. Durable rub- 
ber, reinforced with imbedded steel 
plate for firm attachment to any stand- 
ard stock; sides honeycombed for per- 
fect cushioning. 

Every shooter a prospect. 


HARRINGTON & RICHARDSON 


Mmmm REVOLVERS AND SHOTGUNS = 
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H&R BAY STATE SINGLE 


Here’s the unchallenged best in low-priced single barrel shot- 
guns—the new streamlined model of the famous H&R Bay State. Quality 
materials throughout, fashioned with characteristic H&R craftsmanship. 
“Field engineered” for balance and quick, easy pointing. A volume item 
wherever shotguns are sold. 




















MYSTERY 


of the missing 
window glass waves 





é 











OR WHAT HAPPENED 
TO DISTORTLON 





Baffling new product looks like plate glass but 


sells at window glass prices 


WHAT IS IT? 


Who ever saw a window glass without an obvious distorting wavi- 
ness? Who ever heard of a plate-like product selling at window glass 
prices? Well, now it’s happened. This amazing new Lustraglass just 
defies ordinary classification. The uniformity of its perfection has 
definitely set a new and infinitely higher standard of quality. The 
ultra-violet rays of sunlight it transmits and the great tensile 
strength it displays make it the world’s most efficient glass for 
windows. Lustraglass is lighter in color (freer from that greenish 
cast characteristic of both window and plate glass) than any other 
glass used for regular glazing. 

Add to these advantages its jewel-like luster and you have a 
product that architects and builders agree is really a new species 

. That's today’s Lustraglass and if it isn’t window glass and it 


isn't plate glass——-what is it? 










KEEN-EYED INSPECTORS CANNOT 
FIND **WAVINESS*" OR DISTORTION 
IN THIS NEW LUSTRAGLASS 


THE SHADOWGRAPH TELLS THE STORY 
by amplifying distortion and defects 20 times 


(1) This is high quality cylinder 
drawn window glass. The bent and 
twisted lines shown by the shadow- 
graph testing device indicate the 
presence of considerable distortion. 
This glass became obsolete in 1928. 





(2) Here is what most manufac- 
turers offer today as top quality 
window glass . . . Made by the 
sheet drawn process, it shows a 
characteristic distortion in the wav- 
iness of the black lines. 





(3) Now look at this ‘“‘shadow- 
graphed”’ sample of the new Lus- 
traglass. Obviously an important 
improvement. Thelinesarestraight, 
showing relatively perfect vision— 
relative freedom from distortion. 


* Write for the new Windowgraph Slide Rule 
Chart and a sample of the new Lustraglass. 
Examine both—then tell us what you think. 


AMERICAN WINDOW GLASS CO., PITTSBURGH, PA. 


Manufacturers of Plexite, the safer safety glass; Lustrablu and Lustragold for ornamental uses: 
Crystal Sheet, Chipped and Special Glass for industrial purposes. 
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THIS NEW TYPE OF 


USUTNGLASS 


The Ultra-Violet Ray Sheet Gloss>_] 





LOOKS LIKE PLATE GLass—seu/s AT WINDOW GLASS PRICES 
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The ( IB SO /V LOWEST PRICE EVER 
ON A FREEZ’R SHELF MODEL 
ee oe ae 

Sto Uy 


BROUGHT THE AVERAGE CIBSON 
DEALER A 43.3% INCREASE IN 
DOLLAR VOLUME IN 1940! 


. while the average dealer carrying 
other makes got only a 7.7%* increase 
in 1940 dollar volume over 1939. Sales 
in units were up for everybody in 
1940 — but sales in dollars, for the 
average dealer, did not keep pace with 
increased sales of units. Yet the 
average Gibson dealer not only sold a 
bigger percentage of volume than the 
average dealer sold, but he also col- . pil hein ll 
lected 43.3% more dollars for doing ’ 
it! Isn’t this the kind of a line with Resale Price Recommended 
which you can make more money? 
Why not phone or write your Gibson 
distributor today ? 










































Dealers carrying ordinary makes have no easy job 
when they try to sell up to their higher priced 
models — because the higher priced models are so 
very similar to the low priced leaders. “Why 
should I pay more?” asks the prospect. No such 
trouble with Gibson. Prospects see, touch and 
understand the exclusive Gibson improvements — 
Freez’r Shelf, Chill-Drawer and Defrostajar. Then 
they buy — Gibson’s 48.3% dollar increase proves 
it! Ask us for your distributor’s name — get in 
touch with him today! 








The Famous 


GIBSON 


Profit 
it all STEP-UP 


, Resale Price Recommended Ils Now Applied 
“GIBSON to Gibson 
Electric 


Biggest refrigerator value-per-dollar ever offered. Ranges 
Sensational low advertised price brings prospects 
into your store. Capacity is 6.45 cu. ft. with all- 





steel cabinet and time-tested sealed Scotch Yoke Gibson’s 1941 Electric Range line must be seen to be 
mechanism, BL T IT HAS AL HANG-DOW N appreciated. Only four models, with easily-seen “step-up 
a par nighang <i ping mg gpte e differences” throughout. Electric range business is now 
the siaapest - ‘ai Gibson’s pase erie Frees in the high-profit phase. Make real profits in it right 
Shelf models which bring the customer greater al en aa elon See: ae See: Sige 
satisfaction and bring you more money! . Pw, 











*Source; Retailing Home Furnishings Weekly, Oct. 7, 1940. 


GIBSON ELECTRIC REFRIGERATOR CORPORATION 


GREENVILLE, MICHIGAN Export Office: 201 N. Wells St., Chicago, U.S.A. @ Cable Address: Gibselco, Bentley Code 
Makers of Greeg'n Shelf Refrigerators and Koohall Electric Ranges 


SEND YOUR INQUIRY TO GIBSON—IT WELL PROMPTLY BE FORWARDED TO YOUR GIBSON DISTRIBUTOR 
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FOR GREATER SALES AND PROF/TS 


TIE IN WITH MYERS YEAR ROUND 
POWER SPRAYER PROGRAM 


HERE is the biggest thing in years to assist 
Myers Dealers in securing year through busi- 
ness and increased profits on sprayers. A sure-fire 
plan of close salesman co-operation—local and na- 
tional advertising—broadside and catalog mail- 
ings—attractive display material for window and 
store decoration. close co-operation of a Myers 
; ae ’ salesman. You get his per- 
This hard-hitting plan of action plus Myers com- sonal assistance in the development of prospect 
plete line—plus Myers high quality standards— liste and canvassing of eslect prospects. 
plus Myers self-oiling double gear pump construc- 
tion—plus Myers fine facilities for the production . 
of modern spraying equipment paves the way to sagt Oa 
more profitable sprayer business by enabling deal- | 
ers to develop sales among all types of growers. 
There is still time to benefit from the Myers Pro- 
gram if you get busy right away. Write—or better, ; 
wire. A Myers territory representative will call Sie tat Ieee ae — : 
and present details at once. store. Leads are sent to co-operating dealers. 



































Py PERSONAL SALES ASSISTANCE 







The Myers plan gives power 
sprayer dealers complete ter- 
ritory organization through 


as 









A far reaching program in na- 
tional and sectional agricul- 
tural, fruit and class magazines 
developed to create wide 
spread interest in Myers 








DIRECT MAIL ADVERTISING 


APPA. bess 




















Encouragement and support is 
given dealers who will con- 
sistently give attention to 
sprayer sales by mailings of 
attractive personalized cata- 
logs and broadsides to or- 
chardists, fruit-men, row crop growers and others 
who are interested in spraying equipment. 


dai els 2 





Display material for window 
or sales room decoration— 
catalogs, mailing cards, folders 
and other late advertising ma- 
terial for local distribution free 
to participating dealers. Elec- 
trotypes ond: mats for a new series of newspaper 
advertisements also supplied without charge. 


AND ‘) COMPLETE LINE 


THE F.E.MYERS & BRO.CO- 


AdhLana, Ohio 


PUMPS . WATER SYSTE RAYERS - HAY T DOOR HANGERS 









TRAILER TYPE OR 
TRACTOR POWERED 
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BICYCLES | 
SUSPENDED IN RUBBER 
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THE COLSON CORPORATION 


ELYRIA, OHIO 














Everything You Need to Know 


About BUILDERS’ 


NOW?! 


For the First Time 
im Permanent 
BOOK FORM 


Ontuwa 


aves 


This is your only source of 
complete, authentic, easy-to- 
read information on all phases 
ef BUILDERS’ HARDWARE 
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If you are one of the many hardware men who have always 


wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because of the lack of 
information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE?” is the book for you. 


You will get the benefits of the author’s, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all the 
needs of your community from the average home to schools, hotels, 
office buildings, churches, apartments, etc. 


You'll also be shown how to read blue prints, and to specify jobs; 
how to work with property owners, contractors and architects; how 
to use Builders’ Hardware to increase sales in your other depart- 
ments. This book will bring you all you need to know about this 
profitable, basic hardware line. 


The experienced Builders’ Hardware Engineer will want this book 
for its use as a handy reference work. The beginner will want it 
as a text book to use as the only complete home study course in this 
subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by reading 
and studying it. 





Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 

220 pages—page size 8!/2 x I1'/2 inches— 

cloth bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and "follow-up" items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you how 
to match different items. 

A working Blue Print, size 25 x 11'/2 inches, 
Glossary of more than 300 Technical Build- 
ers’ Hardware Terms, Cross Reference In- 
dex, etc. 

Over 600 Illustrations, Charts and Diagrams. 











ORDER YOUR COPY NOW 


Prepare yourself for the opportunities a 
thorough knowledge of Builders’ Hardware 
offers you to increase your earning power. 


GOOD BUILDERS' HARDWARE MEN ARE SCARCE. 








maATIL 'smts COUPON TODAY 


] Check here if you enclose payment, in which case we pay postage. 


' 

HARDWARE AGE 12s f 
100 East 42nd St., New York, N. Y. : 
Please send me copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. . 
Brownell. I will pay the postman $3 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) ; 
é 

NAME FIRM 
4 

ADDRESS CITY STATE 
: 

a 
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READY-TO-PLUG-IN 
Shallow Well Water Systems 











The “Challenger,” 
Model 200-8, with 
200-g. p. h. piston- 
type pump and 8-gal. 
tank. Comes com- 
pletely assembled. 




























®@ Hitch your water wagon to a star—sell 
the Fairbanks-Morse line of home water systems. 

It’s the only complete line .. . a full range of sizes in 
shallow and deep well units, each in both piston and 
ejector types. You can sell the sdea/ system for every job. 

It’s priced right... the price leaders sell at 

$42.25 $47.50 $51 $57.50 $65 

It includes sma// units. 30% of shallow well systems 
sold are under 250 g.p.h. capacity, yet most lines 
ignore this big market. 

It’s easy to sell. . . four generations have known 
“‘Fairbanks-Morse” to mean dependability. 

It’s engineered and built right... F-M standards are 
maintained even in the smallest units. 

It’s easy to install... “package unit’ types require no 
plumber, no electrician, no electrical supplies. 

It’s widely advertised in national magazines and in 
state farm papers. And there are plenty of powerful 
dealer sales helps. 

It’s the line to sell . . . for satisfied customers . 
FOR PROFITS. 

To learn if a dealer franchise is available in your 
territory, write to Fairbanks, Morse & Co., Dept. 851, 
600 S. Michigan Ave., C hicago, Ill. 

Of 20 F-M warehouses, one is conveniently near you. 





De luxe heavy-duty 
system, Model 375-32, 
with 37 5-g.p.h. pump 
and 32-gal. tank. A 
complete package 
unit. 





















Another Profitable Line 
F-M WASHERS 


Here again Fairbanks-Morse offers a com- 
plete line, a name that requires no selling, 















and competitively priced products of . 
superiority that is easily proved. F-M — bate — 
Washers rate high in mechanical excel- with 290-g.p.h. 







lence, low in power consumption. Elec- 
tric-motor or gas-engine drive. Write for 
dealership details. 


pump and 7.3-gal. 
tank. Comes com- 
pletely assembled. 
















FAIRBANKS, MORSE & CO 


Manufacturers of Precision Equipment for I1] Years 
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Every Sunday night to sell more G-E bulbs 
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sell themselves 
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Electric Service company 
newspaper ads promote 
Better Light - Better Sight LOW PRICES— 
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Your customers will appreciate 
being reminded of this. . . 





















@ When you sell your customers the proper fittings and attach- 
ments for the chains they buy you make these chains all the 
more useful for the jobs they’ll have to do. 








Because of American Chain quality and 
the completeness of American Chain lines, 
this company is recognized as the world’s 
leading chain manufacturer. We make all 
types of welded and weldless chain and 
every type of fitting. 

In addition to full lines of American 
Welded and Weldless Chains there are also 
cotter pins, eye bolts, cold shuts, lap finks, 
repair links, round eyes, malleable castings, 
grab hooks, slip hooks, sash chain fixtures, kd 
screw hook hangers, shackles, S hooks, sling 5: 
chain hooks, snaps, special attachments, 
swivels, toggles, utility jacks, welded rings, 
harness hardware, etc., etc. 


' AMERICAN CHAIN DIVISION 
YORK, PENNSYLVANIA 






















AMERICAN CHAIN 7 CABLE COMPANY, Inc. 


ESSENTIAL PRODUCTS ... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Chicago Housewares 


Show:— 


For six days the huge Chicago 
Housewares Show held sway at 
the Palmer House, occupying all 
available rooms from the sixth to 
the tenth floors inclusive. In ad- 
dition to the representatives of 
the exhibitors, approximately 7000 
interested prospective buyers regis- 
tered, or about twice as many as 
during the 1940 show one year 
ago. Once again wholesale hard- 
ware firms and the larger retail 
hardware stores were represented 
in a big way. For the past six or 
seven years the attendance of hard- 
ware firms has been rapidly in- 
creasing with the 1941] record 
roughly about three times the 
hardware trade registration of any 
prior year’s total known to us. 
There were wholesale hardware 
buyers present from almost every 
state in the Union, and so marked 
was their participation and their 
numerical strength that a great 
many manufacturers commented 
favorably on their attendance. 
These Chicago shows were origi- 
nally designed to attract depart- 
ment store buyers, who, of course, 
continue to be in the majority, but 
in recent years the sponsoring as- 
sociation of manufacturers has 
sought to increase wholesale hard- 
ware attention because of the im- 
portance of the hardware field as 
a distribution channel for prac- 
tically all of the merchandise 
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displayed at these Houseware 
Shows. For the first time in sev- 
eral years, there was only one hotel 
show, which cut down the con- 
fusion, the costs and time for 
everybody interested. In addition 
to the Palmer House show there 
are the permanent displays at the 
Merchandise Mart and the Furni- 
ture Mart which are definitely a 
part of the Chicago Show. Most 
of the major appliances were dis- 
played on the fourth floor of the 
Palmer House, although there were 
also some appliances shown in 
upper floor rooms. 


“Phoney” China- 


ware Deals:— 


A Southern dealer tells us that 
he has been swindled to the extent 
of $55.20, through another twist 
of the ever-growing chinaware 
swindle — despite the constant 
warnings that have been issued re- 
garding this form of fraud. In this 
instance, a salesman, previously 
unknown to the dealer, claiming 
to represent a firm also unknown 
to the dealer, “called on us stat- 
ing that for certain reasons china- 
ware, in 32-piece dinner sets, also 
cups and saucers shipped in a pool 





car could not be delivered to the 
party who originally placed the 
order. He gave us a duplicate 
order form copy. For this we gave 
him our checks for $36.00 and 
$19.20. He cashed these checks as 
they were cashiers’ checks, per his 
request.” The alleged manufac- 
turer proves to be non-existent 
and, of course, the goods have 
never been received. Publicity re- 
garding the name of the firm and 
of the salesmen will do little good 
as both names are likely fictitious 
and not likely to be used again. 
And so to repeat—don’t buy un- 
seen goods from unknown firms 
offered by unknown salesmen. The 
more plausible the story the more 
doubts may properly be raised in 
your mind when such deals are 
offered to you. There are ample 
legitimate sources for every kind 
of merchandise you can sell— 
firms well known to you, repre- 
sented by men who are equally 
well known to you. Don’t deal 
with strangers who offer ridicu- 
lously low price goods and don’t 
sign contracts for goods unseen. 
And, above all, don’t get bank 
cashier’s checks for goods you have 
not seen. Reputable firms have 
reputable salesmen who are able to 
handle and arrange their own 
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credit matters for cashing checks, 
etc. Yet almost every month we 
hear of two or three good friends 
getting mixed up with some 
“phoney” deal swindle and always 
through a most attractive bargain 
offer by an unknown representing 
a firm not previously known. Stick 
to known legitimate suppliers and 
save your money! 


The Burdick Bill:— 


Representative Burdick of North 
Dakota has proposed a bill (Jan. 3, 
1941) that would prohibit mem- 
bers of the Congress from making 
speeches for money, because he be- 
lieves that many members are 
“making a racket” of speaking 
tours. This proposed legislation 
would also prohibit other govern- 
ment employees from making 
“paid speeches.” The penalty for 
violation of the law would be: 
members of the Congress would 
lose their seats and other public 
employees would be subject to dis- 
missal. At this writing I am not 
in a position to know how seri- 
ously Congress will consider this 
measure but I am confident that | 
could name, in both branches, a 
handful of violent opponents to 
any such movement. In_ recent 
years, several Congressmen have 
enjoyed a “big play” at all kinds 
of conventions, dinners, etc., and 
have been handsomely paid. A cir- 
cular from any one of several well- 
known speakers’ bureaus lists the 
Congressmen available; the sub- 
jects they handle best; their fee 
plus expenses; a brief summary of 
their most recent successful ap- 
pearances—and sometimes a testi- 
monial. Often these speaking en- 
gagements take these worthy “pub- 
lic servants” away from their 
chosen duties in Washington dur- 
ing a really important period of 
debate and law-making. Definitely 
this is not in keeping with a Con- 
gressman’s basic obligations to his 
constituents. At first blush I would 
favor such a law believing it would 
dampen what I suspect is often an 
expedient enthusiasm for certain 
ill-conceived, half-baked legislative 
reforms—the kind that hold sure- 
fire mob appeal for certain or- 
ganized groups, be they labor, 
trade, industrial, professional: or 
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“what have you” organizations. 
And remember that $200 or $300 
per speech, plus expenses, is a very 
typical figure. In my travels I have 
noted some professional speech 
makers, from the ranks of Con- 
gress, work in as many as three 
talks (usually all the same) in one 
day in the same hotel—a morning 
convention session, a luncheon 
meeting and an evening session— 
to three entirely different types of 
audiences. Assuming the expenses 
were pro-rated in such instances, 
the set fee per speech remains the 
same and thereby makes the ven- 
ture highly remunerative in addi- 
tion to the $10,000 per year paid to 
a member of Congress. And again 
I have noted such speakers work- 
ing for a full week or more in a 
given territory, working a chain of 
cities that are a one-night jump 
apart. If the booking agents get a 
50-50 split it is still big money if 
the subject is “hot”. 


The Other Side:— 


There is, as always, the other 
side to this story. A member of 
the Congress advocating, or spon- 
soring, legislation of particular 
interest to a certain group—per- 
haps having the earmarks of a 
needed reform—.is a distinct draw- 
ing card for.a dinner or conven- 
tion of that group. Such a speaker 
will greatly increase the attend- 
ance and interest of the meeting. 
Further, if the group addressed is 
an influential and representative 
body, its formal support of the 
speaker’s legislative efforts may 
carry some weight, if and when 
the proposed legislation comes to 
a vote in Congress. And so by 
getting about the country address- 
ing various interested groups, a 
Congressman may be aided in get- 
ting a desired measure passed to 
become a useful law of the land. 
On that basis, however, if the legis- 
later is truly a sincere campaigner 
for what he believes is right and 
necessary and is not merely seizing 
upon some current theme song for 
mercenary reasons, a basis of “ex- 
penses only” should be adequate 
plus perhaps a modest honorarium 
of not more than $50 net—without 
a split with any booking agent or 
any other of the trappings similar 


to the negotiations for hiring tal- 
ent for stag parties and smokers. 
Such a plan might prove an equita- 
ble compromise between what now 
exists and the more stringent re- 
strictions proposed by the Bur- 
dick Bill. 


Pocket Cutlery :— 


For many years pocket cutlery 
has been the pride and joy of 
nearly every hardware merchant. 
He usually displayed the line in a 
showcase well up in the front of the 
store. In recent years the old-fash- 
ioned cutlery case has been suc- 
ceeded by more modern types of 
display equipment, but the line it- 
self remains a prominent feature in 
most stores and enjoys a good and 
profitable sales volume. There was 
a time when most wholesalers’ 
salesmen carried a big “cutlery 
roll” even if they could not be per- 
suaded to carry other samples and 
very few wholesaler-displays failed 
to give this line decided emphasis. 
Being a large line, with many pat- 
terns and ample price range, it 
was almost a major operation to 
persuade a wholesaler to change 
his line of pocket cutlery and re- 
tailers felt the same way about it. 
In the past 60 days three well- 
known manufacturers have gone 
out of the pocket cutlery business 

-Remington Arms Co., Inc., Lan- 
ders, Frary & Clark and Winches- 
ter Repeating Arms Co. Reming- 
ton has discontinued its entire line 
of cutlery; Landers has given up 
shears and pocket knives. Win- 
chester is also out of the cutlery 
business entirely, but Landers con- 
tinues its line of carvers, table- 
ware, kitchen cutlery and special 
purpose knives. The combined re- 
tail sales value of the volume in 
these three lines of cutlery must 
represent several millions of dol- 
lars, in which hardware distribu- 
tors figured in a major selling ca- 
pacity. As existing stocks of these 
three discontinued lines become 
depleted, hundreds of pages of 
jobbers’ catalogs automatically be- 
come obsolete and manufacturers 
remaining in the field will scram- 
ble competitively to acquire the 
business formerly enjoyed by the 
three firms mentioned. Whole- 

(Continued on page 31) 
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No. 241 STREAMLINED 
No. 255 MODERNIZED 
No. 6391B SAW-PROOF BOLT 
No. 401 JIMMY-PROOF 


Now you can meet and satisfy all de- 
mands for auxiliary locks with one well- 
known, dependable line—ILCO. 

Offering a leader in each type, ILCO 
now gives you TUBUTYPE in night 
latch, dead latch, and dead lock models. 
TUBUTYPE gives you a knockout sales 
story. They’re easy to install, cutting in- 
stallation time to one-quarter the usual 
time required. They're neat and trim in 
appearance. And they’re instantly revers- 
ible for doors of either hand. ILCO 
builds them ruggedly with highly pol- 
ished exterior parts. 

You'll find this one of the fastest sell- 
ing items ILCO has ever offered you! 
Write for full information today! 


INDEPENDENT LOCK Co. 




















ILCO “TUBUTYPE” 
Tubular Dead Latch 
Functions: From out- 
side by key; from in- 
side by knob, SJide 
holds latch bolt re- 
tracted. Closing door 
automatically dead- 
locks latch against end 
pressure. Instantly re- 
versible for doors of 
either hand. 


ILCO “TUBUTYPE” 
Tubular Dead Lock 
Functions: From out- 
side by key; from in- 
side by knob. Dead- 
locks against forcing 
from outside. Instant- 
ly reversible for doors 

of either hand. 


ILCO “TUBUTYPE” 
Tubular 
Night Latch 
Functions: From 
outside by key; 
from inside by 
knob. Slide holds 
latch bolt retract- 
ed. Instantly re- 
versible for , ea 

of either hand. 





Inside Turn Knob 
In night latch and 
dead latch models, 
slide holds latch 
bolt retracted. 





BRANCHES IN ALL PRINCIPAL CITIES 
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Fitchburg 


Massachusetts 











How to Merchandise | 


Editor’s Note:—To help more hardware dealers sell 
more traffic building items and major units of sale 
HARDWARE AGE offers a series of articles—the 
“How to Merchandise Series.” The ideas, offered in 
this series, starting with “How to Merchandise Toys 
the Year ’Round,” are very practical, worth while 
plans now being used profitably by dealers in various 
parts of the country. These points may all be used by 
large or small hardware stores, in both cities and towns, 





; have long been 


recognized by educators, wise par- 


ents, informed merchants and psy- 
chologists as a daily necessity for 
children, just as food, clothing 
and shelter are everyday needs. 
From the time an infant gets his 
first rattle he has an ever increas- 
ing need for toys and playthings 
as part of his development. The 
hardware dealer with a neighbor- 
hood store who overlooks the sales, 
profit and traffic-building possibil- 
ities of a year ‘round toy depart- 
ment is missing out on his slice 
of a $240,000,000 a year market 
—a worth while market in any 
man’s language. While  well- 
rounded stocks are required for 
the year "round toy department a 
heavy inventory is not needed. 

As to the importance of toys a 
bulletin published in 1939 by the 
Bureau of Foreign & Domestic 
Commerce, U. S. Department of 
Commerce, under the title, “World 
Trade in Toys,” stated, “Toy man- 
ufacturers have accepted the re- 
sponsibility which devolves on 
them as suppliers of the mediums 
that contribute so much to mold- 
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regardless of their size. 


And each suggestion can be 


used, or adapted regardless of the brands of merchan- 
dise a dealer sells. The second article, in the series, will 
outline successful merchandising and selling points on 


electrical refrigeration. 


ing the character of children of 
all ages. Recognition of the educa- 
tional as well as the physical-de- 
velopment aspects of toys has re- 
sulted in improved quality with 
safety paramount. Mentally stimu- 
lating and creative playthings, 
giving scope for self-expression, 
have been devised for all age- 
groups. These phases have been 
of primary importance in the cre- 
ating of new playthings.” 

James L. Fri, managing direc- 
tor, The Toy Manufacturers of the 
U. S. A., Inc., estimates that 1940 
retail toy and playthings sales (in- 
cluding juvenile wheel goods but 
not bicycles), totaled approxi- 
mately 7 per cent more than in 





“For the year ‘round toy depart- 
ment, an attractive electric 


’” 


train set-up is a ‘must’. 


1939, in line with the increase in 
general retail trade. About $240,- 
000,000 worth of toys and play- 
things were sold by retail dealers 
of all types, in 1940. In the past 
10 years imported toys have ac- 
counted for less than 5 per cent 
of the total retail toy sales in the 
United States. In 1940 retail sales 
of imported toys approximated 
but $1,000,000 in this country. 


An Increasing Market 


Every time a baby is born in 
your community, every time a 
new family with children moves 
into your trading area, your 
potential market for toys in- 
creases. As these youngsters grow 
their needs and desires for more 
expensive toys increases. When 
they become adults they remember 
and patronize the stores that wel- 
comed them as youngsters and 
particularly those stores which 
catered to their childhood needs. 
There is no line better than toys 
to build life long customers for 
your store. 

On these pages HARDWARE AGE 
presents a number of tested ideas 
to help independent retail hard- 
ware dealers sell toys and play- 
things on a year "round basis. 
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Here’s How to Sell ’Em! 
1—Know toy age groups. 


Interests and aptitudes of chil- 
dren vary. However, certain basic 
principles are of great value in 
guiding adults in the proper selec- 
tion of toys suitable for the vari- 
ous age groups. Toys of intense 
interest to a two-year-old would 
bore a four-year-old and might 
not even attract the attention of a 
year-old baby. In “A Sales Man- 
ual for Toys and Playthings”* the 
Toy Manufacturers of the U. S. A.. 
Inc., 200 Fifth Ave., New York 
City, divides interests and needs 
into six groups—infancy to six 
years; nursery school age—two to 
four years; kindergarten age— 
four to six years; six to eight 
years; eight to 10 years, and 10 
years and over. 

For the nursery school age toys 
should be large and simple to 
avoid strain on the eyes and 
muscles. In the kindergarten age 
children begin to enjoy playing 
simple games together. Boys and 
girls begin to have different play 
interests between the ages of six 
and eight. The hobby age begins 
for children between eight and 10 
years. The last group is marked 
by intense interest in hobbies of 
different types. On this page you 
will find a condensed outline of 
play interests, taken from the toy 
manufacturers manual. A work- 
ing knowledge of these principles 
will help the store make greater 
sales by enabling the proper selec- 
tion of the necessary toys. 


2—Constantly add new items. 


Something new is always being 
added to the year ‘round toy de- 
partment of a Pennsylvania hard- 





*Single copies are available from 
Toy Manufacturers of the U. S. A., 
Inc., free of charge, extra copies at 
20 cents, or 10 cents each for 10 or 
more copies. 


JANUARY 23, 1941 





Toys the Year ‘Round 





Children’s General Play Interests 
—By Age Groups 


(From suggestions by The Toy Manufacturers of the U. S. A., Inc.) 


1—Infancy to two years. 

Bright-colored, light weight, washable toys of varied textures. 

Smooth, rounded- edge toys, too big to swallow—Beads to bite. 

Stuffed animals, dolls for cuddling—Blocks—Picture books. 

Sand toys—Rubber, celluloid and wooden bath toys. 

Rattles, chime toys to help develop a sense of hearing. 

Balls, push and pull toys to encourage creeping and help chil- 
dren learn to walk. 


2—Nursery school age—two to four years. 

Push and pull toys—Pedal toys for exercise—Building blocks. 

Color cones—Nested blocks, peg boards and pounding sets for 
teaching skill in finger manipulation. 

Crayons and chalk for use on large surfaces. 

Dolls and doll accessories—Housekeeping equipment. 

Steel anc wooden toys to ride on. 


3—Kindergarten age—four to six years. 

Simple construction toys and puzzles to aid development of 
manipulative skill and give muscular control. 

Wheel toys, gym equipment for physical exercise. 

Drawing, modeling and easy weaving equipment. 

Doll families and their accessories—Sewing cards. 

Toys imitating adult housekeeping and industrial work. 


4—Six to eight years. 

Toys and games encouraging group play—Games to anoomnnge 
number skill. 

Books for children to read to themselves. 

For bovs: Construction sets, science toys, electric trains. 

For girls: Dolls, miniature housekeeping toys and handcraft 
items. 


5—Ejight to ten years. 

For boys: More difficult construction sets, science toys, car- 
pentry tools, railroad systems, printing presses, model kits. 

For girls: More difficult handcraft and drawing sets to stim- 
ulate artistic skill. 

For both boys and girls: Games teaching spelling, arithmetic 
and geography—Wheel toys, active games and gym equip- 
ment. 


6—Ten years and over. 

Games, books, puzzles supplementing school work—Games re- 
quiring team work and skill—More difficult handcraft sets— 
Model-building kits and more difficult science and construc- 
tion sets for boys. 
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ware store. Buying is arranged 
so that small lots of new numbers 
are constantly coming in through 
the early months of the year. In 
June the holiday stocks begin to 
arrive. Enough of the holiday 
items are added from time to time 
to keep interest fresh in the de- 
partment. 


3—Clean out slow movers. 


Because styles change a New 
York state dealer quickly closes 
out show moving toys. This policy 
prevents the presence of dead 
numbers which might create the 
impression the department is not 
an active one. 


4—Have payments for toy pur- 
chases made in regular hardware 


section. 


An Ohio hardware store, with a 
special toy and giftwares annex, 
in the rear of the main store, has 
toy and giftwares customers pay 
for their purchases in the hard- 
ware department. Says the man- 
ager, “If we use a cash register 
in the hardware store to ring up 
sales for toys during months other 
than the holiday season, customers 
buying in the annex follow us into 
the main stere and often see other 
merchandise they will buy.” 


5—Place 


prominent place. 


electric trains in a 


Every male, young or old, and 
many girls and women like elec- 
tric trains. For the year ‘round 
toy department, an attractive elec- 
tric train setup is an absolute 
“must”. As elaborate a display as 
space and stock will permit is de- 
sirable. Having the trains operate 
from time-to-time is an excellent 
eye catcher. 





6—Keep a record of electric 
train purchasers. 


A youngster (or adult train 
fan) receiving a gift of electric 
trains, will soon want accessories. 
A complete record of train set 
sales gives a dealer a good pros- 
pect list for the later sale of acces- 
sories. When trains are sold for a 
youngster’s use the dealer should 
obtain the date of the young fan’s 
birthday. Prior to the youngster’s 
birthday it is a good plan to send 
him a train catalog and see that 
the person who made the original 
gift also receives a copy. 


7—Feature toys in a separate 


department. 


When possible it is desirable 
to have your year ‘round toy de- 
partment in an annex or on a sep- 
arate floor from the regular hard- 
ware section. However, location 
of the toy department should be 
plainly indicated. Sales clerks 
should call attention to the toy 
section to all women and children 
visiting the store. 


8—Hold parties for youngsters. 


Invite youngsters to the toy de- 
partment to see some entertain- 
ment at a time when you figure 
traffic will be small. A clown, or a 
trained animal act will be a good 
drawing card. Give each young- 
ster some inexpensive advertising 
novelty such as a balloon with the 
store’s imprint, a whistle, or some 
other item of interest to the kid- 
dies. An up state New York dealer 
did this to open its permanent toy 
department in a new location in 
the store. Each child was asked to 
give its address and birthday. The 
store obtained a good prospect list 





“*The toy business feeds right into the athletic goods line.’ 
is true it is wise to feature athletic goods near the toy department.” 
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Since this 








“Spotting a few toys next to the 


cash register . . . will emphasize 
the fact that you are really in the 
toy business.” 


for follow up around the time of 
birthdays, Christmas, Easter and 
vacation weeks. 


9—Feature toys at a dollar or 


more. 


An Illinois hardware store pro- 
prietor says. “We shall continue 
to push playthings the year ‘round 
but will emphasize dollar toys 
more than ever. One dollar is the 
magic price in our toy depart- 
ment.” Featuring better grade toys 
provides better profits, per unit of 
sale, and helps create greater cus- 
tomer satisfaction. 


10—Use an athletic 


goods feeder. 


toys as 


Says a New England hardware- 
man, “When you sell toys to 
children the next step is naturally 
the selling of sporting goods as 
they grow up. The toy business 
feeds right into the athletic goods 
line.” Since this is true it is wise 
to feature athletic goods as near 
the toy department as practical. 


11—Sell American toys exclu- 
sively. 

More than ever before Ameri- 
can toys are better for the hard- 
ware dealer to sell because they 
are better made and are designed 
for educating as well as entertain- 
ing children. Then too, in many 
of the country feeling 
against foreign made goods of all 
kinds is intensifying. 


sections 


12—Display toys in groups. 

For the store with limited toy 
display space grouping boys’ toys 
according to price ranges or age 
groups is a good plan. This also 
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is true in the case of girls’ toys. 
In the larger toy departments 
grouping can be carried further 
by grouping dolls, doll carriages, 
doll costumes, etc., in the same 
section. So called “craft” sets— 
chemistry, carpentry, metal - cast- 
ing, microscope sets, etc., can be 
grouped together for boys. 


13—Understand game rules. 


It is not possible to know the 
rules of all games in a well-stocked 
game section, but it is desirable 
for sales clerks to at least have a 
working knowledge of popular 
games. This enables your sales 
clerks to give prospective custom- 
ers ample information about 
plays, rules and objects. Many 
hardware dealers display samples 
of games under Cellophane so that 
tokens, “money,” dice, etc., can- 
not be pilfered or lost. 


14—Display samples, making 
delivery from stock. 


A New England dealer, with a 
year round toy department, limits 
his displays to samples. When an 
item is purchased it is taken from 
stock in its original carton or 
wrapping, assuring the customer 
clean and perfect merchandise. 
The price is indicated on each 
sample, together with code indica- 
tion as to its source of supply, cost 
and stock location. 


15—Feature “going away” toys. 


Particularly in the summertime 
and near Easter and Christmas 
holidays, feature “going away” 
toys—-toys from your regular 
stock, which are suitable for enter- 
taining youngsters while traveling 
on a boat or train. The toys should 
also be of a size easy to pack in a 
lightweight traveling bag. A Penn- 
sylvania hardware store, doing 
business with tourists, calls such 
items “homecoming” toys, selling 
toys to tourists who want to take 
some remembrance to young 
friends in their home towns. 


16—Show a few toys near the 
cash register. 

Spotting a few popular toys 
near the wrapping table, next to 
the cash register and in a few 
other prominent spots in your 
store will emphasize the fact that 
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you are really in the toy business. 
This policy often leads to extra 
sales. 


17--Always make youngsters 


welcome. 


An upstate New York dealer 
says, “Always make the young- 
sters welcome. The main thing is 
to let children go up to the toy de- 


“Always make the youngsters 
welcome.” 


partment. Then when their par- 
ents visit the department to make 
gift selections we tell them which 
items interested their children to 
the greatest degree. We make the 


youngsters welcome at all times. 
When Mother sends little Willie 
out to get a can of paint he is go- 
ing to go where he received decent 
treatment even when he was a 
nuisance.” 


18—Display model kits promi- 
nently. 


Model boat, train and airplane 
kits are good traffic and volume 
building items. Displaying them 
in or near the toy department at- 
tracts both older boys and men, as 
well as the younger customers. 


19—Use window display space 
for toys. 


No matter how small the space 
see that toys are given some atten- 
tion in your windows, throughout 
the year. For the store with a very 
small side window, or a sidewalk 
display case the use of such space 
proves advantageous. When show- 
ing beach and garden furniture a 
few appropriate toys added to the 
display will make a bid for extra 
sales. 





Just Among Ourselves 


(Continued from page 26) 


salers and retailers will be anxious 
to get identified with a new line 
and for some manufacturers there 
is a great opportunity to greatly 
increase their volume. The right 
goods, properly priced and sold 
under a fair policy will, if aggres- 
sively advertised and sold to the 
trade, put some existing producers 
in clover. First come, first served 
is something to remember. The 
market is there and with business 
generally on the increase a golden 
opportunity awaits somebody in 
the cutlery field—with the vision, 
courage and determination to get 
busy and “land” this business. It 
is entirely possible that some well- 
established firm, or firms, not now 
making cutlery, may enter this 
field to pick up this business as an 
addition to present lines sold 
through hardware channels. Which- 
ever way it goes, the race, as al- 
ways, will be to the swift—hard- 


ware distributors will not forego 
this volume—somebody will fill 
this gap and at a profit. 


Shaving Statistics: — 


According to E. Merriam, in a 
recent issue of Drug Topics, “Most 
men shave when the hair of their 
chins is about one-sixty-fourth of 
an inch long. At this rate, a man 
removes seventy-one yards of 
beard between the ages of twenty 
and sixty-five.” To make it easy to 
figure this out—if a man refrained 
from shaving between the ages 
mentioned he would have 150 feet 
of beard—the approximate length 
of 15 modern automobiles placed 
end to end. Or, if you prefer, pace 
off 150 feet in your store or along 
the sidewalk and get a quick idea 
of how much beard you would 
have in that period of time if you 
never shaved. 
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There is an un- 
obstructed view 
of all merchan- 
dise from any 
section of the 
store. To the 
rear between 
the columns is 
a large section 
showing clean- 
ing liquids, com- 
pounds, etc., some 
of which are sold 
under the firm’s 
own brand. 
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ares And, the fact that his customers 

That’ S the extent of nee e. and his prospects are largely 
en OV among the wealthy Long Island 

sales for Steisel’ s; G estates does not simplify his mer- 


N. ¥ a store that styles itself chandising effort, but necessarily 
9 d all is intensifies it and streamlines it to 
“The Complete Store” and reauy a comprehensive advertising pro- 
gram that keeps them aware of 

the firm’s services. 


This persistent and persuasive 


- ee ~‘ eeiang gy advertising campaign is one of the 

rice Steisel o Glen ove, N- 1+ essentials of the Steisel merchan- 

ITH a_ $35,000 to turn that stock into $100,000 dising program. At dog shows 

stock investment in housewares worth of sales as he has done con- ; 


ih furnishi | ee : a i. a f sport meets and social events of 
and houseturnishings alone, it Is sistently tor the past five years. all sorts, the store makes a strong 


bid for attention. 

However, it does not advertise to 
estate owners alone but once each 
year holds a “reunion” for estate 
employees who form an important 
part of the clientele for purchases 


Dinnerware is displayed in 
complete sets so that each 
piece can be shown in re- 
lation to the others. The ar- 
rangement is compact and 
helps eliminate breakage. 








HARDWARE AGE 


wrestee Feet 
peewee 


are often led to them. The store 
clears its premises, hires a band 
and furnishes entertainment and 
refreshments. It has proven an 
amazing good will builder that 
makes its effect known throughout 
the year. 

But most effective and least ex- 
pensive of all is the weekly direct 
mail campaign which involves ap- 
proximately 500 mailings. These 
are mimeographed cards of vari- 
ous colors, which, since they are 
designed and executed by the 
store’s staff, cost $1.00 a hundred 
plus a cent-and-a-half postage. 
Each mailing features a special or 
seasonable item or group of mer- 
chandise such as floor coverings. 
window shades, venetian blinds. 
radiator covers, insect traps, etc. 

In all of the Steisel advertising 
there is the repetition of the slogan, 
“The Complete Store,” which is 
shot home at every conceivable 
opportunity. More than a legend, 
it is a fact that is borne out both 
in the stocks and the services 
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Here is one of 
the mimeo- 
graphed cards 
which are used 
by the firm in 
its weekly di- 
rect mail cam- 
paign. It costs 
very little and 
gets results. 


Practi 


table. 
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7-21 Glam & 





cally everything for the 


bar but the ingredients takes 
up the top of an entire display 


Beneath and out of the 


way are found many bulky items. 


offered an exacting group of 
wealthy customers. 

Fortunately price is not the great 
factor but the store must have 
quality housewares and housefur- 
nishings lines. They must be com- 
plete and offer a variety of selec- 
tions. Large stocks must be on 
hand in order to satisfy the de- 
mands for immediate delivery. 
And, it is the firm’s ability to do 
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so that is one of its greatest assets 
in defeating competition. 

There is a demand, too, for im- 
ported lines such as English brands 
of boot polishes and several lines 
of such products and other im- 
ported items are carried. Indeed, 
demands are made upon the firm 
for so great a variety of merchan- 
dise that among its stocks, it 
counts 2] products which are 
made exclusively for Steisel and 
sold under the store’s brand name, 
“Piping Rock.” 

While everything is sold—from 
gadgets to complete electric kitch- 
ens—there is a constant effort to 
disprove that there is nothing new 
under the sun. New and unusual 
merchandise, tricky gadgets, are a 
“must” for the store. Hence, much 
time is given to suppliers’ repre- 
sentatives, their lines being care- 
fully examined, so that items that 
will “click” can be uncovered. This 
study of merchandise has given 
Steisel an invaluable buying refer- 
ence, for frequently the store is 
called upon to furnish an item that 
a customer has seen while travel- 
ing about the country. Here again, 
the firm’s ability to fill the order— 
which is an extra service—is a 
powerful staff to wield against 
competition. 

Though housewares sales will 
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An oil cloth shop 
shows a complete 
assortment of oil 
cloth patterns. It 
gives easy access 
to all articles. 


average about $5.00 per customer, 
with few sales falling below that. 
the practice is to sell up—to sell 
kindred merchandise in order to 
build volume. If a customer asks 
to see a refrigerator every effort is 
made to sell her more than the 
refrigerator and, in instances, be- 
fore she leaves Steisel will have 
her order for a complete electric 
kitchen. 

Christmas is not an important 
contributory period to the store’s 


annual housewares volume. The 
active buying season is rather 
from May to September when the 
estates and summer homes are oc- 
cupied by their owners. It is then 
that the concentrated selling cam- 
paign goes into full swing and the 
greatest effort is made to meet com- 
petition. 

Local competition is practically 
non-existent, the chains and other 
stores having been beaten on the 
basis of service and the variety 
and completeness of the quality 
stocks. Competition comes rather 
from a distance, the metropolitan 
department stores. But even 
against them, Steisel’s fights a 
successful battle, again by using 
service as its strongest weapon. 
If a customer requests immediate 
delivery she gets it and telephone 
orders are given immediate atten- 
tion. Then, too, the firm is 
equipped to handle charge ac- 
counts, a method by which over 
90 per cent of all business is 
transacted. 

It is these foregoing methods 
that have built and maintain the 
reputation of Steisel, “The Com- 
plete Store” and return a $100,000 
housewares volume. The person- 
alities behind this merchandising 
program are Maurice Steisel, 
owner, his store manager, George 
Godschalk, and Miss Buckawick 


of the housewares department. 











“Better Light for Better Sight” and the light conditioning service avail- 

able through the store are featured in this display of Railey-Milam Inc., 

Miami, Fla. The display tells the story on the silver bowl lamp and how 

it can be adapted to provide indirect lighting for every fixture in the 

home. R. L. Gatliff, display manager of the company, conceived and 
installed the display. 
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The department 
is next to the 
main_ entrance 
and is illuminat- 
ed by means of 
concealed light- 
ing. Sleds are 
displayed against 
the iron railing. 


Skis Pave the Way for an 
All-Year Sports Department 


The Ayres & Galloway Hardware 


Co. now handles a year ’round 


line of sporting goods after 
an 18-year lapse. Skis did it 


Sis not only pro- 


vided a good profit in themselves 
for Ayres & Galloway Hardware 
Co., Inc., Middletown, N. Y., but 
were instrumental in leading the 
store into other sports lines in 
1940, according to Harold S. Close, 
vice-president of the company. As 
the result of increasing its stock 
and variety of skis and skiing ac- 
cessories, holiday business for that 
department, in 1940, showed an 
increase of approximately 25 per 
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cent over volume for the same 
section in 1939. 

“People are becoming more 
sports-minded here in Middle- 
town,” says Mr. Close. “When 
there is a good local snowfall 
people can get good skiing within 
four miles of Middletown. Often 
when there isn’t the right condi- 
tion, nearby, people can ski with- 
in 25 miles of here. Through our 
ski line, in 1940, we started in 
with archery outfits, later getting 


into badminton, deck tennis, ping 
pong, baseball and football equip- 
ment. This definitely put us back 
in the athletic goods business in 
which we had not previously been 
active for at least 18 years. In 
1940 we expanded our stocks of 
ski equipment, until now we have 
eight or 10 types of poles and 
eight or 10 types of harness, as 
well as parkas, ski pants, ski boots, 
goggles, etc. 

“We carry only the best parkas 
at $6.95 and pants at $7.50. Qual- 
ity ski clothes are handled ex- 
clusively, because it is just as easy 
to sell the better numbers as it is 
the cheaper types,” says Mr. Close. 
“Last winter we sold between $300 
and $500 worth of skis, priced 
from $2.65 to $12.00, with the 
$8.50 sets being the best sellers. 
Two lines of domestic skis are 
handled. Ice skates also provide 

(Continued on page 72) 
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Sandpaper, shown 
at the left, has 
grade and price 
marked for each 
number displayed. 
Thecompact 
array of colors 
and color cards 
adds to the busi- 
nesslike ap- 
pearance of the 
paint department. 


More Than a Quart of Paint 


for Every Person in Town 


ITH a basic stock 


of 400 gallons of paint Murray 
Leiman, operating as Murry’s 
Hardware in New Canaan, Conn.., 
a town of about 6000 population, 
enjoys four turnovers a year—or 
more than one quart of paint for 
each person in that community. 
This is a particularly good record 
when it is considered that 90 per 
cent of this volume is sold to home- 
owners and that the town is with- 
in commuting distance of New 
York City and other cities and 
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towns much larger than New 
Canaan. Add to this the rental ser- 
vice on a floor sander, a paint 
spraying outfit and a caulking gun 
and you can readily see that the 
service is truly complete. 


Although the display of paint, 
varnish, etc., is in itself neat and 
well lighted, it is the showing of 
paint brushes, sandpaper, caulking 
gun, etc., in plain view that helps 

(Continued on page 72) 


Murry’s Hardware, New Canaan, 
Conn., also realizes profits from rentals 
of sander, sprayer and caulking gun 
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Billions— Millions— Tons 


of Cents! 


of Nickels! 


By SAUNDERS NORVELL 


Our greatest business barometers— 
the United States Mints—are now 
working on a 24-hour a day basis 


a prophets, 


soothsayers and statisticians write 
long columns with their predic- 
tions and back up their opinions 
with endless and more or less con- 
fusing figures about this or that. 
Much of this is unnecessary and a 
great waste of time that might be 
more productively employed. 

There’s one simple method of 
learning about depressions and 
good times that never fails. It is as 
sure as the rising of the moon and 
the changes of the tides. 

This barometer tells us that this 
will be the greatest buying Christ- 
mas on record. It tells us in un- 
mistakable terms that retail busi- 
ness is good and will be better. It 
tells us that the mass of the people 
this New Year have more cash to 
spend than ever before. It tells us 
that the common people, the wage 
earners, the children, the women, 
all over the land have money and 
are spending it. It tells us that this 
condition is not just temporary 
but will continue. What is this 
business barometer? 

The answer is—the present un- 
precented demand for small coins 
of all denominations. 

The Treasury of the United 
States is stamping out cents, nick- 
els, dimes and half dollars in enor- 
mous quantities in every mint in 
the country. They make an im- 
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mense profit on these coins. The 
banks of the country can’t get 
supplies of coins fast enough! For 
months past the mints have been 
operating on a 24-hour basis. 

The people want small change. 
Business concerns large and small 
want small change. They call on 
the banks to supply this change 
and the banks call on the United 
States Treasury to fill these orders. 
Coins are being shipped to banks 
in tons and tons and the call is for 
more and more—coins. 

Where do I get my facts? 


Here Are the Facts! 


I have just interviewed Harry 
B. Gordon—formerly a grade A 
hardware man—now the president 
and owner of the Abbott Coin 
Counter Company of New York. 

This concern makes coin-count- 
ing machines and also the paper 
wrappers in which coins are pack- 
aged. They sell mainly to banks, 
but many large corporations, 
hotels, restaurants, slot machine 
companies, subways, railroads, bus 
lines, street cars, etc., use these 
machines. Large concerns do not 
count coins by hand. Machines are 
made in all sizes to suit any kind 
of business. The largest machines 
have a hopper into which coins of 
all sizes are dumped. They usually 


of Dimes! 





SAUNDERS NORVELL 


run by electric power, sort the 
coins, count them, divide them into 
the units wanted—$1l, $2, $3, $5 
worth, etc., then wrap and seal 
them in paper containers and 
shoot these units out in cents, nick- 
els, dimes, quarters, etc., to be dis- 
tributed to consumers. 

Almost every bank has one or 
more of these machines and so 
does its own counting and paper 
wrapping. Coins are stored in 
these wrappers so that at “inven- 
tory time” they may be easily 
counted. 

Mr. Gordon tells this interesting 
story. His grandfather was assis- 
tant treasurer at the Sub Treasury 
in St. Louis. That was before the 
present National Banking System. 
One night his grandfather came 
home tired out, his hands were 
sore and in places the skin was 
rubbed off his fingers. They had 
been “taking stock” at the Trea- 
sury and Mr. Gordon, Sr., was 
worn out counting coins and bills. 
Harry Gordon, then 10 years old, 
remarked—“Grandpa, some day 
coins will be counted by machin- 
ery.” Little he knew then that 40 
years later he would be making 
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and selling coin counting machines 
and coin wrappers! 

Mr. Gordon’s plant is a modern 
concrete building in the Bronx sec- 
tion of New York. The company 
owns the property. As I sat in his 
corner office I could hear the 
sound of the machines running at 
full speed. Here are some interest- 
ing things Mr. Gordon told me 
about his unusual industry. 

Business was fine until after the 
“flop” in 1929. Then, when banks 
were in trouble, being closed, con- 
solidating and all that, they went 
through a very hard period. The 
number of banks was materially 
reduced. There were plenty of coin 
machines. Sales of wrappers fell 
off. In a word this business closely 
followed the national trend of de- 
pression. It was an almost perfect 
barometer of business conditions. 


An All-Time High 


For the past year, beginning 
early in 1940, it has shown a con- 
stantly accelerating improvement 
and at this time just before Christ- 
mas (when this article is written) 
the business—especially in coin 
wrappers—is at an all-time high. 

I was astounded to learn that 
some of our larger banks order 
these wrappers in carload lots— 
(24,000 Ib.)—I also learned that 
the railroads pick up and deliver 
all shipments from door to door! 

Mr. Gordon said that several 
things had been of great help to 
the business. One was that all the 
modern taxes that lead to odd 
amounts making payments in small 
coins necessary. Think of all the 
additional cents used. Then the 
new Social Security Law helped. 
Every pay envelope used small 
coins to make odd amounts. 

Few people in the country real- 
ize the enormous volume of busi- 
ness done by slot machines. It 
runs into millions of dollars. Im- 
agine more than $500,000 worth 
of one brand of cigarettes being 
sold per annum from slot ma- 
chines. Each sale means one dime 
and a nickel, or three nickels! 

People have sometimes asked 
me what happened to the auto- 
matic selling stores (without 
clerks) that were once tried out in 
New York. The story is interest- 


ing. As long as low-priced items 
for a cent, or a nickel, or a dime 
were sold there was no trouble. 
Crooks didn’t care to carry away 
chewing gum and candy. But 
when larger items were offered in 
the 25-cent and 50-cent class the 
crooks got busy and at closing 
time it was found that about 40 
per cent of sales were in “slugs.” 
Many plans were tried to stop this 
loss but no answer was found and 
so this put an end to the “robot” 
retail stores. You will remember 
that these stores even had talking 
machine disks that said, “Thank 
you. Call again,” when a coin was 
inserted. It was some little joke 
when the “robot” gave thanks for 
a “slug”! 

But back to Mr. Gordon. He 
tells me that all coins are wrapped 
in a certain colored paper—these 
colors are shown in their catalog. 
This system of colors naturally re- 
duces the danger of errors as cash- 
iers soon become familiar with the 
colors of different denominations 
of coins. 

As my space is not quite used up 
I must tell a true story I have just 
heard of how, even with all of our 
modern system of checking, a very 
great error went clear through a 
large corporation without being 
detected. 

A manufacturing concern bought 
1000 padlocks from a hardware 
jobber at 40 cents each. They 
were delivered and billed. But here 
is what happened. The bill clerk 
billed the padlocks at $40 each in- 
stead of 40 cents. ,The bill was 
therefore $40,000. This bill passed 
the wholesale checker and all the 
auditors of the manufacturer, was 
O.K.’d by the buyer and paid in 
full by the treasurer. No one with 
the wholesaler noted the unusually 
large remittance. True there were 
other items on the same _ remit- 
tance. 

Several months later when the 
salesman called on the manufac- 
turer they wanted another lot of 
the same padlocks. The salesman 
looked up the original billing and 
saw the error. He called it to the 
attention of the manufacturer’s 
buyer and so the two checked 
back. 

The buyer was afraid of losing 
his job if he reported the facts to 


his president. The head of the 
wholesale house said they could not 
keep the money. Finally, it was 
decided to credit the manufacturer 
$36,600 on the wholesaler’s books 
and the buyer was to draw goods 
against this credit. The amount 
was finally worked out and the 
deal was closed. The buyer held 
his job and the salesman got some 
extra business. I was asked what 
I thought of this settlement. My 
answer was that all of those who 
knew the facts made a grave error 
in not immediately reporting them 
to the manufacturer. I added that 
the manufacturer would probably 
have forgiven the buyer for his 
inefficiency, for after all, it was 
just a mistake with no desire to 
impose on anyone. But when the 
facts came out there was a real 
conspiracy to conceal them. This 
was not fair to the manufacturer, 
and the buyer, in my opinion, was 
far more to blame in this settle- 
ment than in the first place. 


A Final Question 


This story reminds me that once 
there was a wholesale hardware 
president who always had the final 
talk with his salesmen before they 
left for their routes. 

He always asked one question 
and made one statement. 

The question: “Are you leaving 
entirely satisfied?” As often hap- 
pened, the salesman answered 
“ves, but etc., etc., etc.” In that 
case the salesman was not allowed 
to leave until the “but” was rem- 
edied. This president learned the 
things that were not satisfactory 
to his salesmen. He often said, “I 
don’t want any salesman to leave 
this house until everything is en- 
tirely satisfactory!” 

Then, with a smile, this president 
would say—‘Do you know there is 
one unpardonable sin in this busi- 
ness? You can do almost every- 
thing else and I will forgive you, 
but there’s no forgiveness for this 
one sin!” 

Naturally, the salesman was in- 
terested in this unpardonable sin. 

“That sin,” said the president— 
“is trying to fool me.” 

I think in the padlock case the 
buyer committed this unpardon- 
able sin in not telling his president. 
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He wants a new 
Model 512 Rifle... 
and he can’t wait! 


When a boy (or a man) de- 
cides he wants a particular 
gun, he just can’t get it soon 
enough. If he reads one of 
our ads on the new Model 512 
Sportmaster .22, as the boy 
in the illustration above may 
well have (for the gun was 
well advertised in boys’ pub- 
lications), then he wants to 
see the gun itself when he 
comes into your store. And he 
wants to take it home with 
him after he has paid for it. 

The moral, of course, is that 
you cannot get the full poten- 
tial of volume and turnover 
out of your gun line unless 
you carry a_ representative 
line —nor can you get full 
value out of the extensive ad- 
vertising which Remington. 
puts behind its guns. We’re 
confident that if you carry 
a representative line of Rem- 
ington guns, your sales are 
bound to go up! 


=| DEALER 


( Aavertisement) 


Remin on 


GUPOND 


LETTER |=" 











The story of the shooter 


who wouldn’t clean his gun 


Last fall, at the National Rifle Matches at 
Camp Perry, Ohio, we met a shooter who 
wouldn’t clean his Springfield rifle . . 
even though the ammunition he was using 
was corrosive. His reason was that each 
time a rifle is cleaned, the point of impact 
of the next shot fired is changed. And, 
like many other target shooters, he knew 
that continual cleaning is bad for the 
rifling of any gun. 


He had a theory that the corrosive ac- 
tion would not start if the gun did not get 
cold. So, immediately after firing a match, 
he would thrust his gun in a sheepskin- 
lined case, wrap gun and case in many 
blankets, and rush the whole unwieldy 
bundle to his hotel room. 


We don’t know what happened to this 
shooter’s gun. But we have to smile when 
we think of a certain Remington autoload- 
ing rifle in our laboratory, through which 
over half a million .22’s have been fired. 
That gun has never been in a sheepskin 
case nor wrapped in a blanket in its life 
to keep it warm. And today there is no 
sign of corrosion in the barrel! 


A Remington Dealer Letter with a timely message 
for you will appear on this page—in each issue. 








STEPPING UP 
THE UNIT OF SALE 


| TOLD YOU THAT CHUCK WASN’T TOO 
FAR FOR A KLEANBORE* HI-SPEED* .22 


One of the simplest and surest 
ways to increase volume and 
profit is by increasing the 
unit of sale. This can often 
be accomplished with surpris- 
ingly little effort. For ex- 
ample, many of your custom- 
ers who buy Kleanbore Hi- 
Speed .22’s a package at a 
time would buy a carton of 
500 if you suggested it. 
Related selling is another 
way to increase unit sales. 
Show your ammunition cus- 
tomers an up-to-the-minute 
gun like one of the Reming- 
ton 500 Series .22’s. You 
won’t make a sale every time, 
but every new sale counts. 
Guns and ammunition go to- 
gether like paint and paint 
brushes; it’s almost as easy 
to sell both as it is to sell one! 





Answer to last week's Quiz: 
Henry Clay. 

(By the way, if you enjoy 
these quizzes, drop us a line 
and we'll continue them.) 








‘““TORTURE TESTS” 
Keep ‘Kleanbore 
Hi-Speed .22’s 
out in front 


In the last Dealer Letter we 
told how Remington ballistics 
experts fire over 2,225,000 
rounds of ammunition every 
year in testing Kleanbore .22’s. 

But our testing is not com- 
plete even then! Primed 
cases must undergo the “drop 
test.” Sample quantities of 
every lot undergo this test, to 
be sure the 2 oz. weight will 
fire the primer. That’s why 
misfires are so rare in Klean- 
bore ammunition! 

In another test, bullets are 
pulled from the case by a spe- 
cial tool to be sure the crimp 
is uniform. New and unique 
timing apparatus has been 
developed to study the effect 
of velocity and flight time of 
bullets on accuracy, range, 
trajectory and hitting power. 
No wonder Kleanbore .22’s 
have the call. 


TROPIC HEAT TO 
ANTARCTIC COLD... 





age: 
Yet Kleanbore ammunition 
never failed! 


We heard recently from a 
man who took 3 Remington 
guns on an Antarctic expe- 
dition. His ammunition was: 
for center fire — Kleanbore 
(Core - Lokt bullet); shot 
shells — Kleanbore (Nitro- 
Express) ; .22 rimfire — 
Kleanbore Hi-Speed. During 
the trip, guns and ammunition 
were exposed to the heat and 
humidity of the tropics as 
well as the sub-zero weather 
of Antarctica. Not a single 
failure of guns or ammuni- 
tion occurred! Nuff said! 


“‘Kleanbore,”’ “Hi-Speed,” ‘Nitro Express” and “Sportmaster” are Reg. U. 8. Pa:. Off., ‘‘Core-Lokt’’ is a trade mark of Remington Arms Co., Inc., Bridgeport, Conn, 
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Presenting Our Guest Editor 


PAUL SCHILLA 


Schilla Hardware & Furniture Co., 
Dickinson, N. D. 


Whose Subject Is 
The Retailer’s Problems 


H ARDWARE stores 


seem to draw unusual attention 
from the general public. It is not 
unusual to hear a person remark, 
“I like to shop in a hardware store 
because it is so interesting.” Per- 
haps this interest reverts to the be- 
ginning of time when man’s exist- 
ence centered around implements 
found in the modern hardware 
store. Truly there are a variety of 
items. Perhaps that is why I cast 
my lot with the hardware indus- 
try in 1918. 

I took my apprenticeship with 
one of the leading hardware 
wholesale firms in the country— 
most of this time as a traveling 
representative in western North 
Dakota where we have a crop 
whenever we don’t have rust, 
grasshoppers, hot winds or 
drought. We have had one good 
crop, which is our chief cash in- 
come, during the last 10 years. 
Nevertheless, some of the finest 
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hardware stores in the country are 
located in the Dakotas. 

I always felt that my duties as a 
traveling representative were not 
only to see how many or how large 
orders I could secure, but to spend 
a great deal of my time helping 
the dealer with store problems 
such as keeping the business up to 
date and closing sales for him on 
large items when assistance was 
needed. Through such helps, I not 
only aided the dealer but also 
learned more about the retailer’s 
problems which helped me to 
broaden my knowledge of the 
hardware industry. I never hesi- 
tated to step behind the counter to 
serve customers when the mer- 
chant was busy elsewhere. 

I always enjoyed selling to the 
consumer at retail, so in 1929 I 
purchased a retail hardware busi- 
ness. Since then, we have outlived 
numerous depressions, survived 
scores of alphabetical edicts to say 
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nothing about the worst drought 
the country has ever seen along 
with grasshopper devastations. 
During the years that I contact- 
ed retail men, I often noted petty 
jealousies among them but never 
took them seriously. However, 
after 11 years of retailing, I can- 
not help but take more cognizance 
of the retailer’s problems. During 
the last 10 years, the chain stores 
have made large inroads into the 
retail field. Nevertheless, the in- 
dependent dealer still holds the 
majority. Our legislators are plan- 
ning laws to control chain stores 
and some drastic legislation will be 
necessary to keep them from gain- 
ing a complete monopoly. How- 
ever, if the independent merchants 
would cooperate among them- 
selves, leaving jealousy on the out- 
side, then there would be fewer 
chain stores in the country. Why 
should one independent dealer be 
jealous of the success of another? 
I have attended many mer- 
chants’ meetings. Meetings that 
were called for the purpose of dis- 
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THERMDS “waite-Liner” LUNCH KITS 


...and it’s News! All Thermos brand Lunch Kits are 
made with gleaming snow-white interiors. As easy to 
keep clean as the inside of your refrigerator. ‘“White- 
Liner” is exclusive with Thermos—no other kit has 


this important sales feature. Order from your whole- 


saler now. 
And ask him about THERMos School Lunch Kits in 


the gay, new color combinations. They’re plenty smart! 


THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., T 


mited, London 
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cussing problems such as how 
to increase business or other local 
Usually all of the chain 
store managers were present but 
very few of the local independent 
dealers. The chain store men know 
that anything which profits one 
profits all and they are alert to 
the fact that in cooperation there 
is strength. If the independent 
merchant merchant would cooper- 
ate with his fellow retailer, there 
would be no dealer problems that 
could not be solved. This coopera- 
tion would create savings and suc- 
cesses that would eliminate much 
of the chain store, competition. 

Perhaps one of the greatest 
problems the hardware retailer 
has to contend with is drug store 
competition. Drug stores through- 
out the nation have powerful leg- 
islative strength and have passed 
many laws with teeth in them pro- 
hibiting other retailers from sell- 
ing patent medicines and many 
other items such as insecticide, 
cattle sprays, etc. 

During the days of the N.R.A.. 
I asked an agent of that alphabeti- 
cal edict to define a drug store. 
He stuttered a little and finally 
said that he couldn’t. Neither can 
anyone else at least not the drug 
stores of today. 


issues. 


Licenses Needed 

I do not believe in too much 
legislation but I do sincerely be- 
lieve in a Federal licensing act, li- 
censing ali retail establishments. 
Define the various goods in their 
proper classifications and then li- 
cense every dealer according to 
the type of business he operates 
and invoke severe penalties for 
violating the act. 

Let anyone go into any retail 
business district and read such 
signs as hardware, groceries, dry- 
goods, lumber, etc., and examine 
any of the establishmeits. He will 
usually find each place of business 
has some items in stock that are 
entirely out of its regular line, but 
it stocks them because a few 
people ask for them or because 
some salesman was unable to sell 
them to a legitimate dealer. The 
final outcome is that the legitimate 
dealer’s volume is reduced, more 
mixed stocks of merchandise clut- 
ter the town and soon no one has a 
well-rounded stock. 
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I firmly believe that the various 
classes of commodities could be 
classified, be they groceries, hard- 
ware, lumber, drygoods, ready-to- 
wear drugs, etc., and each defined 
line be licensed. If a man decides 
to operate a hardware store, he 
pays a hardware store license. 
Should he choose to add furniture, 
he then takes out a furniture store 
license in addition. Likewise with 
a drug store. Should that store 
choose to add hardware items to 
the stock, then a hardware license 
must first be obtained. I am posi- 


tive such a licensing act would 
eliminate chiseling in retailing, 
build up better stock, give con- 
sumers a better selection and still 
keep prices competitive. The cost 
of the license could be determined 
by the population of the city or 
perhaps population within a de- 
fined trading radius of the city. 

All retailing will always have 
its problems but most of them can 
be overcome by all retailers hon- 
estly cooperating with each other 
with the aid of a Federal licensing 
act along the lines mentioned. 





When Checks Go Bad 


HEN an agent or employee 
delivers goods or service to a 
customer in return for a check that 
goes bad, may the agent or employee 
be required to make good the check? 
That question was recently before a 
Federal court in a case where a busi- 
ness concern was trying to make its 
agent pay the amount of certain bad 
checks he had taken from customers. 
“There is no provision of the con- 
tract between the business house and 
its agent,” said the court, “prohibit- 
ing the agent from making cash sales 
and accepting checks of responsible 
customers in closing the transactions. 
It cannot be assumed in the light of 
modern custom that the agent must 


in all cash transactions demand coin 
or currency. Nor is there any pro- 
vision in the contract imposing lia- 
bility on the agent to make good 
dishonored checks. The agent would 
be liable for accepting, negligently, 
the checks of persons of whose bad 
financial standing he had notice or 
knowledge, but no claim of such 
negligence is alleged here.” 

In the main or “home” building of 
a business it is easy to control this 
check problem by requiring that 
every check be approved by someone 
in authority. But in the case of 
agents or employees operating at a 
distance very definite rules should be 
set up for the acceptance or non- 
acceptance of customers’ checks. 





SOUTHERN JOBBERS TO MEET HERE 


The Hotel Peabody, Memphis, Tenn., 
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which will be the scene of the 5lst 


annual convention of the Southern Hardware Jobbers Association held 
jointly with the 82nd semi-annual convention of the American Hardware 
Manufacturers’ Association, April 21-24, 1941. Last year the delegates dis- 
cussed problems of business, taxation and legislation. Although it is early 
to predict much of this year’s discussions it will undoubtedly center 
around the various problems created by the National Defense Program. 
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10 LITTLE WORDS 
that make extra sales 





when you sell a knife 


or other edged tool... 


HOW ABOUT A 


CARBORUNDUM BRAND STONE 


TO KEEP IT SHARP? 
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For extra Sales 


pair up with 


THE CARBORUNDUM COMPANY 
NIAGARA FALLS, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, 
Boston, Pittsburgh, Cincinnati, Grand Rapids 


Carborundum is a registered trade-mark of and indi- ] 
] cates manufacture by The Carborundum Company } 








Get Ready to Sell 


Major Appliances! 


= with its 


holidays, and national weeks offers 
the progressive hardware dealer 
many opportunities to tie up his 
merchandising activities with cele- 


Feb. 7-13—-Boy Scout Anniver- 


sary Week. 
Feb. 12—Lincoln’s Birthday. 
Feb. 14—Valentine’s Day. 
Feb. 15 -22—National Cherry 


of this merchandise should be 
completed and new items added 
early so as to be ready for any 
demand. 

Attractive window displays of 
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event for the week can be used as Feb. 22—Washington’s Birth- women customers know about atu 
a window display theme, thus at- day. your stock. Interior displays on in | 
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February Events party opportunities during the partment. Gift items are among ns 
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Refrigerator and Housewares Window 


Merchandise: Refrigerator, glass coffee makers, drip coffee makers, several pat- 

terns of dinner ware, colored pottery items such as creamers and sugars, tall and 

decorative water glasses, gadgets, oil silk food saver sets, ovenware sets, kitchen 
utensils of various kinds. 








Background: Center panel of white corrugated board or wallboard, painted. Side 
panels of medium blue. Cut-out letters on center panel in dark blue. 





HARDWARE AGE 


RIPE Ty 











| CHANGE FREEZIN 
ile flog 


is over. But Old Man Winter 
will still be making you and your 
customers bundle up for some 
weeks to come. And low temper- 
atures mean a continuing interest 
in household thermometers and 
weather instruments. Turn these 
prospects into profitable sales 
dollars with counter and window 
displays of Taylor Thermometers 
and Weather Instruments. Put 
special emphasis on the leaders 


y Ere rush of Christmas buying 


shown here. 

Check on your Taylor stocks 
now. Take advantage of the com- 
plete Taylor line... with items 
designed for every need and priced 
from 25¢ up. Taylor’s extensive 
advertising and established repu- 
tation for accuracy will help sell 
your customers before they come 
into the store. By stocking the 
Taylor line you make one invest- 
ment—with one manufacturer’s 
goods—simplify your inventory 
—and profit from turnover on 
the products your customers 
know best. Check your distribu- 
tor today about the Taylor items 
you need. Taylor Instrument 
Companies, Rochester, N. Y., and 
Toronto, Canada. 
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(Left) ... No. 2287. Fleet- 
wood Baroguide. Retails 
at $5.* 


Loe 


a 





At 
(Right) ... No. 5127. Utility \ 
Wall Thermometer. Retails at 

$1*. 





(Below) ... No. 5452. Maxi- 
mum-Minimum Window 
Thermometer. Tells highest 
and lowest temperatures 
since last setting, plus pres- 
ent temperature. Retails 
at $7.* 







(Left)... No. 5928. 


mometer. Retails 
at $2.* 


(Below) ... No. 2068-C. Auto Alti- 
meter. Puts a new kick in motor- 
ing. For the car owner who didn’t 
get one for Christmas. Range to 
5000 ft. Retails at $5.* 10,000 ft.— 
$6.* 15,000 ft. —$7.50.* 





(Right) ... No. 
5216. 6” Indoor 
Wall Thermome- 
ter. Retails at $1.* 











(Below)... No. 5544. Belmont Humidi- 
guide. Indicates relative humidity and 
(Right) ... No. 5316. temperature at a glance. Retails at $3.50.* 
Temprite Window 
Thermometer. Re- 
tails at $1.* 





(Left)... No. 2289. Fairmont Junior 
Combination.Barometer, Hygrometer 
and Thermometer. Retails at $10.* 


*Prices sl ghtly higher west of Rockies and in Canada. 


Bake Oven Ther- 
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Farm Water System Supply Window 


Merchandise: Electric water system, hand lift pumps, windmill force pump, pump 
jack, kitchen pump, hand force pump, well cylinders of all types, well points, pipe 
fittings, pipe stock and dies, pipe vise, cup and valve leathers, pipe wrenches and 


cutters, joint compound, blow torches. 


Background: Center panel of white corrugated board or wallboard, painted. Side 
panels of emerald green. Cut-out letters on green center panel and white side panels. 


Refrigerator Displays 


Introduce the new models in 
your refrigerator line so they look 
impressive. This means a neat, 
bright, attractive display in the 
store. Locate this department at 
the front, using the floor space 
along the back of the windows and 
the sidewall at the front. People 
coming into the store cannot help 
see these new, shining items when 
they are exhibited there. 

Build a temporary background 
against which this merchandise 
can be shown. Paint this a white, 
pale blue, green or other pastel 
shade that will set off and attract 
attention to the goods. Trim the 
panels with chrome strip. This can 
be purchased at most lumber 
yards. Brand name and selling 
copy can be put on the panels by 
using cut-out letters of different 
types. Most manufacturers supply 
dealers with material of this type, 
but where this is not done build 
your own. 
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Water Systems 


A most effective and convincing 
sales aid in selling electric water 
systems is the mounted demonstra- 
tion unit. Many merchants now 
have these and are making good 
use of them. Briefly, it consists of 
a flat tank which serves as the base 
of the display, to which is mount- 
ed a small water system which is 
made up of storage tank, pump 
and motor. 

This demonstration unit is mov- 
able. It can be shown in almost 
any place in the store, wherever 
electrical current is handy. Cus- 





Mass Displays for 
End of Tables 


Items: Glass coffee makers, water 

glasses, oil silk food saver sets, 

colored pottery water pitchers, 

blow torches, popular priced tool 
boxes. 








tomers may operate the unit sim- 
ply by opening a faucet which 
would represent a faucet in the 
home. The demonstration unit is 
set so that soon this automatically 
starts the pump and shows the en- 
tire system in operation. 

Show nearby water systems of 
different sizes for the requirements 
of various size families. As farm 
homes secure electrical energy, the 
water system is one of the first 
units that the farmers will pur- 
chase. 


Pipe Fitting Table 


Set up a pipe fitting table or 
ledge display if you want to ex- 
perience some interesting sales re- 
sults. Dealers who installed these 
displays report that sales are de- 
cidedly satisfactory and that they 
bring to the customers’ attention a 
line with which many are not fa- 
miliar. Show the most popular 
items when you develop this dis- 
play. 
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BACKED BY THE GREATEST AD CAMPAIGN 
IN PRESSURE COOKER HISTORY 


At last, a simplified, streamlined pressure most powerful national advertising cam- 
cooker with no complicated gadgets! Locks paign and merchandising program in pres- 
with just a single twist of the wrist. It’s sure cooker history. Cash in on this money- 
an E-Z Seal! EASY to sell... backed by the maker... ask your jobber aboéut E-Z Seal. 


zee SPECIAL NATIONAL HARDWARE 
OIG | A _OPEN HOUSE COOPERATION 


= Be + 


ce Ww = | 


















































1 A really complete 
cooker, complete 
with insert pans, 


canning racks, etc. NATIONAL PRESSURE COOKER CO., DEPT.}, EAU CLAIRE, WIS. 





JANUARY 23, 1941 47 












Glass Coffee 
Makers Build 
Store Traflic 


The Pickering Hardware Co. of 
Cincinnati, Ohio, attracts many 
customers by using these items 
in advertising and displays 








Glass coffee makers are 
facing the ele 


priced one used as a promotiona 






ranged along the sidewall 


le is a specially 
oe lee for the line. 





Gruss coffee makers 


are showing a decidedly consistent 
sales growth year after year with 
the Pickering Hardware Co., Cin- 
cinnati, Ohio, and this is one of 
the best traffic items in the house- 
wares department, according to 
A. W. Freeman, manager of this 
department. 


Replacement parts for these 
utensils bring people back to the 
store. During these visits they 
usually find other items in house- 
wares in which they are interested 
and thus extra sales result. 

“We promote glass _ coffee 
makers consistently,” says Mr. 
Freeman. “This merchandise is 
shown in the windows and usually 
one article in the line is used as a 
promotional item. Price is an im- 
portant factor in interesting cus- 
tomers in the special coffee maker. 
Mass displays are used on this 
unit in both the windows and in- 
terior showings. Higher priced 
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@ There's a profit opportunity in the bd 
of Winter —for dealers who will feature the Atkins\lme\ 
pruning saws during the next 90 days. 
These saws, patterned to cut with ease because\pf 
difficult positions in which they must be used, are very geher 
ally known and highly regarded—not only by gard - 
and home owners, but by park superintendents, foresters, 
fruit growers and tree surgeons. Thousands have seen¥Yong 
years of service. A good selection, ordered now from obr 
jobber, will bear fruit in profits before the trees bud. 
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Atkins No. 18 Folding Pruner ‘*. — 
Extremely popular model for all- 
eround pruning. Handle folds back 
for easy carrying in the pocket. Fast- 
cutting, edge- holding blade of fa- 
mous Silver Steel. High quality 
beech handle. This saw sells fast 


wherever it is shown. ‘Re : : R U ny \ G 
ae ‘ 
Atkins No. 16 Pole Tree Pruner es ; 


Fitted with hollow casting for insertion of pole 
to permit sawing high limbs from ground. Blade 
adjustable to cut at any angle. 









Atkins No. 22 Curved Pruner 
Excellent value. Silver Steel Blade with 
tip teeth that cut on the pull. Extra large 
roomy grip beech handle. 





Atkins No. 113 Curved Pruner 
Reverse rip teeth cut on the pull stroke. Uni- 
formly tempered Silver Steel Blade, noted for 
edge-holding qualities. 






E.C. ATKINS AND COMPANY + 410 S.ILLINOIS STREET ‘© INDIANAPOLIS, INDIANA 
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“POPULAR-PRICE” 
DEAL NO. 100 









DEAL NO. 99A “@ 


FREE—This New 

MULTI-POWER 

HEDGE SHEAR! 

rhe purchase of both 

Deals brings you a 

$2.00 Multi-Power 

OU can’t afford to miss this profitable, fast selling Hedge Shear (No. 26N-8 
3 with 8 inch blades). This 
pruning tool set-up. is the sensational new 
As . shear that employs pat- 

It’s a Dual-Deal proposition — with $2.00 extra ented compound lever 


profit offered for a limited time only. action for smooth, 





shockproof cutting. 


All you have to do to get this bonus is to buy both of 
the Deals illustrated above — send us the yellow and green application contained in the deal 
boxes—and you'll receive a $2.00 value Multi-Power Hedge Shear (8” blades) immediately. 








Deal No. 99A contains a balanced stock of the famous “Snap-Cut” Pruners together with 
novel, colorful merchandising display. Deal No. 100 contains selected stock of popular priced 
Seymour Smith Pruners together with smart sales-making display box. Naturally you can 
buy these Deals separately, but only by buying the Dual-Deal can you receive this $2.00 bonus. 


SEYMOUR SMITH & SON, INC. 
101 Main Street Oakville, Conn., U. S. A. 
Sales Representative: John H. Graham & Co., Inc., 105 Duane St., New York, N. Y. 
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Advertisements 
such as this, 
feature inex- 
pensive coffee 
makers from 
time to time. 


and better quality coffee makers 
are also shown with the featured 
item.” 

To tie in with the promotion of 
this merchandise in the store, some 
reference is usually made to the 
featured item in the newspaper 
advertising at the time. 

The company carries a wide as- 
sortment of coffee makers. The 
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These advertise- 
ments pave the 
way for sales 
in this and in 
other articles. 
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regular stock is arranged in a side- 
wall fixture which faces the eleva- 
tor entrance to the second floor 
housewares department. A _ table 
showing the special coffee maker 
also faces this entrance so that this 
display is the first thing the cus- 
tomer sees on stepping from the 
elevator. 

“Persons who have never tried 





making coffee in this manner will 
purchase an inexpensive utensil 
first, find that it does produce re- 
sults and then come back later to 
select a more decorative and better 
quality item,” says Mr. Freeman. 
“We usually feature as a promo- 
tional item a coffee maker at $1.39. 
In addition to this, we carry units 
retailing for $2.45, $2.95, $3.45, 
$4.95, $5.45, $6.95, $8.95 and 
$10.95.” 


“The Splendid Road” 


The travelers of the Splendid Road 
Are those who, always treading, 
treading 
To the far corners of the earth, 
The joys of life keep spreading, 
spreading. 
Explorers? Surely — every one; 
Experiences—weird and graphic; 
But whose chief mission is of trade, 
To open up new “lines” of traffic. 


The travelers of the Splendid Road 
Are those equipped with “stock” 
most ample 
To spread the news of better things, 
To those in need, by word and 
sample; 
Men of the Grip, who always serve, 
Regardless of the way or weather; 
Who never swerve from that broad 
trail 
Which binds the near and far to- 
gether. 


The travelers of the Splendid Road 
What do we not owe to their keep 


ing, 
Through trial and stress, the onward 
march 
By which we all keep reaping, 
reaping? 


The travelers of the Splendid Road 
Are those who sell, all need dis- 
pelling; 
The traveled road, the Splendid 
Road, F 
You may have guessed, is—sell- 
ing, selling! 
Wittiam Luptum 
Hardware poet of 
Mount Vernon, N.Y. 


Ad Campaign 


Merchants in Stamford, Conn.. 
have adopted the slogan “Shop 
Stamford first—-town and city” 
which most progressive merchants 
are using in their individual ads 
throughout the year. This is a fine 
idea which is said to be increasing 
civic loyalty in that city. 
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A two-in-one message 
for Hardware Dealers 


and Hardware Jobbers 


from the makers of 


WHITNEY 


HAMPERS 


Dealers: There's profit for you 
during 1941 in the Whitney line... 
hampers to retail from $2.95 ... to 
satisfy your customers on every count 
of styling, material and workmanship. 
See your jobber. 


Jobbers: If you are not already 
set up to handle orders on Whitney 
Hampers, phone or write any Whitney 
representative. You'll be interested in 
getting a// the facts. 


F. A. WHITNEY 


CARRIAGE COMPANY 


Leominster, Mass. * One Park Ave., N. Y. 
San Francisco ¢ 666 Lake Shore Drive, Chicago 
Hamper Division—1166 Broadway, N. Y. 

















JAMES L. SMITHERS, 
partner in the firm of J. L. 
Smithers & Son, Morristown, 
N. Y., is 73 years of age and 
has passed a half century in 
the retail hardware business. 
Mr. Smithers was born on 
November 13, 1867 and 
started in the hardware busi- 
ness on October 10, 1890 
under the name of A. D. Giffin 
& J. L. Smithers. The follow- 
ing August he purchased the 
Giffin interest and proceeded 
to conduct the business as J. 
L. Smithers until 1916, when 
his son E. L. Smithers took 
over a half interest and the 
firm name was changed to J. 
L. Smithers & Son. The store he originally purchased 
was a small wooden building 20 by 35 ft. in size. In 1896 
he purchased half of the village block and built the store 
and house he is now using. Later he bought the entire 
block but has since sold a portion of it, retaining about 
100-ft. frontage on which the store is located. Mr. 
Smithers has served on the village board for a number of 


JAMES L. SMITHERS 








HARDWARE AGE 








RS 


lased 
1896 

store 
ntire 
bout 
Mr. 


er of 


AGE 








Hardware Age 
Fifty Year 
Club 


years as well as on the local school board. He was presi- 
dent of the Frontier National Bank for 20 years. He has 
also been a trustee of the Presbyterian Church for a 
number of years. His hobbies are hardware and fishing. 


S. C. SMITH, manager of 
the wholesale hardware divi- 
sion of Zion’s Co - Operative 
Mercantile Institution, Salt 
Lake City, Utah, attained his 
62nd birthday on Oct. 29, and 
passed the half-century mark 
in hardware last March. Born 
on Oct. 29, 1878, Mr.: Smith 
was introduced to the business 
at the age of eleven when on 
March 5, 1890, he entered the 
employ of Zion’s Co-Operative 
Mercantile Institution. Mr. 
Smith’s position is unique in 
the fact that he has never 
worked for any firm other 
than Z.C.M.I. Also for the 
fact that he has advanced 
from the lowest position, that of cash boy, to the highest 
position in the wholesale hardware division of the organ- 
ization, that of manager. In addition to business he has 
been a member of the Builders’ and Constructors’ Con- 
gress and a member of the local chamber of commerce. 
His hobbies are of the outdoor type and consist in golfing, 
hunting and fishing. 





8S. C. SMITH 








JANUARY 23, 1941 














This is the sentiment of hundreds of 


hardware dealers who have found the name “Union Hard- 
ware” a real advantage to easier selling —hence more 
profitable selling. Here’s why: 


(1) Sales of Union Hardware Roller Skates mean permanent 
customers. Ruggedly built to stand every test of severe 
usage, yet sufficiently flexible for smooth, comfortable 
riding, these skates give those customers the kind of 
service that means complete satisfaction. 


(2) The public recognizes Union Hardware quality. Through 
more than three quarters of a century, this name has 
become firmly associated with superior design, construc- 
tion and performance in roller skates. 


(3) Union Hardware Roller Skates are available in a wide 
range of sizes and styles. Models for sidewalk or rink 
use—for youngsters or grown-ups—permit you to offer 
buyers exactly what they want. 


Include these popular skates among the items you are stocking for 
fast, easy—and profitable—spring selling. Your jobber can supply 


you. 


For convenience 
when ordering have 
handy a copy of the 
Union Hardware 
Roller Skate catalog. 
This booklet illus- 
trates and describes 
in detail each model 
in the Union Hard- 
ware line. Your copy 
will be gladly sent on 
request. Ask for 
catalog 18. 











Model No. 5 
Double Ball Bearing 
Roller Skate 






HARDWARE COMPANY 
aw OWE Ge WY 
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NEW YORK OFFICE 


IS|' CHAMBERS STREET 
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ITH a recurring 


seasonable demand among home- 
owners for refinishing floors; with 
refinements in the operation of 
floor sanders, and a diversity of 
models to meet all requirements, 


hardware dealers who offer a 
rental sander service can make 
hundreds of dollars in_ rental 


profits and hundreds more in com- 
panion sales. 

Statistics collected by The 
American Floor Surfacing Ma- 
chine Co., Toledo, Ohio, show that 
rental fees will vary from $3.00 to 
$6.00 as an average daily fee and 
rentals will average 12 days per 
month. Sales of wax, varnish, 
shellac, stain and filler increase 
with the use of rental sanders and 
it is estimated that an average an- 
nual increase for these items per 
sander may be considered at $350. 
Floor sanding paper is also a very 
profitable item and each customer 
will use from 12 to 20 sheets of 
paper. 

Since hand scraping edges is a 
dificult and unpleasant job, par- 
ticularly for the homeowner who 
is doing his own work, the smaller 
edging machines offer additional 
rental profit opportunities. These 
machines will rent each time the 
larger machine is used and will 
bring in from $2.00 to $3.00 in 
fees. 

Another factor that has widened 
the profit horizon of rental floor 
sanders is that modern machines 
are so built as to require a mini- 
mum of upkeep costs. In the early 
days sander rentals produced 
many headaches. The models were 
not constructed to take the punish- 
ment and abuse they received 
from inexperienced hands and 
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MAIN STREET HARDWARE CO. 
1000 MAIN ST., MAINBRAE, N. Y. Phone: 
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when slightly worn required ex- 
pensive parts and repairs. Little 
heed was paid the manufacturers’ 
instructions about care and lubri- 
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In rentals to homeowners, painters, 


decorators and contractors and in 


extra sales of sanding paper, wax, 


stain, varnish, shellac and filler 


and often absorbed more than the 
rental income. 

For hardware dealers to benefit 
most from this business, rental 
floor sanders should be an organ- 
ized and merchandised depart- 
ment, functioning either as a 
separate unit or as an adjunct to 
the paint department. Rental ser- 
vice plans are offered by manufac- 
turers’ in the field and from one 
of these, developed by Skilsaw, 
Inc., Chicago, IIl., we present some 
worth while suggestions’ which 
may be adapted to the individual 
dealer’s circumstances. 


Display Essential 


In merchandising sanders, dis- 
play should receive great emphasis 
and among these methods advo- 
cated by Skilsaw are sander dis- 
play spots, plaques, counter-top 
display spots and sideboards for 
trucks as well as window displays 
of related items and newspaper 
advertisements. 

Where the store floor is of wood, 
the most effective display spot will 
be an area in a part of the store 
with little traffic such as against a 
counter, at either side of the main 
entrance, or along the wall where 
varnish and floor finishing mate- 
rials are displays. These spots 
may be diamond shaped, oblong, 
square or circular and should 
have colored, painted borders to 
attract attention. They must be 
sanded and finished so that they 
look like new and then lettered 
with an appropriate advertising 
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message pushing your sander and 
floor finishing materials. Of 
course, these spots must be kept 
clean and in good condition. This 
spot display idea is also adaptable 
to wooden counter tops. 

When floors are of cement or it 
is not feasible to have a display 
spot, a plaque of old oak flooring 
which has been previously fin- 
ished with a number of coats of 
old varnish can be used. This 
flooring may usually be obtained 
from a used-lumber yard. The 
plaque should be framed and part 
of it finished and lettered with 
pertinent sales message such as a 
“before and after” story. These 
plaques can then be used on the 
store floor in combination with a 
sander, in a window display or on 
a counter or wall. 

Side boards can be made up for 
use on trucks and since these are 
removable, it is a simple matter 
to change them for others adver- 
tising different merchandise. Sand- 
er rentals should also be mentioned 
on any painted signs used on the 
inside or outside of stores. 


Window Displays 

If a window display is used, 
along with the sanding machine 
there should be shown such com- 
panion-sale items as sandpaper, 
varnish, wax, floor enamel, steel 
wool, crack filler, paint for base- 
boards, wax applicators, work 
gloves, hammers, nails, screws, 
nail sets, nail pullers, etc. Here 
again a plaque may be used and 
it can be made up of combined 












flooring of old oak, maple, and 
pine. By constructing a large 
plaque, it can be divided into sec- 
tions, each showing the result ob- 
tained with different floor finish- 
ing materials. 

A well-run rental floor sander 
department also demands an easy, 
yet accurate system that gives the 
true picture of rentals and allied 
profits. The department should 
be made the responsibility of one 
member of the store staff who will 
check the machine when it goes 
out and see that it is in proper 
working condition and ready to 
use; check it up upon its return 
and, if damaged, make the proper 
charge to the customer. 


Know the Answers 


He must know the answers to 
various floor finishing problems; 
be able to recommend proper ma- 
terials such as brushes, abrasive 
papers, etc., which will give the 
customer the desired results. If 
the customer is inexperienced, the 
department manager must be able 
to instruct him intelligently. 

Bookkeeping, too, is important 


‘and an inexpensive and easy-to- 


keep record is a rental form that 
would provide an original for the 
department, a duplicate for the 
office and a triplicate copy for the 
customer. This should provide a 
complete picture of the entire ren- 
tal transaction, tell the customer 
what his liaability is in connection 
with the return of the machine in 
good condition, and give him a 
record of the rate of charge by 
hour or day, in order to eliminate 
arguments about damage or over- 
time charges. 

The back of this form should 
contain a few simple operating in- 
structions and would ideally serve 
for an advertising message on 
painting and finishing materials. 
Satisfying the customer is, of 
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course, the most important point 
in a merchandising program for 
floor sander rentals. Recognizing 
this, a large number of hardware 
wholesalers are now handling care- 
fully selected lines with features 
essential to the successful and 
profitable development of | this 
business by the dealer. When 
hardware dealers consider the pur- 
case of rental machines, there are 
several general points to consider. 

It is obvious that a rental sand- 
er must have plently of power or 
otherwise it cannot cut fast enough 
to satisfy rental customers, espe- 
cially professional men such as 
painters, decorators, building 


Landon P. Smith, Inc., 
Irvington, N. J. 

The “Red Devil” line offers a com- 
plete floor conditioning service in 
its No. 444 “Leader” floor sander 
and its No. 440 vacuum sander. The 
No. 444 is said to remove six coats 
of paint without aid of chemicals 
and to sand within 5¢-in. of straight 
baseboard or flush %%-in. round. 
Operates forward or backward on 
finger-tip control. Maker _ states 
there are no vibrations, stop or chat- 
ter marks and does not raise dust. 
Has noiseless rubber disk wheels. 





maintenance men and general con- 
tractors. One horsepower motors 
are the largest that can be satis- 
factorily used from baseboard 
sockets and so the trend for sev- 
eral years has been from the 
lighter motors to one hp. stand- 
ard. Repulsion induction motors, 
the same type which is used ex- 
clusively in practically all large 
professional floor sanders, seem 
to give the best service and are 
used by most manufacturers. 


The Keynote 


Simplicity in the design and 
construction of the sander is the 





keynote to long life and means the 
elimination of costly and annoy- 
ing service. Machines requiring 
minimum care and equipped with 
sealed ball bearings that never re- 
quire attention will prove most 
satisfactory. A sturdy steel frame 
will reduce the possibility of 
cracking or breakage. An arrange- 
for the quick and easy removal of 
the sandpaper drum is important 
in order to facilitate repairs to 
the pad should the user have an 
accident such as hitting a nail. 
Also, an easily removable cover 
the vacuum fan will eliminate 
much annoyance. 

Ease of operation is another 





Current Models of Foor 


Sanding drum is 8 in. wide overall 
and is covered with 14-in. sponge- 
rubber pad. Cutting speed 1450 
r.p.m. “Feather Touch” adjustment 
for inlaid floors; deep cutting pres- 
sure on old floors. One hp. “Red 
Devil” motor, constant speed guar- 
anteed to carry 1144 hp. load, wound 
for 110 and 220 ac. Plugs in any 
light socket. Machine weighs 120 
Ibs. 

The No. 440 vacuum sander is 
designed for use in small corners, 
closets, sills, stair treads, etc. Said 
to give a clean and dustless job. Has 
electric headlights. 





The Landon P. Smith, Inc., No. 440 vacuum sander is seen 
at the left while the No. 444 “Leader” is at the right. 





Lincoln-Schlueter 
Floor-Machinery 
Co., Inc., 
Chicago, Il. 


Offers the new streamlined “Speed- 
O-Lite,” the “High Speed 9 in.” and 
the portable dustable disk sander. 
In the “Speed-O-Lite,” the compact 
enclosed motor and working parts 
are housed within a_ rust-proof, 
streamlined hood to protect the mo- 
tor and other mobile parts. Both 
the hood and forward housing cov- 
ering the sanding drum may be 
raised. Both the “Speed-O-Lite” 
and the “High Speed 9 in.” illus- 
trated, are said to incorporate the 
same type units which represent the 
basis for heavy-duty Lincoln sand- 
ing machine construction in use by 
contractors and professional floor 
sanders. These consist of an alumi- 
num frame rigidly fastened to a steel 
chassis; a statically and dynamically 
balanced sanding drum covered with 
a resilient rubber cushion pad; 
vacuum fan; dust-tight bag; _bail- 
bearing guide wheels, and a ball- 
bearing, constant speed, specially 
wound electric motor. The speed of 
the new streamlined “Speed-O-Lite” 
has been stepped up to 1600 r.p.m., 
a heavy cord-fabric V-belt doing 
the driving without chains or gears. 
Tubular steel handle with aluminum 
cross-handle is adjustable in height 
and removable. 

Electrical equipment consists of 
an enclosed safety tumbler switch 
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important consideration. Durect, 
positive control by the operator 
with little physical effort is a 
strong selling point that will lead 
to extra rentals because of the 
increased customer satisfaction. 
And, easy tilt action at the han- 
dles will enhance rentals. One 
manufacturer recently introduced 
a tilt-type sander to eliminate ruts 
and to make it easier to handle for 
the novice. 

Of course, the sander should be 
smooth and vibrationless so as to 
produce a beautiful finish, free 
from waves and vibration marks. 
This will necessitate sufficient 
weight so that it will hold the floor. 








for accommodating 110 or 220 volts 
ac. and is furnished for dc. upon 
request. Operates from ordinary 
lighting circuits. Equipment includes 
50-ft. rubber covered extension cable 
with connectors; dust bag; assorted 
ready-cut abrasive paper; steel 
paper cutting pattern; wrenches. 

The “High-Speed 9 in.” is de- 
signed for use by carpenters, con- 
tractors and those requiring a 
heavier duty machine. It is equipped 
with a 1 hp. ball-bearing constant 
speed motor, specially wound to 
operate on ordinary lighting circuits, 
operating on 60 cycles, 110 volts, 
ac. Interchangeable motor may be 
supplied upon request. Operating 
weight is 125 lbs. 


Left to right: “High- 
Speed”, portable disc 
sander and the “Speed- 
O-Lite” by the Lincoln- 
Schlueter Floor Ma- 
chinery Co., Inc. 


JANUARY 23, 1941 


The machine should also have a 
high sandpaper speed and it 
should be designed to eliminate, 
as much as possible, the vibration 
caused by the constant bumping of 
the sandpaper clamping devices. 


Edging Machines 


Among recent developments in 
floor sanding operations is the 
small edging machine which takes 
the sanding operation right up to 
all edges, into alcoves and land- 
ings and which may be used on 
stairs and in other small places. 
There is also a combination floor 
worker available on which a sand- 


The portable disk sander or edger, 
is intended to be rented out with the 
above mentioned machines and is for 
use on floor edges, stair treads, sills, 
panelling, trim, desk and table tops, 
and so forth. Has horizontal con- 
struction and a guarded flexible 
sanding disk to insure an even ap- 
plication of sandpaper upon the sur- 
face, to protect the quarter-round 
and to keep excessive strain off the 
motor. It weighs 16 lbs. and is 
equipped with a floor light. 


Clarke Sanding 
Machine Co., 
Muskegon, Mich. 


Offers a “Dreadnaught Quality” 
8-in. sander weighing 80 lbs. com- 





ing drum, steel wooling drum, 
polishing brush or fabric polisher 
may be used. This machine is 
said not only to sand off the old 
finish and smooth the floor down 
to an even surface, but also to 
allow the use of modern floor 
seals now on the market. Since 
these seals must be steel-wooled 
after application, this combination 
outfit simplifies and facilitates that 
operation. And, since a sealed 
floor is often waxed with the 
polishing drum or fabric drum, 
a machine that combines several 
operations may command a longer 
rental period and thus increase the 
rental income. 


Sanders by Leading Manufacturers 


plete. Eight-in. drum revolves at 
1,600 r.pm., said to provide smooth 
vibrationless operation. Of all metal 
construction the drum is covered and 
resilient sponge rubber pad securely 
cemented to the drum. Sandpaper 
fastening is accomplished by means 
of an eccentric, concentric roller ar- 
rangement. Single “T” wrench locks 
drum in position for changing and 
operates eccentric roller. Vacuum 
system consists of a large blade fan 
and deep-throated intake to insure 
dust pick up on either forward or 
backward strokes. Dust bag is 
emptied by means of a sliding clamp. 
No lever adjustments are necessary 
for this machine. It is controlled by 
pressure up or down on the handle. 
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The Clarke Sanding Machine Co.’s 
“Dreadnaught Quality sander. 


Balance and evenly distributed 
weight is said to reduce possibility 
of gouging or marring floor. Ma- 
chine automatically tilts back off 
drum when not in use. Motor is 
special h.p. continuous duty, alter- 
nating current, 60-cycle single phase. 
Runs at 1750 r.p.m. Operates on 
110-volt current, 60-cycle single 
phase current direct from regular 
wall outlet. Machine is equipped 
with carrying handle located at the 
front. The company also offers 
other models, an edger and the 
“Little Giant” multi-purpose belt 
sander. Machines are priced at from 
$110 to $265 with the Quality 8 in. 
at $165 and the edger at $149.50. 


Porter-Cable 
Machine Co., 
Syracuse, N. Y. 


Offers its “Speedmatic,” “Tri- 
Craft” lines and a portable disk 
edger. In the “Speedmatic Speed- 
liner” the drum arms, mounted on 
resilient neoprene, a synthetic, non- 
deteriorating rubber, are said to fol- 
low the curve of any floor automati- 
cally. Drum bearings also mounted 
in rubber so that uneven floors will 
not put an unbalanced strain on the 
bearings and this is said to insure a 
smoother finish. Dust collecting 
system has an extra large intake at 
the dust pan and oversized outlet 
to dust tube to insure faster and 
cleaner dust pick up on both for- 
ward and backward strokes. Dust 
tube is swivel-necked so that bag may 
be swung to any desired position. 
Motor is 1% hp. driving the drum 
at 1550 r.p.m., 110-220 volt, 60 cycle, 
single phase, also dc. Net weight 
of machine is 168 lbs. 

The “Tri-Craft” floorworker is a 
three-way machine that is quickly 
and easily changeable from a sander 
to a steel wooler or to a polisher. 
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For sanding, the machine uses a 
balanced, rubber covered sanding 
drum and paper changes can be 
quickly made. For steel wooling, 
the steel wool, tightly wound on 
cardboard cylinders, is ready for im- 
mediate use by slipping it onto the 
drive mandrel. Maker states the 
steel wool wears down almost to the 
cardboard. Dust pan is hinged and 
rides on a caster, allowing the pan 
to ride up as the steel wool wears 
down in order to insure close vacuum 
take for dust and dirt. A bristle 
brush is supplied when the machine 
is to be used for polishing and 
cleaning. Where floor seal is used, 
dry cleaning is accomplished with 
the brush. For rejuvenating sealed 
floors or touching up worn spots, a 
light application of floor renovator 
fluid is used and the floor or spots 
steel wooled. This removes a very 
thin layer of the surface. Touched 
up spots are said to blend right in 
with the other areas. This machine 
with sanding equipment only costs 
$169; with steel wooling equipment 
only $163; with polishing equipment 
only $171; in combination for sand- 
ing and steel wooling $182; for 
sanding and polishing $190; for 
steel wooling and polishing $184, 
and complete for all three operations 
$203.00. 

The portable disk edger is said not 
to scar or scratch and to provide a 
sanded area that blends and matches 
the rest of the job, sanding flush 
with stair risers, washboards, quar- 
ter rounds or other upright obstruc- 
tions. Weighing only 20 lbs. it is 
guided on its swivel casters by two 
high handles. Equipped with a 
34-hp. motor it can be plugged into 
a lamp socket or base outlet or run 


on 110-volt alternating, any cycle, 
or direct current. It draws dust 
into intake surrounding the disk, up 
through a dust channel inside and 
frame and blows it into a zipper- 
equipped dust bag. A shielded and 
protected electric light is installed in 
the front of the frame over the disk 
guard. Disk changing is quickly ac- 
complished with wrench supplied 
with sander. Abrasive disks of any 
commercial coarseness or fineness 
can be furnished ready made or cut 
from flat sheets or rolls with the 
disk cutting outfit supplied with each 
machine. 


Skilsaw, Inc., 
Chicago, Il. 


The “Rotoglide” has a sanding 
drum design which does away with 
the slot across the drum. This is 
said to eliminate the heavy bump at 
each drum revolution that increases 
vibration and wears out the paper 
too soon. A portion of the sand- 
ing surface always touches the floor, 
a feature which is claimed to pro- 
vide better balanced sanding action: 
to eliminate “chatter marks,” and to 
produce a smoother sanded finish. 
Drum covering is a sponge rubber 
pad of controlled resilience in order 
to widen the sanding surface as 
paper comes in contact with the 
floor. Right edge of sander frame 
is designed flush so that when work- 
ing with the grain, the floor can be 
sanded up to 4-in. of the baseboard. 
Manufacturer claims paper can be 
changed in 45 seconds. Handle is 
quickly adjustable to operator. Angle 
and position of handle post provide 


Left to right: The “Tri-Craft” floorworker, portable disc edger 
and the “Speedmatic Speedliner” made by Porter-Cable Machine Co. 
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No. 444 RED [ 
SANDER w 





For sales or rentals, your COMPLETE quality FLOOR CONDI- 
TIONING EQUIPMENT NOW CAN BE BOUGHT FROM A SINGLE 
RELIABLE SOURCE. New, modern, rugged — extremely simple to 
operate FLOOR SANDER AND VACUUM SANDER, also SAND- 
PAPER, HAND TOOLS such as Red Devil WOOD SCRAPERS 
with replaceable blade from 10¢ to $5.00 retail; JAK-NIFE Razor 
Blade Scraper No. 13, 10/. Sandpaper holder No. 9-A, 30/, Steel 
wool Holder No. 17, 25/. Red Devil fully protects legitimate job- 
bers and dealers. Write us or see your jobber. 


COMPLETE DEALER HELPS! So With every No.440 or 444 we are 
presenting dealers with a New 
Red Devil No. 18 polished alumi 


num hand scraper. Its the sweet 


you may organize a ‘Floor Con 
ditioning Department’ we supply 
28 high colored sign Consumer ott, weeidk a: aenceat ews 
Folders, etc. Write for complete mode. Uses a 2% Red Devil 
details replaceable double edge blades 
VALUE 
$5.00 


LANDON P. SMITH, INC. RETAIL 


SEND FOR FREE IRVINGTON, N. J. 
68 PAGE CATALOG 


JANUARY 23, 1941 











Skilsaw Co.’s “Rotoglide” 


leverage for raising drum when 
{vathering off or rolling sander away. 
slight pressure lifts drum while 
both hands remain on handle. Net 
weight of machine, 125 lbs. and it 
is 1914 in. high, 1154 in. wide and 
17 in. long. Motor is 1 hp. ball 
hearing, 1750 r.p.m. repulsion-induc- 
tion type 110/120 volt, 1 phase, 60 
cycle ac. Operates from any 110 or 
220 volt, 60 cycle line by changing 
position of thermal overload protec- 
tive cartridge in fuse box. $225. 


The Electric 
Syrayit Co., 
Sheboygan, Wis. 


The “Sandit” sands, polishes and 
scrubs. It weighs 50 Ibs. and will 
sand flush with a %4-in. round and 
can also be tipped to get into cor- 
ners, or, if desired can be layed 
back with the handle resting on the 





The “Sandit”—product of 
The Electric Sprayit Co. 





floor and used as a belt sander in a 
hobby shop. Sanding roller is 8 in. 
long and operates at 1750 r.p.m., 
revolving on permanently sealed 
bearings that are lubricated for life. 
Has V-belt drive. Unit is mounted 
on 2%%-in. diameter rubber tired 
wheels. Ready-formed sandpaper 
sleeves are furnished and can be 
quickly and easily slipped on the 
roller. A Tampico fiber brush for 
polishing or scrubbing is also fur- 
nished. The “Sandit” complete with 
six sandpaper sleeves, two each fine, 
medium and coarse, and polishing 
or scrubbing brush without motor 
sells for $24.95; with 14 hp., 110 
volt, 60 cycle motor, $34.95. This 
unit is intended for resale rather 
than rental. Other, larger units, 
for resale, sell from $125.00 up. 


Atlas Floor Surfacing 
Machinery Corp., 
New York City 

Manufactures the “Sandmaster 


8,” priced at $320. It has auto- 
matic controls to eliminate the need 





The Atlas Floor Surfacing 
Machinery Corp.’s “Sandmaster”. 


of hand lever manipulation for con- 
trolling the various amounts of drum 
pressure, so that operator need only 
steer the machine. Maker states no 
effort is required to keep the ma- 
chine in straight line cutting since 
the self-acting, anti-skid controls 
provide three-point wheel traction to 
the floor. Has over-all dust pick-up 
system to provide maximum removal 
of dust. Sandpaper is securely held 
around the single-piece, cast alumi- 
num alloy drum without wedges 
since sandpaper clamps are con- 
structed to close up the gap auto- 
matically as they revolve toward 
each other. Sanding pressure can 
be set by the pressure adjuster screw. 
Hand control lever may be used for 


drum pressure control but it is prin- 
cipally used for lifting drum off the 
floor at end of run or for changing 
direction of the machine in the 
course of work. Motor has one end 
flush with machine frames to allow 
sanding within 34-in. of baseboard. 
Heavy-duty 144 hp. repulsion-induc- 
tion ac. motor is built to take a 250 
per cent overload. Change from 110 
volts to 220 volts is automatically ef- 
fected on an (automatic) change- 
over voltage switch. Motors are run 
on ball-bearings, vacuum-packed in 
grease for the life of the bearing. 


Campbell Machine Co.., 
Wollaston, Mass. 


In the Campbell line, three drum 
sizes, 6, 7, and 8-in., are offered 
with the 7-in. recommended as most 
practical for the rental field. The 
machines sell for $250, $270, and 
$350 respectively and all have side 
roll edger to enable work right up 
to the baseboard or quarter-round 
on either side of the machine. Sepa- 
rate motor driven vacuum cleaner 
unit. Drum is split type using all 
sandpapers without filter strips. 
Frame is heavy, reinforced cast alu- 
minum; steel handle with double 
rubber grips. Double ball-bearing. 
rubber-tired roller wheels packed 
with grease to last indefinitely. Sixty 
ampere, four-pole tumbler switch 
mounted in center of handle. Baldor 
motors, 110-220-volt, 60-cycle AC, 
1750 r.p.m., ball bearing, repulsion- 
induction, air-cooled. Weights are: 
6 in with 14 hp., 100 lbs.; 7 in. with 
2/3 hp., 110 lbs.; 8 in. with 1 hp., 
150 Ibs., and 8 in. cast iron with 
1 hp., 170 Ibs. 





One of the Campbell Machine 
Co.’s floor sanding machines. 
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NET MORE PROFIT 
ON SANDER RENTALS 


with this HIGH PRODUCTION, 
TROUBLE-PROOF, LOW COST 


SANDER 


The new Dreadnaught Quality 8 is exactly the ma- 
chine that rental dealers have always hoped and 
prayed for; a full 8 machine so huskily built and 
fool-proof that it eliminates those costly lay- 
ups and service charges that whittle down 
sander rental profits. It has a '/2-H.P. na- 
tionally known motor that requires no lubri- 
cation or brush changes, silent V-belt power 
transmission, extremely easy to change 
sand paper arrangement, and is per- 
fectly balanced to assure easy handling 
and maximum cut. Finished in highly 
polished aluminum and chromium with 
contrasting black 





















fittings, backed by 

broadest guaran- | DREADNAUGHT 

tee in the industry. SPEED EDGER 

And best of all the Ideal running. mate 
for the Dread- 


cost is unprece- 
dentedly low. 
By all means 
get the com- 
plete facts 
concerning 
this finest of all 
rental sanders. 


Do it NOW. 


CLARKE SANDING MACHINE CO. 


DEPT.HA-140,MUSKEGON, MICH. 


naught Quality 8 
Sander. Investi- 



















"| TAKE IN A LOT OF MONEY 
BUT I'M VERRA TIGHT ON OUT-GO" 





* EARNS MONEY While you 
take care of regular trade 


There's a reason why more 
Hilger Sanders are sold for 
rental serv'ce than any other. 
“Handy Sandy" is built to 
stand the gaff of years in rent- 
al service, extremely "scotch" 
in upkeep. Almost as easy to 
operate as a household vacuum 
cleaner. Quick change attach- 
ments convert sander to steel 
wool buffer or wax polisher. 
Thousands in use paid for by 
rentals and earning weekly 
net profits. Brings customers 
to your store who buy mate- 
rials they might otherwise buy 
elsewhere. Hilger advertising helps give 
you a running start. Liberal trade-in 
allowance. Monthly payments. Write for 
circular P-590. 


7he HILGER COMPANY 


703-33rd Avenue — St. Cloud, Minn. 


On ly 
$425.00 


F.O. B. FACTORY 
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%Lincoln Speed-O-Lite was the first, and still is the 
FIRST successful rental sander on the market. More 
than 2700 Lincoln Speed-O-Lites have been sold and 
rented out for TREMENDOUS PROFITS by dealers 
everywhere for more than 8 years! And mark this! 
Records show only $1.79 average upkeep expense per 
year with Lincoln machines! 


Streamlined Lincoln SPEED -0- LITE 
It's no longer a question WHICH rental sander 
you're going to buy . . . but WHEN. And, there's 
no time like the present to get a ; 
FREE DEMONSTRATION of this 
streamlined Lincoln Speed-O-Lite. 
Watch how it puts down a beau 
tiful satin-smooth ballroom finish, 
free of waves or chatter-marks. 


Remember — every user means up to 
$5 per day in rentals alone plus BIG 
SALES and PLENTY OF PROFITS on 
sandpaper and finishing supplies. Clip 


this ad to your letterhead today. Our of Serubbing 


man in your territory will show results 
that PROVE Lincoln Speed-O-Lite is gg 
THE rental sander you need. Write Line 


LINCOLN-SCHLUETER 


OoOoOR Sat HeHetta £6 £4 Oy. es 
SOUTH PEORIA STREET * CHICAGO, ILLINOIS 


F I 


514 












Baaint Equip t. 


World’s Manufacturer of The Most Complete Line of Floor 








Holt Whirlwind Floor Sander 


Standard Control Streamliner Whirlwind 8—the most popular model 
in its price range—continually out-performing more expensive and 
larger machines. Dustless, silent, portable and chatterless. All 
highly polished aluminum and chrome. 


FEATURES— 


Operates from any base 
plug; easily carried by 
one person; cuts 200 to 
300 sq. ft. per hour right 
up to base mouldings; 
dustbag easily emptied; 
self-adjusting and align- 


ing; uses less  sand- 
paper; power cost only 4 
cents per hour; sure 


grip paper clamps; built 
to meet government spec- 
ifications; total weight 
130 lbs. All parts guar- 
anteed against defects 
for entire life of ma- 
chine. 


3 PROFITABLE MODELS $195.00 to $250.00 


Whirlwind Junior 8, $195.00. Streamliner Whirlwind 8, $225.00. 
Streamliner DeLuxe 8, $250.00. These modern Floor Sanders are 
money-makers for dealers whether sold outright or put out on 
rental. We are Pioneers in Rental Floor Sanders and are the only 
manufacturers of Floor Machines only. Also manufacturers of a 
complete line of Floor Sanding, Maintenance and Edging Machines. 


SALES COMPANY 
228 Jelliff Ave., 


now 


Comte 


Newark, N. J. 
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Holt Sales Co., 
Newark, N. J. 


This “Streamliner Delux 8” is 
dustless and silent machine, maker 
states, and is priced at $250. It is 
said to be self-adjusting and align- 
ing; grease-sealed for life; to use 
less sandpaper; power cost to be 
four cents per hour. Has sure-grip 
paper clamps. Operates from any 
base plug. Claimed to cut from 200 
to 300 sq. ft. per hour and to cut 
righ up to base moldings and to 
leave no chatter marks. Drum is 8 
in. wide, rubber covered and dynami- 
cally balanced. Motor is 144 hp. 


The Hilger Co., 
St. Cloud, Minn. 


This company recommends for 
rental purposes its “Handy Sandy,” 
at the left in the illustration and 
the “Chief,” on the right in the il- 
lustration. The “Handy Sandy,” 





62 


The Holt Sales 
Co. “Streamliner 
Delux”. 


weighing 70 lbs., is said to require 
little skill or effort to operate. It 
has no levers, gears or chains. The 
“Chief,” also without levers, gears, 
or chains, and weighing 95 lbs., is 
built to combine production speed 
with ease of handling. Both ma- 
chines can be easily put into an 
ordinary automobile and both fea- 
ture the new Hilco sandpaper drum. 
This exclusive feature simplifies the 
attaching of sandpaper, eliminating 
fancy cuts or trimming of sand- 
papers, wedges, notches, tabs or ex- 
act angles. The jaws are said to 
hold the sandpaper like a vise over 
the full width of the drum with only 
one turn of a crank to set the ten- 
sion needed. Drum is always in 
balance. The “Handy Sandy” is 
$125 f.o.b factory, the “Chief” 
$199.50 f.o.b. factory. Attachments 
for both machines are extra and pro- 
vide for wax polishing, steel wool 
buffing, and scrubbing.’ 


Left to right: 

The ‘‘Handy 

Sandy” and the 

“Chief”, products 

of The Hilger 
Co. 





Reid-Way Corp., 
Cedar Rapids, Iowa 


Has announced an “8” floor 
sander with an automatic sandpaper 
tightener designed to _ eliminate 
sandpaper breakage. The tightener 
applies tension to the sandpaper au- 
tomatically and after the paper is 
attached to the drum, the centrifugal 
force of the machine’s operation re- 
leases the tension spring. In this 
sander, the motor itself forms the 
sanding drum and is the only part in 
action. There are no chains, gears, 
belts or pulleys. Sander works 
directly to the quarter-round on both 
sides of the machine. Drum makes 
1725 r.p.m. 

The company is also featuring a 
new oscillator which may be used 


Above, the Reid-Way Corp “Os- 
cillator-below” the “8” sander. 


for the last cut and which it states 
provides a piano-like finish to the 
floor. This machine is an oscillating 
or rubbing-type machine with 1800 
r.p.m. Sandpaper block comes to a 
dead stop and reverses its action 
2600 times every minute. To elimi- 
nate hand scraping and sandpaper- 
ing the borders, the spinner can be 
followed up with No. 4% sandpaper 
on the oscillator over the entire floor 
and then repeated with steel wool on 
the oscillator. Reid-Way products 
range in price from $99.50 to $250. 
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PARKCHESTER, BRONX BOROUGH, N. Y. C.* 
{ city in itself with 12,000 apartments, housing 410,000 people 


1,006,000 square FEET! 


BEHR-MANNING FLOOR SANDING ABRASIVES . . . 


... are being used exclusively on this huge project—a 
fine tribute to an excellent sandpaper. You can insure com- 


~o-/\<- plete satisfaction with your Rental Sanders by equipping 
them with the same reliable, trouble-free Coated Abra- 
sives. Specify ‘‘Behr-Manning”’ 
on write Ae 
BEHR-MANNING, TROY, N.Y. 


(DIVISION OF NORTON COMPANY) 


QUALITY COATED ABRASIVES SINCE 1872 


*Courtesy Metropolitan Life Ins. Co. and Fairchild Aerial Surveys 
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Free Display furnished you 
for dispensing a New Type 


of All Flexible Blade .... 


Capewell’s new Flexloy is the 
outstanding hack saw blade for 
everyday use (and abuse). Made 
from a tough molybdenum alloy 
and heat Rented by a special 
Capewell process, Flexloy is a 
flexible blade, yet it is hardened 
throughout. Here is a hack saw 
blade on which you can build 
steady, repeat business... . And 
experience shows it sells twice as 
fast from the display. Write for 
details, give jobber's name. 


THE CAPEWELL MFG. CO. 
Hartford, Conn. 


CAPEWELL 


Glentloy Blades 





Below: The American Floor 
Surfacing Machine Co.’s 
“Little American”. 


American Floor 
Surfacing Machine Co., 
Toledo, Ohio 


Offers a full line of floor sanders 
and floor edgers and recommends the 
“Little American” and “American 
Champion” drum-type sanders and 
the “American Spinner” for edges. 
Both the “Little American” and 
“American Champion” have capaci- 
tor-type motors which carry a free 
replacement guarantee for one year, 
eliminating brushes and windings in 
the armature. “Little American” has 
a 9-in., eight-bladed dust fan 
mounted directly on  motorshaft. 
Power to drum on both machines is 
by “V” belt and pulley from motor 
to drum; idler pulley to keep belt at 
proper tension. Driving mechanism 
is completely enclosed with remov- 
able belt guard. Sanding paper is 
gripped completely across full width 
of the 8-in. drum by patented paper 
clamps which are tightened or re- 
leased with end wrenches furnished 
with each machine. Grips are set in 
drum at an angle which is said to 
eliminate bumping or vibration. and 





4 ed 


Left: The G. H. Tennant Co. Floor 
Machine Model-D. Above: The 
Tennant Edging Machine. 








Center: The “Amer- 
ican Champion”. 
Above: The “Amer- 
ican Spinner”. 


thus, “chatter marks.” Drum is con- 
trolled as to degree of cutting by 
lever on handle. Machine is said to 
maintain a three-point balance, in- 
suring steadiness in operation. 

“American Spinner” Model C has 
free-wheeling disc guard to enable 
operator to sand edges without re- 
moving quarter rounds or _base- 
boards. Disc is set at an angle so 
as to cut cleanly. Has large dust 
pick-up and air-cooled motor. May 
be used on stair treads, closets, and 
other hard-to-get-at places. Sepa- 
rate built-in switch controls built-in 
headlight. 

Disc speed of “American Spinner” 
is 2200 r.p.m., net weight, 18 lbs. 
“American” floor sanders (drum 
type) range in price from $95.00 up 
f.o.b.. Toledo; “American Spinner” 
edgers also from $95.00 up. 


G. H. Tennant Co., 
Minneapolis, Minn. 


For its Model D floor sanding ma- 
chine claims the following features: 
operates flush with wall; correct 
speed and direction of rotation for 
buffing, dry burnishing, polishing. 
scrubbing; serves for either wet or 

(Continued on page 77) 
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No. 600-S — Single 
Low Wheel Garden 
Cultivator. 





Complete Line. 


GEYER MANUFACTURING COMPANY 


SELL... 














Spead Botton Taper 
Fruit Single Single 


Closed Top 
Fruit Single 





All Metal Parts Zinc Plated 
To Prevent Rust 

















ALL 4, 


CORNERS 
OF EVERY 
EXTENSION 
AND SINGLE 
LADDER 
TIED WITH 
STEEL 
BRACES 





W. 
Victor 
Step 


SPRUCE LADDERS LADDE 
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ROCK FALLS, 


SELL 
STRENGTH 





























W. BABCOCK CoO. 
Bath, N. 

















Y. Mechanics’ Step 


Geyer QUALITY Will Increase Your SALES 


Geyer Farm and Garden Tools are winning new customers everywhere, because their improved features 
and perfect balance make them easy to work with. Their long established QUALITY has made them 
steady, profitable sellers to farmers and gardeners who appreciate their superior construction. Both 
Jobbers and Retailers will find the Geyer line decidedly worth handling— 


Ht Complete Line OF FARM AND GARDEN TOOLS 


that do full justice to their beautiful finish and attractive labels. 
Besides Rakes, Forks and Hoes, the big Geyer line includes Garden 
Cultivators and Seeders in patterns to cover every requirement, with 


7 Attachments for every kind of work. See our ad. on page No. 186 
we in the 1940 Directory Number of H. A. It shows several different ia 
cc¢ styles of Cultivators. Send for Catalogs and Trade-prices on the 


No. 850 — High 

W heel Cultivator 

with sturdy Oak 
Handles 


ILLINOIS 























a pee oy Western Eastern 


Extension Trestle 
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Spring Event, May 1-10, 194] 


OR the third con- 


secutive year the hardware in- 
dustry will bend its efforts to 
rouse the consumer to an in- 
creasing awareness of the in- 
dependent retail hardware 
store as the community store 
that offers hardware values 
and service. Unlike previous 
events, National Hardware 
Open House in 1941 will be 
observed as two separate 
events coming in the Spring, 
May 1-10 and in the Fall, Oc- 
tober 2-11, providing a great- 
er opportunity for merchandis- 
ing emphasis upon the part of 
all branches of the industry. 

At this time manufacturers 
and wholesalers are making 
plans for their participation in 
the Spring event in order that 
they may provide the indepen- 
dent retail hardware merchant 
with the means of focusing all 
eyes on his store. There will 
be special Open House mer- 
chandise, special displays and 
in some instances special 
prices to be offered during the 
Open House period. And as in 
the past, there will be the ofh- 
cial display kit prepared by 
the National Retail Hardware 
Association, which sponsors 
the event. The stage is being 
set and when the go ahead sig- 
nal is given, hardware dealers 
throughout the country will 
have to do their share to make 
the consumer more hardware 
store conscious. 
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The following manufacturers have advised 
HARDWARE AGE of their intention of par- 
ticipating by providing special merchandise, 
displays, or both in the 1941 Open House Pro- 
gram in either the spring or fall events, or both: 


Acme Steel Co., 2840 Archer 
Ave., Chicago, IIl. 


Aladdin Industries, 223 W. 
Jackson Blvd., Chicago, III. 


Allen Mfg. Co., W. D., 566 
West Lake St., Chicago, Til. 


Aluminum Goods Mfg. Co., 


Manitowoc, Wis. 


American Mfg. Co., Brooklyn, 
N. Y. 


American Thermometer Co.., 
2901-21 Clark Ave., St. 
Louis, Mo. 


American Thermos Bottle Co.. 


The, Norwich, Conn. 


Armstrong-Bray & Co., 304- 
310 N. Loomis St., Chicago, 
Ill. 


Atkins & Co., E. C., 402 S. 
Illinois St., Indianapolis, 
Ind. 

Ballonoff Metal Products Co., 
5800 Kinsman Road, Cleve- 
land, Ohio. 

Burgess Battery Co., Freeport, 
Til. 

Carborundum Co., The, Niag- 
ara Falis, N. Y. 

Carrollton Metal Products Co., 
The, Carrollton, Ohio. 





National Hardware 


Fall Event, Oct. 2-11, 1941 


Clemson Bros., Inc., Middle- 


town, N. Y. 


Cleveland Chain & Mfg. Co., 


The, Cleveland, Ohio. 


Coleman Lamp and Stove Co., 
The, Wichita, Kan. 


Collins Company, The, Col- 


linsville, Conn. 


Conco Engineering Works, 
Mendota, IIl. 


Dazey Churn & Mfg. Co., 
Inc., Warne and Carter 
Aves., St. Louis, Mo. 


Desmond-Stephan Mfg. Co., 
The, Urbana, Ohio. 


Du-All Mfg. Co., Geneva, 
Ohio. 


Eclipse Machine Co., The., 
Prophetstown, III. 


Edlund Co., Burlington, Vt. 


Flexible Steel Lacing Co., 
4607-4631 Lexington St., 
Chicago, Ill. 


Forsberg Mfg. Co., The, 
Bridgeport, Conn. 


Glass Coffee Brewer Corp., 
325 N. Wells St., Chicago, 
Ill. 


Griswold Mfg. Co., Erie, Pa. 


HARDWARE AGE 
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When You Stock Lawn Rakes 
Include The LARGER Sizes 


Sell the popular 18” size McGuire’s Bamboo Lawn Rake for 
general home use, but suggest the larger 24” size for heavy 
duty, raking leaves, rubbish, etc. Most home owners need 
both sizes 
and by sim- 
ply remind- 
ing them you 
can usually 
sell two rakes 
instead of 
one, 






STRENGTH 


Note Variety 
Of SIZES— 


These extremely light 
and durable lawn rakes 
come in 3 sizes: 18” for 
general use, 24” for 
heavy duty and don’t 
overlook the 30” size for pro- 
fessional gardeners on large 
estates, parks, grounds of 
public buildings, etc. Con- 
structed in America by skilled 
American workmen. 

Ask your Jobber. If he is not 
supplied, write to us. 


THE GEO. W. McGUIRE CO. 


WHITESTONE, LONG ISLAND, N. Y. 

















THIS MAN 
1S TIRED- 


‘OF PLAYING PUSHCART 
WITH A LAWN MOWER 


at 









@ Home owners 
with 60-ft. lots, or 
bigger; establish- 
ments with lawns 
up to three acres 
—they’re all fine 
prospects for 
Roberton Power 
Mowers. Electric 
or gasoline. Easy 
for even a boy to 
use. Low operat- 
ing cost. Light, 
sturdy, precision- 
engineered. * 
Here’s a profit 
line! Write for color pictures, full descriptions, prices. 


ROBERTON MANUFACTURING CO., DEPT. HA 
Michigan City, Indiana 


DeLuxe Electric 


Also Standard 
Electric and Gas- 
oline Models; 
Roberton-Du- 
more Electric 
Hedge Trimmer. 





Exclusive Makers of Power Mowers tor Home Lawns 
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HERE'S A GOOD ITEM 


for 
EXTRA 


PROFITS 


The Viking Automatic Fur- 
nace Pan Filler in its eye- 
catching counter display 
carton SELLS ON SIGHT. 
Every home owner wants 
this Viking Kit because it 
provides automatic water 
pan filling on any furnace 
—saves trips to the base- 
ment—promotes health, 
comfort and convenience. 





VIKING AUTOMATIC 
FURNACE PAN FILLER 


The Viking No. 11 Kit is packaged in an 
attractive 2-color carton for counter or 
window display. Contains all necessary 
parts for automatic furnace water pan 
filling, including Viking Top Seat Float 
Valve Assembly, Saddle Valve for water for yourself how easy it is 
line connection, copper tubing and fittings. to sell. Please mention 
Shipping weight 11/2 Ibs. name of your jobber. 


VIKING AIR CONDITIONING CORP. 


9505 RICHMOND AVE., S.E. CLEVELAND, OHIO 


It is low in cost and easy 
to install. You make $1.25 
on an “over the counter” 
sale—double or more that 
amount if you do the in- 
stalling. Send $2.50 for a 
sample kit today and prove 








MADE *1025°° 


in 9 Months 
with the 










re Las 


LAWN MOWER SHARPENER 


“A substantial increase in grind jobs each year, proves 
beyond any doubt that Foley Grinders do very satisfac- 
tory work. We have ground 723 mowers since February 
1 to date, November 9. Our total receipts on lawn 
mower service alone during that period has grossed 
us $1,025.00. The prevailing price of grinding and ad- 
justing service is $1.00 and $1.25—repairs and parts 
extra.’’"—W. A. Tulip, Phoenix, Ariz. 


Build Up a Profitable Repair Dept. 
FREE PLAN ig By AN 


Lawn Mower Sharpener turns out per- e 
fect work quickly and easily, no ex- SPECIAL OFFER: 
perience needed. _ Simply put the Attachment for grinding axes, 
mower in the machine and turn on the 

power. Uses same system as lawn hatchets, knives, etc., included 
mower factories. Sharpens all sizes FREE with Foley Lawn Mower 
and types in 15 or 20 minutes. Sharpener on our Special Offer, 
brings you business the year 
around. Send coupon today. 





FOLEY MFG. CO. 
110-1 Foley Bidg., Minneapolis, Minn. 


Send Free Plan for making money sharpening lawn mowers, and 
Special Offer on the Foley Lawn Mower Sharpener. 
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Gulf Oil Corp., Pittsburgh, 
Pa. 
Horton Mfg. Co., 


Conn. 

Irwin Auger Bit Co., The, Wib 
mington, Ohio. 

Johnson’s Arms & Cycle 
Works, Iver, Fitchburg, 
Mass. 

Katzinger Co., Edward, 1949 
N. Cicero Ave., Chicago, 
Il. 

Landers, Frary & Clark, New 
Britain, Conn. 


Bristol, 


Leyse Aluminum Co., Kewau- 
nee, Wis. 

Lindemann & Hoverson Co., 
A. J., Milwaukee, Wis. 
Lowe Brothers Co., The, Day- 

ton, Ohio. 

Luther Grinder & Tool Co., 
Fond du Lac, Wis. 

McAleer & Co., E. J., 1422- 
1430 N. 8th St., Philadel- 
phia, Pa. 

Manning, Bowman & Co., 
Meriden, Conn. 

Marlin Firearms Co., 
New Haven, Conn. 

Master Lock Co., Milwaukee, 
Wis. 

Mayes Brothers Tool Mfg. 
Co., Inc., Port Austin, 
Mich. 

Met-L-Top Tables, Inc., Mil- 
waukee, Wis. 

Millers Falls Co., Greenfield, 
Mass. ; 

Minnesota Mining & Mfg. 
Co., St. Paul, Minn. 

National Lock Co., Rockford, 
Ill. 

National Pressure Cooker Co., 
Eau Claire, Wis. 
Nicholson File Co., 

dence, R. I. 

Norge Division, Borg-Warner 
Corp., Detroit, Mich. 

North Bros. Mfg. Co., Lehigh 
Ave. and American St., 
Philadelphia, Pa. 

O-Cedar Corp., 4501 S. West- 
ern Ave., Chicago, IIl. 

Ontario Knife Co., Franklin- 
ville, N. Y. 


The, 


Provi- 
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Patent Cereals Co., The. Ge- 
neva, N. Y. 


Patent Novelty Co., Fulton, 
Ill. 


Peck, Stow & Wilcox Co., 
Southington, Conn. 


Premax Products, Division of 
Chisholm-Ryder Co., Inc., 
Niagara Falls, N. Y. 


Ray-O-Vac Co., Madison, Wis. 


Rogers Isinglass and Glue Co., 
Gloucester, Mass. 


Samson United Corp., Roches- 
ter, N. Y. 


Sand’s Level & Tool Co., De- 
troit, Mich. 


Schleuter Mfg. Co., St. Louis, 
Mo. 


Sherman Mfg. Co., H. B., 
Battle Creek, Mich. 


Smith, Inc., Landon P., Ir- 
vington, N. J. 





Smith Mfg. Co., F A., Roch- 
ester, N. Y. 

Smith & Son, Inc., Seymour, 
Oakville, Conn. 

Speedway Mfg. Co., Cicero, 
Ill. 


Stanley Tools, New Britain, 
Conn. 

Stanley Works, 
Britain, Conn. 

Triplewear Brake Linings 
Corp., Paterson, N. J. 

Turner Brass Works, 
Sycamore, IIl. 

Turner, Day & Woolworth 
Handle Co., 1215 S. 7th 
St., Louisville, Ky. 

Union Hardware Co., 
rington, Conn. 

Union Steel Products Co., Al- 
bion, Mich. 

Utility Hardware Corp., 315- 
323 Berry St., Brooklyn, 
N. Y. 


The, New 


The, 


Tor- 


The following wholesalers have advised 
HARDWARE AGE of their intention of par- 
ticipating in the 1941 Open House Program in 
either the spring or fall events, or both: 


Ace Hardware Corp., 1319 S. 
Michigan Ave., Chicago, IIl. 

Albany Hdwe. &: Iron Co., 
Albany, N. Y. 

Amarillo Hardware Co., Ama- 
rillo, Tex. 

American Hardware & Equip- 
ment Co., Charlotte, N. C. 

American Hardware Supply 
Co., 41-43 Terminal Way, 
South Side, Pittsburgh, Pa. 

Athens Hardware Co., The, 
Athens, Ga. 

Baird Hardware Co., Gaines- 
ville, Fla. 

Baker, Hamilton & Pacific 
Co., San Francisco, Cal. 
Barker - Jennings Hardware 

Corp., Lynchburg, Va. 
Barker, Rose & Kimball, Inc., 
Elmira, N. Y. 


Barrett Hardware Co., Joliet, 
Il. 

Basche-Sage Hardware Co., 
Baker, Ore. 

Bay Cities Wholesale Hdwe. 
Co., San Francisco, Cal. 
Beck & Gregg Hardware Co., 

Atlanta, Ga. 

Bigelow & Dowse Co., Boston, 
Mass. 

Bingham Co., The W., 1278- 
1298 W. 9th St., Cleveland, 
Ohio. 

Blish, Mize & Silliman Hard- 
ware Co., Atchinson, Kan. 
Boetticher & Kellogg Co., 

Evansville, Ind. 

Bostwick-Braun Co., The, To- 
ledo, Ohio. 

Bradley, Thomas H., Inc., 
Watertown, N. Y. 


HARDWARE AGE 











Bronson & Townsend Co., 
New Haven, Conn. 


Brown-Camp Hardware Co., 
Des Moines, Iowa. 


Brown-Rogers-Dixson Co., 


Winston-Salem, N. C. 


Buhl Sons Co., P. O. Box 
1378, Detroit, Mich. 


Burhans & Black, Inc., Syra- 
cuse, N. Y. 


Butler Brothers, Randolph and 
Canal, Chicago, Il. 


California Hardware Co., 500 
E. 1st St., Los Angeles, Cal. 


Canton Hdwe. Co., Canton, 
Ohio. 


Charleston Hardware Co., 
1124 Smith St., Charleston, 
W. Va. 


Cole & Sons, Wm. H., 40-44 
S. Charles St., Baltimore. 
Md. 


Corpus Christi Hardware Co., 
Corpus Christi, Texas. 


Cutler Hardware Co., Water- 


loo, Iowa. 


Dakota Hdwe. Co., 
N. D. 


Decatur & Hopkins Co., 93 
Berkeley St., Boston, Mass. 


Drake Hardware Co., Burling- 


ton, Iowa. 


Dunham, Carrigan & Hayden 
Co., P. O. Box 3157, San 


Francisco, Cal. 


Dutton-Lainson Co., Hastings, 


Neb. 


Farwell, Ozmun, Kirk & Co., 
St. Paul, Minn. 


Fones Brothers Hardware Co., 


Little Rock, Ark. 


Frankfurth Hdwe. Co., 521 
N. Plankinton Ave., Mil- 


waukee, Wis. 


Fargo, 


Franklin Hardware & Supply 
Co., - 420-422 Commerce 
St., Philadelphia, Pa. 


Galloway-James Co., The, 121 
W. Platt St., Baltimore, Md. 
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Denver 


Goldberg Brothers, 
Colo. 


Graves-Humphreys Hardware 
Co., Roanoke, Va. 

Greer & Laing, Wheeling, 
W. Va. 

Hall Hdwe. Co, Minneapolis, 
Minn. 

Harper & McIntire Co., Ot- 
tumwa and Cedar Rapids, 
Iowa. 

Haw Hardware Co., Ottumwa, 
Iowa. 

Henkle & Joyce Hardware 
Co., Lincoln, Nebr. 

Herr & Company, Lancaster, 
Pa. 

Hibbard, Spencer, Bartlett & 
Co., 211 E. N. Water St., 
Chicago, IIl. 

Higginbotham- Pearlstone 
Hardware Co., Dallas, Tex. 

Hobbs Supply Co., W. H., 
Eau Claire, Wis. 

Holmes Hardware Co., Pu- 
eblo, Colo. 


Holter Hdwe. Co., A. M., 
Helena, Mont. 


Honeyman Hardware Co., 
Portland, Ore. 

Huey & Philp Hardware Co., 
Dallas, Tex. 

Irving Hardware Co., 12-14 
Warren St., New York City. 

Jackson Hardware Co., The, 
Aberdeen, S. D. 


Jensen- Byrd Co.. Spokane, 
Wash. 


Kaufmann’s Sons, David, Bal- 
timore, Md. 


Kelley - How-Thomson Co., 
Duluth, Minn. 


King Hardware Co., Atlanta, 
Ga. 

Knapp & Spencer Co., Sioux 
City, Iowa. 

Krause Hardware Co., Geo., 
Lebanon, Pa. 


Kretschmer-Tredway Co., Du- 
buque, Iowa. 
(Continued on page 70) 











New England 
Hardware 
Dealers: 


BUILD UP 
YOUR SALES 


and 


PROFITS 


with 


New Ideas, 
Special Values, 
Powerful 
Promotions 


* 
Visit the 


NEW ENGLAND 


Stn Annuat 


HOUSEWARES 
SHOW 


Parker House, Boston 


Feb. 18 to 22 


inclusive 


@ Get a panoramic view of what's 
going on in your business world. 


@ See over 200 manufacturers’ lines 
of housewares, china, glass. 


@ Make extra profits. Buy the Red 
Arrow Specials—available only at 
the Show. 




















STEELGRIP—the stronger belt lac 
ing is easily applied to any type of 
belting with a hammer Clinches 


smoothly, will not slip or pull out. 
Prevents frayed belt ends 8 sizes in 
boxes, handy package or long lengths. 








WIREGRIP 
are easier to handle, easier to use. 
Patented blue aligning card prevents 
waste, makes every hook usable. Per 
fect alignment on every hook. Fit 
WIREGRIP or any other = standard 
lacers 


the belt hooks that 


Write for catalog and circulars. 
ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
304 N. Loomis St. Chicago, U. 8. A. 























A Popular Selling 
Wire Stretcher 


The Townsend Wire Stretcher has 
been a profitable seller for 30 years. 
It gives complete satisfaction. Made 
strong and durable to last for years. 
Affords powerful leverage. Easily 
attached to the wire. 












One man can stretch the wire with 
this implement and nail it to the 
post without assistance. The 3-foot 
wooden handle or lever is fitted with 
sturdy malleable iron pincers with 
Serrated Steel Grips warranted not 
to slip. The 


Townsend 
Wire Stretcher 


stretches to the last post at the end of the 
fence as well as to any other. Will stretch 
plain, twisted, barbed or woven wire. 
Stretches woven wire. with a large mesh 
better than most stretchers made espe- 
cially for it. Also ideal for tightening 
bands and wire on large shipping boxes, 
crates and bales. Send for Folder and 
Trade-prices. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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Lake Erie Hardware Co., The, 
1234-1236 W. 11th St, 
Cleveland, Ohio. 

Larson Hdwe. Co., 
Falls, S. D. 

Logan-Gregg Hardware Co., 
121-129 Ninth St., Pitts- 
burgh, Pa. 

Long-Lewis Hardware Co., 
Birmingham, Ala. 

Lorenz Co., Klamath Falls, 
Ore. 

Luthe Hdwe. Co., Des Moines, 
Iowa. 

McClung & Co., C. M., Knox- 


ville, Tenn. 


McGowin-Lyons Hardware & 
Supply Co., Mobile, Ala. 
McLendon Hardware Co., 

The, Waco, Tex. 


McWhorter, Weaver & Co., 
Nashville, Tenn. 


Marshall-Wells Co., Billings, 
Mont. 


Marshall-Wells Co., Duluth, 
Minn. 


Martin Hardsogg Co., The, 
916-920 Shore Ave., Pitts- 
burgh, Pa. 

Masback Hardware Co., 326- 
338 Hudson St., New York, 
N. Y. 


Mathews & Boucher, Roches- 
ter, N. Y. 

Miller Bros. Hardware Co., 
Richmond, Ind. 

Miller Hardware Co., C. H., 
Huntingdon, Pa. 

Monroe Hdwe. Co., Monroe, 
La. 


Montana Hardware Co., Butte, 


Mont. 
Moore - Handley Hardware 
Co., Birmingham, Ala. 
Morehouse & Wells Co., De- 


catur, IIl. 


Morey Mercantile Co., The, 
Denver, Colo. 


Sioux 


Morley Brother, Saginaw, 
Mich. 


Morley - Murphy Co., Green 
Bay, Wis. 


Northern Wholesale Hardware 
Co., 109 S. E. Salmon St., 
Portland, Ore. 

Oklahoma City Hdwe. Co., 
Inc., Oklahoma City, Okla. 

O’Neill-McNamara Hardware 
Co., Vicksburg, Miss. 

Ott-Heiskell Company, Wheel- 
ing, W. Va. 

Page, Steele & Flagg Co., Inc., 
New Haven, Conn. 

Paxton & Gallagher Co., 
Omaha, Neb. 


Peeler Hdwe. Co., Macon, Ga. 

Pearlstine Co., Shep, St. Mat- 
thews, S. C. 

Phoenix Hdwe. Co., 95-99 
Howard St., Newark, N. J. 

Pritzlaff Hdwe. Co., John 
Milwaukee, Wis. 

Rehm Hardware Co., Blue 
Island Ave. and 15th St., 
Chicago, IIl. 

Rice & Miller Co., Bangor, 
Me. 

Richmond Hardware Co., 
Richmond, Va. 

Roanoke Hardware Co., Inc., 
Roanoke, Va. 

Roberts, Sanford & Taylor 
Co., Sherman, Tex. 

Rodley Company, The, 332- 
336 Congress St., Boston, 
Mass. 

Russell & Co., Inc., J., Hol- 
yoke, Mass. 

Saginaw Hardware Co., Sagi- 
naw, Mich. 

Salt Lake Hardware Co., The, 
Salt Lake City, Utah. 

Schelly & Bro., Inc., C. Y., 
Allentown, Pa. 

Schindel Rohrer & Co., Inc., 
Hagerstown, Md. 

Schwabacher Hdwe. Co., Se- 
attle, Wash. 

Seattle Hardware Co., Seattle, 
Wash. 

Seller Bros. & Co., San Fran- 
cisco, Cal. 

Semer Hdwe. Co., Inc., New 
York City. 


(Continued on page 99) 
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FLAMEMASTER 


Reg. U. 8. Pat. Off. 


ASBESTOS WICK 
AN UNMATCHED SET-UP 


The finest rock weave wick on the market—at the right price— 
complete coverage—up-to-date merchandising aids that boost your 
wick business. An unmatched set-up! A set-up that brought thou- 
sands of Hardware Dealers a bigger volume of wick business in 
1940 than ever before in their history. 
Standardize on Flamemaster for 1941 and 
watch YOUR wick sales climb to a new high. 


IN CONVENIENT BOXED SETS 


DEALERS, NOTE—Don’t overlook the SELLING 
POWER of the Flamemaster Individual Package 
for counter display. Colorful—attractive—irre- 
sistible eye-appeal! Complete stove data on each 
box, for accurate cutting by your customers. In 
5/2 and 12 ft. rolls. Also cut-to-fit sets for specific 
burners, 








Pat. Pending 





Dispenser 


FREE 


PUT THIS SALES 
BUILDER TO WORK 


Ends cutting waste. Safeguards 
you against errors and losses due to 
miscalculations in lengths. Keeps 
your wick stock neat and clean—no 
tangled, shopworn stock. A complete 
wick department in tabloid form. 


SPECIAL DEAL — 400 ft. of 
Flamemaster (every foot marked for 
size, eliminates errors) in 4 sizes 
shown at right. Three-color Dispenser 
with complete Stove Data on front 
for serving customers with speed and 
accuracy. MERCHANDISER FREE. 
Also valuable FREE Dealer Selling 
Aids. F.0.B. Jobber’s 
warehouse, Dealer’s Net. $8.90 


Write us if your Jobber can't supply you. 
TRIPLEWEAR, PATERSON, N. J. 





AUGHAN 


SUB-ZERO 
AXES 
Designed 


FOR CHOPPING AT 
TEMPERATURES TO 


50° BELOW 


ZERO 
NO BETTER AXE AT ANY PRICE 


Step up your axe sales—with this remarkable Vaughan Sub-Zero 
Axe! It virtually sells itself to farmers and woodsmen because 
of its ability to “take it” under severest conditions. It has a 
tougher yet thinner all-tool steel blade that stays sharper. 


ELECTRICALLY FUSED 


by Vaughan’s patented process to a tough steel head—double 
heat treated—distinctive blue and silver striped finish—high 
grade white hickory handle—all at no additional cost. 


BIG 3-COLOR DISPLAY FREE 


for a limited time only with any axe order, single or 
double bit. A tested sales producer. Ask your job- 
ber or write today for details. 


VAUGHAN & BUSHNELL MFG. CO. 
2114 CARROLL AVENUE, CHICAGO, ILL 
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Flexible Product 







YPS Kitchen Units can be sold individually or as 2 complete 
kitchen ensemble which, for the average kitchen, costs the 
consumer no more than a good, family-sized refrigerator 
With this wide flexibility you can reach ALL of your market. 
The YPS selling plan provides you the outstanding profit 
opportunity in 1941. Volume sales 





Please send me complete information about the YPS proposition and 


Mullins Manufacturing Corporation, Warren, Ohio 


Youngstown Pressed Steel Div., Dept. 110, 
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DENISTON 
ROOFING 
NAILS 


Sell the nails your customers 
want — DENISTON TRIPLE 
LOCK LEAD SEAL DRIVE 
SCREW ROOFING NAILS. The 
lead under the head and down 
the shank plugs the hole around 
the nail with lead to form a 
weather-proof seal . . . the 
“bump” triple-locks nail, lead 
and sheet solidly together . . . 
the drive screw shank makes 
the nail turn and hold like a 
screw. Result: the roofing gives 
better service and lasts longer, 
your customers are satisfied, you 
get more business and make big- 
ger profits. Deniston Nails are 
made for all kinds of roofing. 
Available in various styles and 
lengths, in bright or galvanized 
finish or solid copper. Send for 
FREE Demonstrator blocks and 
samples of nails. 


Se 
Tie DENISTON Co. 


4856 South Western Avenue 
CHICAGO ILLINOIS 



































ALLIGATOR TIME! | 


@ Year in and year out hardware and 
' implement dealers have made money 
t out of Alligator Stee] Belt Lacing—made 
= money because Alligator is used every- 
; where that belts are used—made money 
because a small stock of Alligator will © 
= show a remarkably good turnover. Don't 
= let this profitable business get away, 
§ because you can't deliver when the ~ 
emergency calls come in. 
Check your stock of Alligator today and | 
order from your jobber. : 
FLEXIBLE STEEL LACING CO. 
4616 a St., Chicago 


ALLIGATOR | 


se 
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A section of the paint department showing its neatly arranged 


stock. Note the tilted panels showing paint brushes, 


knives, etc. 


putty 


Fluorescent lighting makes everything stand out. 


More Than a Quart of Paint 
for Every Person in Town 


(Continued from page 36) 


this department make the all im- 
portant volume - building extra 
sales. Sandpaper was_ recently 
placed next to the colors and the 
paint mixer where all customers 
could see it. The paint mixer is 
used, whether or not customers re- 
quest that service. As to paint 
brush and sandpaper sales, Mr. 
Leiman says, “One in five cus- 
tomers will buy a brush now that 
brushes are displayed at an angle 
where they can be easily seen. In 
fact many customers will buy more 
than one brush. And the sand- 
paper stock is put out in the open 
where people can see it and feel 
it with the result that many cus- 
tomers will now buy several pieces 
in different grades.” 

Extra profit is also obtained 
through the renting of a paint- 
spraying outfit at $3.00 per day, 
a floor scraping machine at $3.00 
per day and a caulking gun for 
50 cents a day. Says Mr. Leiman, 
“We sell to master painters on a 
cash basis, unless the owner of the 
home certifies that the paint is 
being bought for his home and 
promises to make payment if the 
master painter does not. Home- 
owners frequently come to_ the 
store to buy paint, before they 
have spoken to a master painter, 
and I will estimate the quantity of 
paint required. Our top quality 
and second-grade paint is dis- 
played in the store, the competi- 
tively-priced paint being kept out 


of sight. Competitively - priced 
paint is sold only to those who can- 
not be sold the better qualities.” 

Colors for outside flat, semi- 
gloss and gloss paint are stocked 
and displayed next to the paint- 
mixing machine while color cards 
are displayed under a fluorescent 
light unit. Twice a year store 
trafic for the paint department 
gets an extra boost through the 
mailing of invitations to 2500 
homes in the store’s trading area 
offering a free quarter-pint can 
of paint. These invitations are 
usually sent out in September and 
early May. 


Skis Pave the Way for 
All-Year Sports 


(Continued from page 35) 


volume in the way of winter sports 
equipment, skates being sold from 
$3.25 to $7.50 with only shoe 
skates being offered.” 

Ski instruction sheets are of- 
fered by the store. As one of the 
employees is a ski fan, he is well 
informed as to where there is good 
skiing. Members of the Middle- 
town Ski Club, received member- 
ship cards from their club officers 
that are provided through the 
courtesy of Ayres & Galloway, 
which fact is mentioned on the 
back of the cards. This friendly 
gesture builds plenty of good will 
for the store. 
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CUT PRICE COMPETITION 


never discourages Independent Retailers who sell 
MILFORD hacksaw blades. MILFORDS are the only 
blades sold under a Fair Trade Contract. They are 
not sold to chain stores or mail order houses. 


Only MILFORD BLADES 
have Easy Starting Teeth 


D 
MILFOR seetny 18T 
STARTING 
easy Ask your 
jobber or write to 


THE HENRY G. THOMPSON & SON CO. 
NEW HAVEN, CONN. 








TAPE 


{7 
COLUMBIAN nace ROPE | 
Starts with Carofully Selected Gibre — 


No other cordage mill, besides Columbian, maintains such a complete 
buying, packing and warchouse organization in the far-off Philippines. 
That's why the fibre used in Columbian Rope is quality-controlled. 

This typifies the care and inspection that Columbian 


maintains every step of the way! 


COLUMBIAN ROPE COMPANY 


AUBURN, "The Cordage City,’’ N. Y. 



















SPECIAL 
BITS 





o~\ Include 
ao Them 
Electricians hh 9 aw 
AND They have a single spur and 
Plumbers cutter and a coarse screw that 


takes a firm grip in all woods 

and bores with great rapidity and 
ease. No clogging. Accurately 
tempered, high-carbon steel assures 
extra long edge life. L-101E, Elec- 
tricians’ Bit; J-101E and J-101S, 
Plumbers’ Bits. 


unsefl Fennings, 


AUGER BITS 


Available at your jobber's 
THE RUSSELL JENNINGS MFG. CO. 
Chester, Conn. 














INAUGURATED! 
Al : 


DUO-GROUND WHEELS 


The new wheels produced by FLETCHER are indeed 
better. You can feel the difference, and you can actually 
see the difference. Yet there is no difference in the cost to 
you. All FLETCHER “Gold Tip” Cutters now contain 
these new extra-measure wheels. Get them through your 
jobber. 


THE FLETCHER, TERRY CO., Forestville, Conn. 





Hardware 


PLaniasBS cra 


Odorless Plant Foes Tablets?» mekinag 
ie, Dz “profit” out of 


this item right 


A huge army of indoor plant growers know 

how this complete, double-duty plant food now, during 
containing Vitamin B, keeps indoor plants these winter 
thrivingly beautiful all winter long. meoaths 





Display the Plantabbs easel and get your 
share of this profitable business. 














Plantabbs are being currently advertised in 
“Life’’ and other powerful national publi- 
cations. 


Your nearby wholesaler will be glad to get 
you “profit-started”’ with our introductory 
offer. 
PLANTABBS CO. 
63-A W. Biddie St., Baltimore, Md. 




















Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 
at least 3 weeks before you move. 
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100 East 42nd Street New York. N. Y. 
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New Business Opportunities. - 


THE TRUE TEMPER TAPER FORGED SHOVEL 
THE TRUE TEMPER DYNAMIC HAMMER 
THE TRUE TEMPER TOMMY AXE 

Have set new highs...in buyer preference 


.in sales... because of tremendously 
improved design... utility... value. 








For your profit’s sake...be the first to display and promote 


TRUE TEMPER Prooucts a 
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ADVANCES 


Wood fiber board. Steel pipe. Some window focks. 

Some pliers. Some wrenches, wrench sets. Heater cords. 

Some copper products. Lamp cord. Fixture wire. Telephone wire. 
Annunciator wire. Rubber covered wire. Some food choppers. 
Some tinware items. Competitively priced mop sticks. 

Asbestos roll wick. Stove bolts. Semi-finished nuts. 

Set screws. Cap screws. Curtain stretchers. Wrought washers. 
Harness, strapwork, collars. Husking pins and hooks. 

Brass faucets, bibbs. Assembled ring wedge anchors. 

Some boys’ wagons. Some prepared roofing. Galv. ware. 

Some mitre boxes. Some hickory tool handles. 

Some stoves, ranges. Some tackle, snatch blocks. 

Some mechanics’ tools. Some saw handles. Some spring hinges. 


Some glass door knobs. 





Steel pipe—Advances of about 
9% per cent were recently announced 
on steel pipe. 


Steel wool— Prices on steel 
wool are expected to advance. 


* . . 
Window locks—One manufac- 


turer of window locks advanced prices 
on some numbers about 7 per cent. 


. . > 

Casters — Advances are ex- 
pected on some casters. 
> . . 


Pliers—Advances of from 10 to 
15 per cent have been announced on 
some makes and types of pliers, slip 

‘joint numbers being affected partic- 
ularly. 
. * > 

Wrenches, wrench sets—Some 
makes of competitively priced wrenches 
and wrench sets were recently advanced 
from 10 to 15 per cent. 

aa * +. 

Copper flue ferrules—An ad- 
vance of one-half of one cent per pound 
was recently made on copper flue fer- 
rules by some makers. 

* * * 


Heater cord—lIncreases averag- 
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ing 5 per cent were announced this 
month on heater cords. 
* * * 
Lamp cord — Leading makers 
advanced prices on lamp cord approx- 
imately 5 per «ent early this month. 





ADVANCES 
EXPECTED 


Steel wool. Some casters. Some 
blow torches. 

Some fire pots. Some roller skates. 

Baseball equipment. Wire screen 
cloth. 

Wire hooks, eyes, etc. 





Fixture wire — Among recent 
advances was one of about 5 per cent 
on fixture wire, of leading makes. 

. + + 

Telephone wire—Prices were 
recently increased about 5 per cent on 
telephone wire. 

* . . 

Annunciator wire — Leading 

makers have raised prices on annunci- 


ator wire about 744 per cent. 
* * *& 


Rubber covered wire — Lead- 


ing makers have advanced prices on 








rubber covered wire from 2% to 5 per 
cent, the increases varying according 


to size. 


* * * 


Food choppers—Prices on one 
line of food choppers were advanced 
as of Jan. 20 by one maker. 

. - . 

Tinware—Prices on pie plates, 
funnels and other tinware items were 
advanced early this month by leading 
makers. Prices on some items were ad- 
vanced less than 5 per cent, others be- 
ing increased in excess of 10 per cent. 

. . . 

Mop sticks — Competitively 
priced mop sticks—household and jan- 
itor types—were advanced about 5 per 
cent, earlier this month, by several 
makers. 

+ * . 

Asbestos roll wick — One 
maker advanced prices on asbestos roll 
wick approximately 2% per cent. 

* + . 

Stove bolts—Stove bolt prices 
were recently advanced about 8 per 
cent by some makers. 

= > * 

Semi-finished nuts—Advances 
of about 10 per cent have been an- 
nounced by some makers of semi-fin- 
ished nuts. 

- > . 

Set and cap screws—Earlier 
this month some makers of set screws 
and cap screws announced advances ap- 
proximating 10 per cent. 

+ * + 

Blow torches, fire pots—aAd- 
vances are expected on some types and 
makes of blow torches and fire pots, 
particularly on competitively priced 


numbers. 
« os * 


Roller skates—Although price 
announcements are not yet at hand, 
some makers have notified wholesalers 
that some increases are to come. 





DECLINES 


Iron and steel scrap. 





HARDWARE AGE 











HARQWARE 

















Husking pins, hooks—A new 
list on husking pins and hooks, issued 
by one maker, shows slight changes. 


PRICES 
REAFFIRMED 


Tin plate. Manila, sisal rope. 


* * ” 


Copper rivets, burrs—A 4 
cent per pound increase has been an- 





. 8 nounced on copper rivets and burrs. 
Boilers, radiation — Several 


manufacturers have withdrawn all for- 
mer prices on heating boilers and radi- 
ation, with advanced price lists effective 
shortly. 


* * * 


Brass faucets, bibbs — New 
prices on brass faucets and bibbs are 
up about 5 per cent. Other increases 
*“ * * are expected on stamped and cast bath- 


room accessories. 
Curtain stretchers—A leading 


maker of curtain stretchers has ad- 
vanced prices from 5 to 10 per cent 


* * * 


Anchors—A leading maker of 
lead cinch anchors has announced new 
discounts on assembled ring wedge 
anchors, equivalent to about an 18 per 


cent advance. 
* = * 


above previous quotations. 


* * ” 


Harness, etc.—Due to higher 
1eather prices harness, strapwark and 
collars have been advanced about 5 per 
cent by leading makers. 


Baseball equipment — Fore- 
sighted dealers are ordering baseball 





1940 Set Records tor Decade With Total 
of $4,003,957,000 Building Awards 


Building and engineering contracts awarded in the 37 eastern states 
during the year 1940 reached a total of $4,003,957,000, according to F. 
W. Dodge Corp., New York City. This total, largest since the year 1930, 
represented a 13 per cent increase over 1939. Last year was the seventh 
consecutive year of construction volume increases. The 1940 record 
included: $1,294,640,000 for non-residential buildings, representing a 34 
per cent increase over the preceding year; $1,596,944,000 for residential 
buildings, a 20 per cent increase; and $1,112,373,000 for public works 
and utilities, an 11 per cent decrease from 1939. 

Public construction projects were predominently defense projects for 
Army, Niivy, and air force, the large volume of which more than offset 
the decline in public improvement projects that took place throughout 
the year. Private commercial, manufacturing, and residential buildings 
all increased very considerably. For the year as a whole, private owner- 
ship construction increased 1934 per cent over 1939 in dollar volume, 
compared with a 5% per cent increase in public ownership projects. 

Commenting on the 1940 record, Thomas S. Holden, vice-president in 
charge of statistics and research for F. W. Dodge Corp., stated: “All 
the demand factors that prevailed during the second half of last year 
carry over strongly into 1941. While the construction industry has the 
capacity to handle a considerably larger volume of business than it had 
in 1940, the size of the private building market is going to depend very 
greatly upon the highly critical question of stable building costs. Dodge 
is estimating for this year, it believes conservatively, a 14 per cent 
increase over 1940 in total building and engineering contract volume; 
this estimate assumes that 1940 private construction volume will be 
maintained this year, with the bulk of the increase occurring in public 
ownership projects.” 
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PRICES 
WITHDRAWN 


Heating boilers. Radiation. 





equipment early, expecting possible 
higher prices on leather and new taxes 
on sporting goods. 

” * . 

Reels — Because reel manufac- 
turers are being allotted considerable 
work on defense specialties, distributors 
are urged to order reel supplies far in 
advance. Delayed supplies of aluminum 
and brass are causing difficulties. 


Tin plate—The Carnegie-Illinois 
Steel Corp., Pittsburgh, Pa., has re- 
affirmed its former base price for tin- 
plate, as of Jan. 1. 

* * * 

Wagons, wheeled toys—Price 
changes on boys’ wagons and wheeled 
toys are not numerous. To date there 
have been a few slight mark-ups on 
wagons. Some manufacturers fear ma- 
terials shortages during the season. 

+ + 7 

Prepared roofings—A new quo- 
tation sheet, effective Jan. 2, has been 
issued by one company. A 20 to 25 cent 
per square advance was made in certain 
items of strip shingles. There was a 
slight mark-up in asphalt-saturated felt 
and an increase of $1.00 per ton in 
quotations on asphalt for built-up roofs. 

. * * 

Galvanized ware—A few early 
quotations on coal hods are up about 
5 per cent from preceding levels. In 
general, prices are not yet available 
for 1941 fall delivery. New prices on 
the general line of galvanized tubs, 
pails, and ash cans, etc., are appearing 
from various makers, and the mark-ups 
thus far reported range from about 3 
to 5 per cent. 

. . * 

Wire screen cloth—With order 

books filled for many weeks ahead, 
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Our national advertising sends you new 
buyers for Handee, who become year- 
around regulars for accessories. 

Be sure to have this attractive Demonstra- 
tor on your counter—a steady profit maker 
it will pay you to keep right out in front. 
Requires only 2 sq. ft. space. 

Handee is the original tool of its type and 
the leader today. More of them in use than 
all other makes combined, by mechanics, 
repairmen and hobbyists everywhere, be- 
cause of precision performance, unequalled 
smoothness and safe speed. 

De Luxe Model $18.50 with 7 Accessories. 
Ultra de Luxe Set (De Luxe Handee and 45 
most popular Accessories in metal carrying 
case) $25.00 

Always have a sufficient stock of Handees 
and Accessories on hand to take care of 
orders promptly. 


Write for Special Deals and Full Information 
on Accessory Counter Case. 
CHICAGO WHEEL & MFG. CO. 


Makers of Quality Products for 40 Years 
1101 W. Monroe St. Dept. HA Chicago, Ii. 








DOUBLE ACTING 
FLOOR HINGE 





The "Shelby" Chief is a rugged, smooth-act- 
ing hinge that carries the weight of the door 
on ball bearings. Fully adjustable for align- 
ment and spring tension. Door holds open at 
90 degrees. Available in three sizes, for doors 
IY" to 3" thick. 

Where it is preferable to hang the door from 
the jamb, as when iron beams, cement or stone 
floors are used, this same hinge is available 
with a jamb plate. 


Made in both wrought steel and wrought 
brass or bronze in all the popular finishes. 


pays te recommend and 
sell ''Shelby"’ Quality Hinges. 


THE [yolby_ 


¢C SPRING HINGE CoO. 
=} 029 8) = > Ga O) 2 88) 





leading makers have withdrawn all 
quotations on wire screen cloth. Moder- 
ate price advances may be expected. 
Present conditions indicate possible 
shortage of wire cloth during the spring 
and summer months because of the 
heavy demands, on the part of federal 
government, for steel, bronze, zinc and 
aluminum. 
OE ~ + 

Wrought washers — Leading 
makers of standard wrought washers 
have advanced prices 25 cents per 100 
pounds, effective Jan. 1, over the basis 
ruling since September, 1939. Extras 
for smaller than keg packages, and for 
light weight 
changed. 


washers continue’ un- 


* * * 


Manila and sisal rope—Prices 
on all grades of Manila and sisal rope 
have been reaffirmed by leading cordage 
manufacturers. Because of uncertain 
supply and transportation conditions 
the mills have not announced rope 
prices for the complete quarter. Cur- 
rent quotations are subject to change 
without notice. While the present prices 
are effective rope orders are being ac- 
cepted for delivery as far ahead as 
March 31. 


¢ 


ad * * 


Fibre board — The Masonite 
Corp., Chicago, Ill., has announced a 
flat advance of $2.00 per thousand feet 
on its line of wood fibre board products, 
effective Jan. 1. The advance applies not 
only to the company’s hardboards used 
largely in industrial lines, but to its 
insulation boards and insulation lath as 
well. On the latter lines, the $2.00 ad- 
vance is equal to about 6 per cent. 

uy Be * 

Hickory tool handles — Lead- 
ing makers of hickory handles for axes, 
hammers, sledges, and other tools, have 
announced price readjustments made 
necessary by increased labor costs. Not 
all items have been advanced, and in- 
creases, where made, range from 5 per 
cent on the better qualities, up to about 
10 per cent on some of the lower-grade 
handles. 

te ” a 

Bolts, washers, etc.—Makers 
of carriage, machine and lag bolts still 
report incoming new specifications are 
heavier than their production capacity, 
so mill backlogs of some weeks’ stand- 
ing are increasing rather than decreas- 
ing. Most recent price advances have 
affected only galvanized and plated 
bolts. Quotations are held very firm, 
but subject to change for any deliveries 
which will extend beyond March 31. 

* * & 

Copper and brass products— 
On December 26th, due to higher oper- 
ating costs, a leading copper and brass 
fabricator announced that prices for 














its products, and alloys, were ad- 
vanced % cent a pound. Parallel-edge 
strip copper was marked up ‘2 cent a 
pound. In addition, revised discounts 
were announced from extras, and from 
water tube and pipe quantity orders. 
The new discount from sheet copper 
extras is now only 33 1/3 per cent— 
formerly 40 per cent. Soldering coppers 
have been advanced 14 cent per pound, 
by some makers. 
* * * 

News of copper—National de- 
fense demands raised 1940 domestic 
sales of copper to the highest level since 
compilation of statistics was begun in 
1934. Turnover for the year amounted 
to 1,110,400 tons, against 804,238 tons 
in 1939. Prices in 1940 ranged from 
10% to 12% cents per pound. The low 
was established July 23rd, and the high 
of 12% cents was made last January 
18th. At the close of the year, leading 
producers were quoting 12 cents per 
pound. 

hal x * 

Stoves and accessories—Early 
quotations for the new season on stoves 
and ranges show slight advances, rang- 
ing 3 to 5 per cent, and up to 10 per 
cent on a few items. Gas stoves have 
as yet shown no changes. There is an 
evident effort on the part of all makers 
of stoves and heaters to avoid all but 
essential increases. Stove accessories 
showing changes in the early quotations 
from some sources, are dampers, up 5 
to 10 per cent, and sheet mica, advanced 
about 16 per cent, on fir-t quality, and 
about 11 per cent on second quality. 

* a a 

Tackle and snatch blocks 
Now in effect are changes previously 
mentioned, repricing items of wood and 
steel blocks, with listings to take single, 
uniform discount. Former “plus” dis- 
counts were eliminated. The net changes 
are slight on the best selling items, but 
there are advances on larger sizes, and 
on some wood blocks. 

a * * 

Tool lines — The scarcity of 
many tool items is getting more acute, 
with precision tools and hand me- 
chanics’ tools available to distributors 
at irregular intervals. Most prices re- 
main steady. Some slight changes are 
noted on recent price lists from one 
maker of mechanics’ tools and a maker 
of cross-cut and one-man saw handles. 

* * ” 

Builders’ and shelf hardware 

Lock manufacturers are busy with 
heavy backlogs of orders, largely placed 
before the recent advances. The new 
quotations are firmly held. Some have 
withdrawn former prices, and are quot- 
ing 5 to 10 per cent higher on spring 
hinges. Wire goods—hooks, eyes, ete.— 
are steadier after a very competitive 
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price situation. Jobbers are told that 
adyances are rather certain. Some mak- 
ers are quoting glass door knobs at a 
slight advance. A withdrawal of prices 
on key blanks has just been received— 
to be followed by new and _ higher 


quotations. 
% * x 


A busy month — Except that 
retail stores are experiencing their sea- 
sonal post-holiday reaction, January is 
far from quiet among makers and sell- 
ers of hardware lines. Wholesalers are 
adding to their orders, to extend their 
coverage as far ahead as the manufac- 
turers will let them. Where low costs 
are still available—and there are many 
suck lines—the larger buyers seem per- 
fectly willing to order for requirements 
to the mid-year or later. The emphasis, 
as previously mentioned, is upon as- 
suring supplies on time. Shipments 
from factories are slowing, as more and 
more industries are tied into the activ- 
ities of defense preparation. 


* * a 


Steel production — Nearly all 
steel companies are sold out for the 
first quarter, virtually the only excep- 
tions being defense requirements, says 
The Iron Age, in its Jan. 16 issue. 
Semi-finished steel, plates, shapes, sheet 
piling, bars, sheets, strip and electric 
furnace steel of all types are the most 
heavily booked products. The success 
of the government’s effort to stabilize 
prices of iron and steel scrap at reason- 
ably low levels is still to go through a 
more severe est than it has had thus 
far. Prices of many grades have been 
reduced from 50 cents to $2.00 per ton, 
but the situation is obviously an arti- 


ficial one in which the law of supply 
and demand has been set aside by fear 
of what Washington might do in the 
event that voluntary action of the scrap 
trade does not accomplish the desired 
result. Ingot production, estimated this 
week by the American Iron & Steel 
Institute at 98% per cent, includes elec- 
tric furnace steel, not hitherto reported 
either weekly or monthly. The Iron 
Age estimate of 98 per cent is still 
based on open hearth and bessemer 


steel only. at 2 Ba 


Emerson sales—Emerson Radio 
& Phonography Corp., New York City, 
announced through its president, Ben 
Abrams, that the company reached all- 
time “highs” in 1940 in the number of 
units sold and the dollar volume. In 
excess of a million sets were made and 
sold last year. 

a a 

Competitively priced tools 
The new dealer price list on Defiance 
tools, made by Stanley Tools, New 
Britain, Conn., shows moderate in- 
creases in the prices of some items. 
Price advances average about 10 per 
cent. The new list was dated Dec. 
30, 1940. 


xe oo 


Mitre boxes — Stanley Tools. 
New Britain, Conn., announced as of 
Dec. 30, 1940, price advances of about 


10 per cent on Stanley mitre boxes. 
aE aw * 


Toastmaster sales—The Toast- 
master domestic appliance division, Mc- 
Graw Electric Co., Elgin, Ill., enjoyed 
a 19 per cent increase, in sales, for 
1940, as compared with volume for 1939. 
Since 1934 each year’s sales has been 


greater than the year before. 


Floor Sanders Bring Thousand-Dollar Profits 


(Continued from page 64) 


dry floor work; applies and polishes 
wax in one operation; attachments 
can be exchanged quickly without 
use of tools. Shaft runs at 800 r.p.m. 
and is said to give a speed of ap- 
proximately 1400 feet on the floor. 
Centrifugal force keeps steel wool 
clean and sharp. Same buffing drum 
takes either 514-in. or 11-in. attach- 
ments, giving heavy or light friction 
as desired. Handle is adjustable. 
Motor is 1% hp., air-cooled; silent 
V-belt drive; motor position adjust- 
able for correct belt tension; drum 
shaft mounted on two hermetically 
sealed, tapered bearings in a single 
housing; separate vacuum motor. 
This Model D will sand, dry clean 
and burnish with steel wool and 
scrub by means of the various at- 
tachments. It also uses a new prin- 
ciple in wax application and polish- 
ing. Hard bar wax is applied to the 
floor and polished by mechanical 
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action of the brush. This, maker 
states, has the advantage of applying 
to the floor a very thin film of hard 
wax that has not been reduced with 
solvents. 

The Tennant edging machine will 
refinish desks and chairs, floor edges 
and stairs, counters, and store win- 
dows; burnish floor edges and wood- 
work; polishing work of all kinds; 
remove rust and scale from metal 
and lubricating oil and steel chips 
from floors. Universal motor oper- 
ates on 110-volt and on 25, 50, 60 
cycles. Built-in headlight; vacuum 
dust pick-up system. Uses sandpaper 
in 7 in. dises for sand; for burnish- 
ing and polishing, welded steel wool 
discs in 7 in. size, which can be 
cleaned by running on sandpaper; 
tampico polishing brush; and for 
cleaning, a stiff brush of knotted 
rufts of steel wire. 





National 
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HE line of builders’ hard- 
ware built to one high 
uniform standard of quality. 
The assortment of products 
is so extensive that all of the 
requirements of the trade are 
adequately met. 


The finest materials used in 
construction are fashioned 
into hardware which is both 
modern in design and efhi- 
cient in working simplicity. 
Send for the new National 
catalog; yours for the asking. 


The following are big sellers: 
Sliding Door 
Hangers 


Garage Door 
Hardware 


Door Latches 


Strap and Tee 
Hinges 





Screen Hardware 

















National Manufacturing Co. 
STERLING : + - ILLINOIS 





LARGE STOCKS... 
UNIFORM HIGH QUALITY 
IMMEDIATE SHIPMENT 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 





77 

















News of Retailers, Jobbers, 
Manufacturers and 
Salesmen 


and 





READ IT IN HARDWARE 


NEWS OF 








HARDWARE AGE FOR 








RICHARD L. WHITE HEADS LANDERS, 


FRARY & CLARK 


Arthur E. Allen is named chairman of the board 
and B. C. Neece, vice-president and general sales 
manager, is elected a director of the company. 


At the recent election of of- | and sales for the Stanley Vacuum 


ficers, Richard L. White was | Bottle Division. In that capacity 
named president of Landers,| he gained wide experience in 
Frary & Clark, New Britain, | manufacturing methods. In 1927 

| he was made assistant treasurer 


of the company and in the fol- 
lowing year was appointed trea- 
surer. In addition to that office, 
he also held the important posi- 
tion of export sales manager and 
supervised the manufacture of 
cutlery. He became a director of 
the company in 1934. 

Mr. White will, in addition to 
his new office, retain his office 
as treasurer. He is a director of 
the New Britain National Bank, 
the Savings Bank of New Britain, 
a member of the New Britain 
Board of Finance and Taxation, 
treasurer and director of the 
Goss and DeLeeuw Machine Co., 





RICHARD L. WHITE 


Conn., to succeed the late Arthur 


G. Kimball, who passed away 
Dec. 23. Arthur E. Allen was 
elected chairman of the board 


and B. C. Neece, vice-president 
and general sales manager, was 
elected a director. 

Mr. White, the newly elected 
president of the company, joined 
the Landers organization in 1923 
to take charge of manufacturing 








ARTHUR E. ALLEN 


and he also holds various other 
| directorates. 

| Mr. Neece, who was named to 
| the board of directors, has been 
associated with Landers, Frary & 
| Clark since 1922. He started as 
|a salesman traveling in Illinois 
and Wisconsin. He later moved 
lto New Britain to take charge 
| of vacuum cleaner sales and sub- 
sequently managed sales of home 
| laundry equipment, refrigerator 
| and electric range lines. In 1937 
| he was appointed general sales 





B. C. NEECE 
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manager, and the following year 
was made a vice-president. 

Mr. Allen, the new chairman 
of the board, is a former vice- 
president of the Westinghouse 
Electric & Mfg. Co. 

ELLIS RETIRES AS 
RENOWN PRESIDENT 


After 52 years’ association with 
the hardware industry, J. E. Ellis, 
president and one of the three 
founders of the Renown Stove Co., 
Owosso, Mich., has announced 
his retirement from active busi- 
He will however continue 
as a member of the board of 
directors and was named honor- 
ary president. 

Mr. Ellis began his business 
career in 1889 with the Grand 
Trunk Railroad at Hamilton, On- 
tario, and has been associated 
with the Renown Stove Co. for 
the past 34 years. He now plans 
to take a long rest. 


ness. 








SKILSAW PROMOTES 
LEONARD S. PARKER 


Leonard S. Parker, who for a 
number of years has been super- 
intendent of production for Skil- 
saw, Inc., Chicago, has been 
named vice-president in charge of 





LEONARD S. PARKER 


operations. Mr. Parker has been 
associated with the Skilsaw or- 
ganization since 1931. 








GOLDEN HEADS FLORENCE SALES 


WITH SINGLETON AS AID 


Several important changes have 
been made in the sales organi- 
zation of the Florence Stove Co., 
Gardner, Mass. H. E. Golden, 
formerly manager of the New 
York division, becomes general 
sales manager. In this new ca- 
pacity, Mr. Golden will supervise 
sales in all the company’s seven 
divisions. Mr. Golden has been 
connected with Florence sales for 
14 years; three years as sales 
manager of the Mid-West division 
and for the past 11 years as sales 
manager of the New York 
division. 

H. R. Singleton has been ap- 
pointed assistant general sales 
manager. Mr. Singleton’s 15 
years’ service with the Florence 
Stove Co. has carried him through 
the sales departments in Chicago, 
New York and Boston; and for 
the past nine years he has been 
assistant to Mr. Morse. 

R. H. Taylor succeeds Mr. 


Golden as manager of the New 





York division. Mr. Taylor for- 
merly traveled the Iowa territory 
for Florence and for the past four 
years has assisted Mr. Golden in 
directing sales activities in the 
New York division. 





H. E. GOLDEN 
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RALPH WILLIAMS HEADS RAY-O-VAC’S 
NATIONAL JOBBING DIVISION 


Norman Vea, general sales 
manager of the Ray-O-Vac Co., 
Madison, Wis., has announced 
the appointment of Ralph J. Wil- 





RALPH J. WILLIAMS 


liams as manager of the com- 
pany’s national jobbing division. 
Mr. Williams until his recent 
elevation, has been manager of 
the firm’s middle west division 
for the past 10 years. 

Mr. Williams has been asso- 
ciated with Ray-O-Vac for 25 
years and during the past 15 
years has been in the sales de- 
partment working with distrib- 
utors in the merchandising of 
Ray-O-Vac flashlights and _bat- 
teries. When he joined the com- 
pany in 1916, he started in the 
raw materials stock rooms where 
he became acquainted with the 
manufacturing problems of bat- 
teries and flashlights. Following 
service in the World War, he 
spent a year in the plant super- 
intendent’s office, finally joining 
the inspection force at the time 
“B” batteries became so impor- 
tant in the industry. 

After three years in the order. 
shipping and stock department, 
Mr. Williams in 1925 was ap- 
pointed office manager of the 
Chicago branch and later became 
assistant sales manager, which 
position he held until his ap- 
pointment as division manager. 

Mr. Williams, although he will 
make his headquarters at the 
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home offices in Madison, will 
spend time in all of the com- 
pany’s branch offices in Chicago, 
San Francisco, Columbus, Ohio, 
Kansas City, New York, Mem- 
phis, Dallas, and Atlanta. 


LEYSE ALUMINUM APPOINTS 
LUCAS, SALES MANAGER 


E. K. Lucas has been ap- 
pointed sales manager of the 
Leyse Aluminum Co., Kewaunee, 
Wis. Mr. Lucas has been active 
in the kitchen utensil and house- 
wares field for many years and 
was formerly advertising and 
sales promotion manager for the 
National Enameling & Stamping 
Co., Milwaukee, Wis. 


NANCE NOW V.-PRES. OF 
EASY WASHING MACHINE 


The election of J. J. Nance as 
a vice-president of Easy Wash- 
ing Machine Corp., Syracuse, N. 
Y., was voted at a recent meet- 
ing of the board of directors. Mr. 
Nance joined Easy in August, 
1939, as general sales manager. 
He previously had served as vice- 





president and general sales man- | 
ager of the Delco-Frigidaire con- | 
ditioning unit of General Motors | 
in Dayton, O. Before that Mr. | 
Nance was associated with Na- | 
tional Cash Register in Dayton. | 


BUCH MFG. ACQUIRES 
“SPIKE-TAMP” 


The Buch Mfg. Co., Elizabeth- | 
town, Pa., has purchased the en- | 
tire business of the Pick Mfg. | 
Co., Omaha, Neb., and hereafter | 
the latter’s product, the “Spike- 
Tamp” lawn and garden tool, 
will be manufactured at Eliza- 
bethtown, Pa. 


SARGENT APPOINTS 
PRODUCTION HEAD 


Francis A. Smith has been ap- 
pointed general manager in 
charge of manufacturing, produc- 
tion, service, and factory main- 
tenance for Sargent & Co., New 
Haven, Conn. Mr. Smith was 
previously associated with the 
Greenfield Tap & Die Corp., 
Greenfield, Mass., for 20 years 
and for the past five years had 
been vice-president and general 





manager of that company. 





L. E. CRANDALL 


L. E. CRANDALL RETIRES 
FROM SHAPLEIGH HDWE. CO. 


L. E. Crandall has retired from 
active service with the Shapleigh 
Hardware Co., St. Louis, Mo., as 
of Dec. 31, 1940 At the time of 
his retirement he was vice-pres- 
ident of the company. 

Mr. Crandall advises that he 
has no definite plans for the im- 
mediate future and that he may 
be reached at his office, 920 Am- 
bassador Bldg., in St. Louis, or 
at his home, Clayton and Geyer 
Rds., Clayton, Mo. 











INDUSTRY HONORS DISSTON FAMILY GROUPS 





Nine families, whose three generations are employed by Henry Disston & Sons, Inc., Phila- 
delphia, Pa., are pictured at the train as they left for New York, Dec. 12, to be honored 
luncheon guests of the 45th annual congress of American industry at the Waldorf-Astoria. 
The group consists of grandchildren, their parents, and their grandparents. In honoring these 
three-generation groups, the National Association of Manufacturers also paid tribute to the 
Disston firm for fostering the highest type of industrial and employee relations which provided 
incentive for both the older and younger workers. 


S. Horace Disston, president of the company, is fourth from the left, and William D. Disston, 
vice-president in charge of public relations, is second from the left. 
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“VIKO” AND “COMET” 


DEVOE & RAYNOLDS HOSTS AT HOUSEWARMING PARTIES 

















| PROMOTIONS CONTINUE Ex 
| The Aluminum Goods Mfg. 
| Co., Manitowac, Wis., has an- Di 
| nounced the continuation of its of ii 
advertising eulogizing the job- Chic 
bers’ salesman. The series of ads 
point out to the trade the in- 
valuable assistance the jobber 
salesman renders in the selection 
of merchandise, display and ad- 
vertising ideas, special promo- 
tions, etc. The ads will stress the 
following points: “Your Jobber 
Salesman Does Business The 
American Way”; “Your Jobber 
Salesman Is a Two-Way Partner 
in Your Business”, and “Look- 
ing for Ideas? See Your Jobber’s 
| Salesman”. Indirectly the ads 
will support the “Viko” blue rib- 
| bon and “Comet” red _ ribbon 
| specials to be featured during the 
| spring months. 
| WRIGHT MFG. CO. NAMES 
| SOUTHEAST DISTRICT MGR. 
George B. Kutz was recently 
| appointed district sales manager steel 
| for the southeastern territory of chan 
Wright Manufacturing Division sonn 
| of American Chain & Cable Com- Ja 
| pany, Inc., York, Pa., manufac- of tl 
turers of Wright hoists, cranes, has | 
The Devoe & Raynolds Co. played host to dealers and competitors at buffet-cocktail parties trolleys and electric hoists. Mr. 50 y 
during the recent holiday week in celebration of the consolidation of the Brooklyn, Newark Kutz has been associated with man 
and Fifth Avenue, New York, offices in the firm’s new headquarters building at 44th St. and American Chain & Cable Com- activ 
First Avenue, New York City. The first day was given over to Devoe dealers in the metro- | pany, Inc., for many years. For the | 
politan area while all competitors and suppliers were guests on the second day. Nearly 1000 several years he was district sales ray | 
were in attendance during the two days. The new headquarters building houses the firm’s nes Chicago for the Amer- : 

. ie . P P manager at Chicago for th in t 
general offices, statistical, udministrative and accounting departments under a single roof. Saas Chatin debe tut shtbe BO. ; 
The above illustration shows some of those who were in attendance. Left to right, top row: ee ee start 
Elliott Phillips, president, and De Lancey Kountze, chairman of the board, Devoe & Raynolds cently he has been located at — 
Co. Bottom row: George A. Martin, chairman, Sherwin-Williams Co.; John Sturgis, president, York, Pa. It sy expected that he Mi 
John W. Masury Co.; George Merwin, head of Devoe’s painters’ department, and Ed Kelchner, will make his headquarters in chair 

manager of Devoe’s New York branch. Atlanta. taker 

ident 

s z Nort 

Acm 

and « 

TERRITORY CHANGES ASSOCIATES AND SALESMEN HONOR JEROME KASSEWITZ Char 

ANNOUNCED BY SCHICK Mr. 

Anticipated increased activity form 

in 1941 has necessitated additions of | 

and changes in the sales staff of Acm 

Schick Dry Shaver, Inc., Stam- | — 

ford, Conn. yee 

John J. Reidy, formerly of the | — 
Schick Detroit sales office, has | 
been appointed sales supervisor | 


in Washington, D.C. S.D. Moor- 
man, also from the Detroit of- 


fice of Schick, has been appointed 
sales supervisor in Kansas City. | 


Both men have been with Schick 
for a number of years. 

A. H. Rippas has been named 
sales supervisor of the Philadel- 
phia territory. Mr. Rippas comes 
to the Schick organization from 
the McGraw Electric Co., for 
whom he covered the Detroit 
territory in a sales capacity. 
Michael R. Kahle, formerly a 
district supervisor in Detroit for 
the Scott Paper Co., has been 
added to Schick’s New York sales 
staff. 


80 





On Wednesday, December 18, 1940, about 40 business associates and factory salesmen gave a 
testimonial dinner to Jerome Kassewitz, well-known executive of W. L. Blumberg Co., Inc., 
31 Warren St., New York City, hardware wholesalers. The party was held at the Park Central 
Hotel in the Chinese Room and was a complete and genuine surprise to the honored guest. 
Milton Kahn, president, W. L. Blumberg Co., Inc., presented on behalf of those present, an 
attractive gold wrist watch to Mr. Kassewitz which was followed by songs, stories, anecdotes 
and other fine tributes to Mr. Kassewitz from his assembled friends. Arrangements for the 
dinner were under the direction of Wm. Braun, Blumberg buyer, and Charles J. Heale, vice- 
president and editor of HARDWARE AGE served as toastmaster. 
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EXECUTIVE CHANGES OF ACME STEEL CO.; 
CHARLES S. TRAER IS NEW PRESIDENT 


Due to the resignations of two 
of its officers, Acme Steel Co., 
Chicago, IIl., independent strip 





CHARLES 8. TRAER 


steel producer, announces several 
changes in its executive per- 
sonnel. 

James E. MacMurray, founder 
of the company with which he 
has been associated for more than 
50 years, has resigned as chair- 
man of the board. Although in- 
active in the management during 
the last few years, Mr. MacMur- 
ray has maintained his interest 
in the organization which he 
started and will continue as a 
member of the board of directors. 

Mr. MacMurray’s place as 
chairman of the board will be 
taken by Ralph H. Norton, pres- 
ident for the last 18 years. Mr. 
Norton began his association with 
Acme Steel Co. in a production 
and engineering capacity in 1904. 
Charles S. Traer, who succeeds 
Mr. Norton as president, was 
formerly vice-president in charge 
of production and joined the 
Acme organization in 1915. As 
manager of the Riverdale plant 
since 1919, Mr. Traer has been 
closely connected with the rapid 





CARL J. SHARP 
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}expansion of Acme 
cilities. 

| Frederick C. Gifford, first vice- 
| president and director of sales, 
| has retired from active duty but 
will continue as a member of the 
board of directors. Mr. Gifford 
has had charge of the distribu- 
tion of Acme products since 1918, 
and during this long term of 
service the company’s sales have 
increased until they are now five 
times as large as when he first 
took charge. 

Chester M. MacChesney be- 
comes first vice-president and 
| secretary. Carl J. Sharp, vice- 
| president, succeeds Mr. Gifford 
as director of sales, and Thornton 
A. Rand is now treasurer and 
assistant secretary. 

Acme Steel Company, whose 
general offices and Archer plant 
are located at 2840 Archer Ave., 
Chicago, has its major plant fa- 
cilities and mills at Riverdale, 
situated at the southern limits of 
Chicago. Besides hot and cold 
|rolled strip steel, Acme Steel 
| Company produces steel hoops, 
| strapping, car bracing band and 
| other shipping reinforcing items. 








| 


C. FORBES SARGENT 
NOW VICE-PRESIDENT 
OF SARGENT & CO. 


C. Forbes Sargent has been 
appointed vice-president of Sar- 
gent & Co., New Haven, Conn. 
Mr. Sargent is a son of George 
Lewis Sargent and has been con- 
nected with the company for 20 
years in various capacities. In 
the past few years he has been 
most active in the management 
of the casket 
sion, which has grown steadily 
under his direction. 


NEW OFFICERS FOR 
DIXON CRUCIBLE CO. 


At a special meeting of the 
board of directors of the Joseph 
Dixon Crucible Co., Jersey City, 
N. J., Jan. 3, for the purpose of 
filling the vacancy in the board 
of directors and the presidency, 
due to the death of George T. 
Smith, the following officers were 
elected: 
| President, J. H. Schermerhorn; 
vice-president in charge of manu- 
| facture, E. M. Cabaniss; vice- 
| president in charge of marketing, 
L. F. Bruce; treasurer and direc- 
tor, H. W. Armstrong, and secre- 
tary to succeed Mr. Armstrong. 
resigned, J. P. Templeton. The 
board is composed of all the of- 
ficers with the exception of Mr. 
Templeton, and also includes Ed- 
ward L. White, Albert C. Wall, 
and Howard R. Cruse. 
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This is a good clothes line because— it is solid 


braided from cotton yarn—twice as strong as 
soft roving lines. 


This line will sell because —it is kept clean in a 
transparent wrapper printed in four attractive 
colors—twelve hanks packed in a convenient 
counter display carton. Furthermore, the price 
is down low — priced to make volume. 


Write for sample and details. 


SAMSON CORDAGE WORKS 
BOSTON, MASSACHUSETTS 
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The Threshold of a 


New Year 


The scuff and scrape of countless feet will wear many a 
threshold smooth to the point of replacement in 1941. 
—_ buildings will call for thresholds which can stand the 
gaff, 

At the threshold of a New Year resolve to build cus- 
tomer satisfaction with new thresholds—Rixson Thresholds. 
The extruded ribs and hard metal will offer better resis- 
tance to the scuff and scrape of many new years. There is 
a saving not only tomorrew but today, in installation with 
Rixson Floor Checks for which Rixson Thresholds can be 
had ready-drilled. For color harmony you may offer either 
em white of aluminum or the warmer tone of architectural 

ronze. 


RIXSON 
THRESHOLDS 


OF 
Architectural Bronze or Aluminum 


THE OSCAR C. RIXSON COMPANY 
4446 Carroll Avenue, Chicago, Illinois 


RIXSON REPRESENTATIVES AT: 


NEW YORK: 2034 Webster Avenue—PHILADELPHIA: 211 Greenwood Avenue, Wyn- 
cote, Pa.—ATLANTA: 152 Nassau Ae | ORLEANS: 2630 Jefferson Avenue— 
SAN FRANCISCO: 116 New Montgomery Street—LOS ANGELES: 909 Santa Fe 
Avenue—SEATTLE, Wash.: 414 7th nen. North. 

LONDON, ONTARIO, Canada: Richards-Wileox, Ltd. 





You Can Stake Your Reputation On 











Builders’ Hardware 


Overhead Door Checks 

Floor Checks, Single Acting 
Floor Checks, Double Acting 
Olive Knuckle Hinges 
Friction Hinges 


Casement Operators & Hinges 
Concealed Transom Operators 
Adjustable Ball Hinges 
Butts, Pivots and Bolts 
Door Stays and Holders 
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CLAUDE J. HENDON PUT IN CHARGE 
OF SCHICK SERVICE CORPORATION 


Claude J. Hendon has been|a member of the Atlanta sales 
elected vice-president and gen-| staff. He transferred to the ap- 
eral manager of Schick Shaver| pliance department of General 
Electric in 1932 and became 
Atlanta district manager for that 
company. In 1934, Mr. Hendon 
was brought to Bridgeport by the 
General Electric Company and 
became general manager of the 
heating device department and 
chairman of its management com- 
mittee, leaving that post to join 
the Silex Co. 

MANILA FIRM SEEKS 
HARDWARE LINES 


S. C. Kingsbury, general man- 
ager of the Trans-Pacific Trad- 
ing Co., Inc., 51 Cabildo, Intra- 
| muros, Manila, Philippines, manu- 

facturers’ agents, has advised that 
| the company is seeking addi- 
CLAUDE J. HENDON tional lines to represent. The 
firm wishes exclusive agencies 
from manufacturers of carpenters’ 
Service Corp., subsidiary of| hammers, screw drivers, metal 
Schick Dry Shaver, Inc., Stam-| belt lacing, chicken wire, bed 
ford, Conn. Mr. Hendon was| manufacturers’ hardware, butts 
vice-president in charge of sales| and hinges, hasps, auger bits, 
and a director of the Silex Com-| anvils, anchor chain, machine 
pany of Hartford prior to join-| bolts, wrenches, carpenters’ chis- 
ing Schick. els, pliers, carpenters’, masons’ 

Mr. Hendon began his business | levels, etc. The company wishes 
career with the Georgia Power | catalogs, price lists, discounts, 
Co., Atlanta, Ga., in the sales| and information regarding all 
division. In 1927, he joined the] terms from interested manufac- 
Edison General Electric Co. as | turers. 














FAIRBANKS-MORSE SHOWS 1941 LINE 





New and improved models of water systems, washers, ejector 
pumps, hammer mills, etc., of Fairbanks, Morse & Co., Chicago, 
were shown to 75 representatives of the company ‘from the 
Omaha, Kansas City, St. Paul, and Chicago branches. Five new 
and improved models of “ready-to-plug-in” water systems rang- 
ing in price from $42.25 up, were shown and in addition, a 
new deluxe 375 gallon per hour shallow well water system with 
32 gallon tank with many new features were displayed. The 
St. Paul branch of the company won the silver trophy for selling 
the largest number of hammer mills during 1940. Shown above 
are, left to right: J. D. O’Brien, manager of the dealer depart- 
ment, St. Paul branch, accepting the cup from Charles Frier, fac- 
tory representative of the hammer mill division, while E. C. 
Parker, manager of the dealer division, Omaha, looks on. 
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SQUIBBS HEADS CENTRAL STATES CLUB; 


PLAN DINNER 


At the third annual meeting 
and dinner party of the Central 
States Hardware Club, Inc., Chi- 


DURING JOBBERS’ MEET 


vention of the American Hard- 
ware Manufacturers Association 
in Memphis, Tenn.; a dinner 


| party May 4 in Chicago during | 





H. A. SQUIBBS 


cago, IIl., 


American Steel & Wire Co., was | 
elected president. Other officers 
elected are: John D. McCue, 
Russell & Erwin Mfg. Co., vice- 
president; Ben Leve, The Carbo- 
rundum Co., secretary-treasurer. 
New directors, elected to serve a 
three-year term, are: A. J. Eg- 
gleston, Richards - Wilcox Mfg. 
Co.; Harlan G. Grosscup, Lovell 
Mfg. Co., and Ben Leve, The 
Carborundum Co.  Hold-over 
directors are: two years, Earl L. 
Heverly, Norton Door Closer Co.; 
H. A. Squibbs, American Steel & 
Wire Co.; R. A. Sundvahl, Cor- 
bin Screw Corp. and Corbin 
Cabinet Lock Co.; one year, 
George H. Beaudin, J. Wiss & 
Sons; Frank J. Koch, McKinney 
Mfg. Co., and John D. McCue, 
Russell & Erwin Mfg. Co. 
Seventy-eight guests and mem- 
bers attended the meeting. Job- 
bers’ guests were introduced and 
responded with short talks and 





BEN LEVE 


L. V. Rowlands, sales manager, 
Harpware AcE, briefly addressed | 
the assemblage. 

Activities of the club for 1941 
will include a dinner party, Sun- 


held in the Chicago | 
Athletic Club, Henry A. Squibbs, | 


| Pump Co. at 





day, April 20, which is during 
the annual convention of the! 
Southern Hardware Jobbers As- 
sociation and semi-annual con- | 
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the Triple Mill Supply Conven- 
tion; a golf party, in July, in 
Chicago. 

The Club also plans weekly 
luncheon meetings on the first 





JOHN D. McCUE 


Saturday of each month at the 
LaSalle Hotel, Chicago, begin- 
ning March 1. 


METROPOLITAN AND 
BROOKLYN ASS'NS MEET 


Twenty-five members of the 
Brooklyn Hardware Association 
and the Metropolitan Hardware 
Association attended a joint meet- 
ing of the two organizations at 
the Hotel Astor, New York City, 
on the evening of January 9th. 
The principal subject of discus- 
sion was the sale of durable goods 
in drug stores on Sundays in the 
metropolitan area. It was decided 
to bring the matter to the atten- 
tion of the city administration 
and urge enforcement of the law. 

Plans for the coming annual 
banquet of the Metropolitan 


Hardware Association, which will | 


be held at the Hotel Astor, Tues- 
day evening, January 28th, were 


also discussed. It was announced | 
that there would be approxi- | 
mately 15 acts on the entertain- | 


ment program and that an attend- 
ance of between 700 and 800 was 
expected. 


BLACKMER PUMP CO. 
TO GET NEW PLANT 


Contracts for an addition to 
its plant and office building have 
been awarded by the Blackmer 
Grand Rapids, 
Mich. The new addition will 
double the space of the engineer- 
ing department, increase the office 
facilities and add somewhat to 


|the testing and production de- 


partments. The building will be 
of brick and concrete construc- 
tion to harmonize with the pres- 
ent buildings. The contract calls 


| for completion, ready for occu- 


pancy by March 1. 





| 
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There are NO STRINGS 
attached to this offer— 
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_ WATERPROOF GLUE 
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Genuine Consumer De- 
mands for WELDWOOD 
Plastic Resin GLUE 
, oongts this free “Sales 


A nation-wide desire on the part of consumer, in- 
dustry, trade, and hobbyist for a really WATER- 
PROOF, ROT-PROOF, STAINFREE, QUICK 
ACTING PLASTIC GLUE—of tremendous strength 
is producing ‘calls’ at hardware dealers far 
beyond expectations. To boost dealers’ profits and 
turn-over we are giving absolutely free a set of 
sales makers with initial orders. . 


Write for facts—please include jobber’s name. 


A window-counter display 14” tall with lacquered mirror-like 
back. Hands are as real as life. Actual can of Weldwood Glue 
attached. No set-up problem. 


10¢, 25¢, 50¢ cans are packed in colorful display cartons. 
A quantity of throw-away circulars are packed in each carton 
(more if desired). In each 25¢ can and larger a little hand- 
book on glueing is included. 


Order thru your jobber 


UNITED STATES PLYWOOD CORP. 


World's Largest Manufacturers and Distributors of Plywood 


616 West 46th saan New York, N. Y. 








OBITUARIES 

























































WILLIAM J. DEVELIN with the old T. M. Roberts Co.. 

William J. Develin, 66, con- and the M. W. Savage Co. His 

nected with the hardware indus- Widow survives. 
try for more than 50 years, passed 


GEORGE T. SMITH 


George T. Smith, president of 
the Joseph Dixon Crucible Com- 
pany since 1908, passed away on 
December 20. Mr. Smith’s career 
extended over 68 years and led 
him into railroading, banking 
government and industry. He 
was 85 years old. 

At his death Mr. Smith, in 
addition to his presidency of the 
Joseph Dixon Crucible Company, 
was president of the American 





WILLIAM J. DEVELIN 


Jan. 2. He was assistant buyer 
for the Supplee-Biddle Hdwe. 
Co., Philadelphia, Pa. and be- | 
fore joining that company was | 
vice-president of the C. B. Porter | 
Hdwe. Co., with which he was 


— a s th connected for 18 years. He leaves | 
floor Spe" with king **. le his widow, three sons and a 
- jising s fier rome “Below ws _" y “They daughter 
chan ic *s wi P e the » Jmme- S : 
nce 7 ler : re) 
rg lik - 2 sets. D ova their 8° 1 creased 
ri . or inct : a 
fot numeror attractive P 1 sales = ou know buy. J. HARRY WALL 
m atio en, (i ° _ Sa 
are on all to . - invest J. Harry Wall, 75, former head 
jately UP profit stock. jnimum 
dia one more ‘on © your k with @ m buyer for the Hall Hdwe. Co., | 
oo e condit'’’ mplete stoc display Minneapolis, Minn., passed away 
gian can have 4 get ee ee they recently. Mr. Wall became asso- 
You you 7 creased ciated with the Hall Hdwe. Co. 
ment. tails free- its i in } by ot " 3 I 
. today £ ndising hich resu short y alter it was organized. n 
write nd ™ ha i its early days, he did all the : = anne 
boards olay our or?P. ‘buying and until his retirement GEORGE fT. ¢ 
“ four years ago, he was head 


buyer. Prior to joining the Hall 
organization, Mr. Wall was asso- 
ciated in the hardware business 


Graphite Company, vice-presi- 
dent of the Colonial Life Insur- 
ance Company of America and 
vice-president of the Raritan 
River Railroad. 

Mr. Smith leaves a widow, 
Mrs. Hattie Louise Young Smith, 
and a daughter, Mrs. L. Fred- 
erick Bruce. 


I. ALKON 


I. Alkon, president of Gunn- 
Alkon, Inc., manufacturers’ rep- 
resentatives of 207 A St., Boston, 
Mass., passed away recently. Mr. 
Alkon, who was 52 years old, 
had spent his entire business 
career in the hardware field. He 
was at one time associated with 
the manufacturers’ agency of 
Crowe, McGarvey, working as a 
salesman. In 1928 he and J. F. 
J. HARRY WALL Gunn organized Gunn-Alkon, Inc. 
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OLE DOC. 
“GLUEKY” 





“GLUEKY”’ The Super Glue Sales- 
man, will sell Rogers Glue to 
2,000,000 families a month 


... and because ROGERS’ exclusive hardware selling 
plan protects you and it offers you more profit. 


by jes rec — Rogers offers ¥ PRICE — | = you 






you protection by exclusively several sp 9 

selling through the hardware you of full profits so you can 
trade and not selling to chain compete with chain stores, group 
store, group buyers, or mail order buyers, etc., by offering a superior 
houses. product at the same price. 


DEMAND — Rogers sells for 
you with notional advertising 
in Populer Mechanics, Popular 





QUALITY — Rogers Glue is 
made only from select fish 
skins insuring clarity and uni- 
‘iormity ... also produces greater Science, Home Croftsman, etc., 
strength (3800 pounds shearing reaching over a million consumers 
strength per square inch). monthly. 





FREE — Phone or 
write your jobber for 
free goods offers .. 
ask him for a free 
display unit. To dis- 
play Rogers Glue is 
to sell Rogers Glue. 








MASSACHUSETTS 


ROGERS 


GLOUCESTER 
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HEY! WAIT A MINUTE. 


Can you tell us where we can find 
some good additional lines to 
represent? 

















SURE— 
THAT’S EASY!! 


You'll find them listed under "Sales Representatives 
Wanted" in the Classified Opportunities Section of Hardware 
Age. This section reaches the greatest number of Hardware 
readers of any hardware paper and is noted for securing 
quick, tangible results for its advertisers. 


Send your copy with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 


100 East 42nd St., New York City 
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PANTHER AND DRAGON TAPES 


@ First to be Wrapped and SEALED in 
Cellophane. 


© Perfect Adhesiveness and Tensile 
Strength. 


© Strong Distinctive Green Core. 

@ Colorful Attractive Boxes. 

@ A Company in the Insulation Busi- 
ness Since 1878. 


Sold Exclusively Through Distributing Wholesalers 


HAZARD INSULATED WIRE WORKS 


Division of the Okonite Co. 
Works: Wilkes-Barre, Pennsylvania 


New York Chicago Philadelphia Atlanta Pittsburgh 


Dalles Washington Buffalo Boston Detroit Los Angeles 
Cleveland St. Louis Seattie San Francisco 








New LINCOLN 
TRANSFER PUMP 


is great for pumping alcohol, 
gasoline, kerosene, turpentine, 
lubricating oil, cutting oil, etc., 


from drums or barrels... . 


A SENSATIONAL 
VALUE... only 


‘e95 


LIST PRICE 








A HIGH QUALITY PUMP at LOW PRICE 


Farmers, contractors, factories, machine shops, paint 
stores, service stations, garages, boat owners and 
store keepers are but a few of the hundreds of possi- 
(1313) ble users for MODEL 1313 UTILITY TRANSFER 

PUMP .. . Can be used on 55, 30 or 15 gallon 
drums—or barrels. Bung bushing on pump will fit 1%” or 
2” bung openings. 


IT PAYS TO FEATURE THE 
1005 COMPLETE LINCOLN LINE 





The complete Lincoln line includes Standard 
Grease Guns, Utility Grease Guns, Filler Type 
Guns, Lever Guns, Button Head Guns, 30-lb. and 
40-lb. capacity High Pressure Grease Guns, Volume Grease 
Guns and Transfer Pumps, a full range of Fittings, as well 
as Nozzles and Adapters for all lubrication service needs. 


Ask your nearest Lincoln jobber for details on this complete 
line — or write us for a copy of our latest catalog 


LINCOLN ENGINEERING COMPANY 


Pioneer Builders of Engineered Lubricating Equipment 
ST. LOUIS, MO., U.S.A. 


| has also been purchased to insure 





| a logical move to locate a factory 


| southern states and for the addi- 


| It will also relieve the congestion 


larged. 


| National Gypsum Co., Buffalo, N. 


| its original incorporation 15 years 





| Robert Alsop, Glidden Paint Co.; 
| first vice-president, R. P. Benja- 


| vice-president, Otto Hahn, Tie- 











EDGAR A. McDOWELL 


Edgar A. McDowell, vice-pres- 
ident of The F. E. Myers & Bro. 
Co., Ashland, Ohio, passed away 
recently. He had been connected 
with the company for 50 years 
but had not been at his desk 
regularly for more than a year, 
having been stricken in 1939. 

Mr. McDowell became a mem- 





ber of the company’s board of di- 


rectors in 1933 and had been a 
vice-president in charge of pro- 
duction and purchasing since 
1937. 


CLIFFORD P. DAWSON 

Clifford P. Dawson, 69, col- 
lection manager for Stratton & 
Terstegge Co., Inc., Louisville, 
Ky., passed away recently. 








DICKSON OPENS SOUTHERN 
LEAD HEAD NAIL FACTORY 


The Dickson Weatherproof Nail 
Co., Evanston, Ill., has purchased | 


|a building in Birmingham, Alla., | 
| in which it will operate a brancl: ! 
| plant for the manufacture of its | 


lead-head roofing nails. Along 
with the building, which is on 
a siding of the Louisville-Nash- 
ville Railroad, an adjoining lot 


expansion space when needed. 
George P. Dickson, president | 
of the company, states that it was 


in the South because much of the 
company’s business is in the 


tional reason that a considerable 
portion of the company’s export 
business moves from Gulf ports. 


at the Evanston plant, which 
otherwise would have been en- 


DIRECTS SALES OF 
NATIONAL GYPSUM CO. 


Robert W. Downes has been 
named director of sales of the 


Y. Mr. Downes has been an 
employee of the company since 


ago. He has served as sales 
representative, district sales man- 
ager, and divisional sales man- 
ager before assuming his present 
responsibilities. 





ST. LOUIS SALESMEN’S 
ASSOCIATION ELECTS 


At a recent meeting of the 
Hardware Salesmen’s Association 
of St. Louis, Inc., the following 
officers were elected: president, 


min, National Lead Co.; second 


mann Hdwe. & Supply Co.; sec- 
retary, W. C. Meibaum, W. C. 
Meibaum & Co., manufacturers’ 
representative; treasurer, J. C. 
Schindler, Crescent Plumbing 
Supply Co., and sergeant-at-arms, 
W. B. Snyder, Wheeling Corru- 
gating Co. 

The association was formed 
less than two years ago and now 
has better than 100 members. 





The membership is open to any 


salesman calling on the hardware 
or allied trades. The organiza- 
tion’s objectives are the advance- 
ment of the hardware dealer and 
it plans to promote the influence 
of its members for the protection 
of the hardware trade against 
imposition and injustice. Its 
special interest is the promotion 
of fair trade practice. Commun- 
ications regarding the activities 
of the association should be ad- 
dressed to the secretary, W. C. 
Meibaum, 6954 Oleatha Ave., St. 
Louis, Mo. 


——__—- 


CHELSEA FAN & BLOWER 
MOVES TO NEW PLANT 


The Chelsea Fan & Blower Co. 
has purchased a plant at Olsen 
and Grove Sts., Irvington, N. J., 
to which the business has been 
moved. The company was for- 
merly located at 370 W. 15th St., 
New York City. 








Uncle Sam Button 
Widely Accepted 





This Uncle Sam Button for 
American Patriots is the crea- 
tion of J. O. Lasher, advertising 
director of the American Chain 
& Cable Co., Inc., New York 
City. Bearing the slogan, “I Am 
Proud He Is My Uncle,” its 
non-political, national and hu- 
manitarian significance has 
gained for it a large group of 
nephews and nieces who proud- 
ly wear the insignia. All royal- 
ties from the sale of this button 
are being donated to the Amer- 
ican Red Cross. The Parisian 
Novelty Co., Chicago, Ill., has 
been granted the sole license to 
manufacture these buttons, 


| which are available in quanti- 


ties of 1000 or more, from that 
firm. 
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Left to right, top row: Ferdinand Goetz, vice-president Reading Hardware Corp.; Paul Easby- 
Smith, Builders’ Hardware Corp., Washington, D. C., president National Contract Hardware 
Assn.; Burton McCuen, advertising manager, Reading Hardware Corp.; John A. Morgan, 


Felker-Morgan, Inc., St. Louis, Mo.; 


Duncan Shaw, president Reading Hardware Corp., and 


H. J. Dumbell, Pittsburgh, Pa. Bottom row: Carl O. Pfau, Hartford, Conn., Roger C. Berewin, 
Reading Hardware Corp., Mrs. Dumbell, Mrs. Shaw, Mrs. Easby-Smith and Mrs. Anderson. 


READING HARDWARE CORP. HOLDS PREVIEW 


A number of close friends in 
the builders’ hardware field of 
Duncan Shaw, newly elected 
president of the Reading Hard- 
ware Corp., on his invitation 
journeyed from all sections of the 
country to Reading, Pa., to view 
the results thus far of the com- 
pany’s products development pro- 
gram. The event was not with- 
out an element of surprise, for, 
coincidentally, one of the two 
days set aside for the celebra- 
tion proved to be Mr. Shaw’s 
birthday; so birthday observ- 
ances were appropriately com- 
bined with a preview of new 
lines. 

The festivities and preview, 
which extended over a two-day 
period Jan. 8-9, began with a 
dinner at the Berkshire Country 
Club where Mr. Shaw as the 
genial host extended a most cor- 
dial welcome to his friends. The 
dinner turned out to be a sur- 
prise party for him, and the cele- 
bration was heightened by the 
presentation of a birthday cake 
which was the signal for the 
guests to rise and chorus their 
birthday greetings to “Dunc.” 

The following day he again 
played host, this time at the pre- 
view of the new items which have 
been added to the Reading line. 
These were displayed in the com- 
pany showroom and, while there, 
Mr. Shaw briefly outlined the 
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scope of their extensive product 
program. 

Following the preview, the 
party went through the plant and 


witnessed the processes in the 
manufacture of hardware from the 
casting or stamping of the metal 
to the packing for shipment. 





A luncheon for the party was 
served at the Abraham Lincoln 
Hotel after which they were 
taken on a tour of the city, a 
drive through the Horst Estate— 
property of the founder of the 
Reading Hardware Corp.—and a 
visit to the Horst Art Gallery. 

The reception committee at the 
preview was made up of the fol- 
lowing individuals of the Reading 
Hardware Corp.: Duncan Shaw, 
president; Ferdinand Goetz, vice- 
president; James Hinkley, fac- 
tory manager; Robert Harbster, 
assistant factory manager; Bur- 
ton McCuen, advertising man- 
ager; Norman Anderson, contract 
manager, and Leroy Unger and 
William Hinkel, sales department. 


LATIN AMERICAN SALES 
CREDIT GUIDE, 1941 


The 19th annual revised (1941) 
edition of the Market Guide for 
Latin America, published by the 
American Foreign Credit Under- 
writers, of 84 William Street, 
New York, in its main section, 
lists and rates over 50,000 active 
buyers, distributors, sales agents, 
etc., handling American products, 
in all countries of South and 
Central America, Mexico, Cuba, 
Puerto Rico, and the West Indies. 
More than 5000 names also ap- 
pear in the trade list section, 
which principal Latin 
American industries. 


covers 








DEATH FOLLOWS 70TH ANNIVERSARY 


CELEBRATION 





On Dec. 31, 1940, Peter Paulus, vice-president and treasurer of the Frankfurth Hdw. Co., Mil- 

waukee, Wis., celebrated his 70th anniversary as a hardware man at a luncheon in company 

with his business associates and friends. Thus, it was with regret, that we learned as this issue 

of Harpware AGE went to press, of the death of Mr. Paulus on Jan. 7, 1941. Mr. Paulus’ long 

and honorable career as a hardware man began in 1870, when at the age of 12, he entered the 
Frankfurth Hdw. Co. as an apprentice employee. 
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| den. They were members of the 
| various company clubs. Chairman 
| of the board, George A. Martin. 


SHERWIN-WILLIAMS GIVES 
50-YEAR SERVICE AWARDS 


vice-president of the company. 
who welcomed the men as new 


| members of the 50-Year Club. 


On Jan. 6 about 700 employees | 
| of the Sherwin-Williams Co., 
| Cleveland, Ohio, attended a com- 


pany dinner at the Hotel Hollen- 


who acted as host, took the oc- 
casion to present formally A. W. 





Steudel, who was recently elected 
president of the company. 


Chief guests honored at the | 
dinner were two Cleveland plant 
employees who had completed 50 
years of service with the com-| 
pany: William Finau and Robert | 


| Boehm. The 50th diamond serv- | 


The Junior Club, made up of 
about 200 of the younger men, 
presented a program on Mu- 
nitions. Music was furnished by 
Louie Rich and his orchestra and 
special soloists were Miss Mary 
Van Kirk and Miss Marjorie 
Phelps, Cleveland girls, who re- 
cently were chosen as winners of 
the Cleveland Auditions and later 
sang on the Sherwin-Williams 
sponsored Metropolitan Auditions 
of the Air radio program. A 
special feature of the evening was 
a premier showing of the new 
American League baseball film 
shown by Roger Peckingpaugh, 








Tip to PROFIT-WISE Sellers— 


Make More Sales in 1941 
with 
TRIPLEX Threaded Fasteners 


For more sales and profits in cap and set screws, 


bolts and nuts this year, hook up with 





TRIPLEX, where modern controlled manufac- 
turing is teamed with a fast moving shipping 
department. Help your customers work out 
their procurement strategy and win their praise 


and orders. 


TRIPLEX maintains quality through exacting 
steel specifications, strictly supervised produc- 
tion, careful inspection. Correct bolt and screw 
practice is rigidly observed — accurate deep 
threads, clean-cut points, properly formed 
heads. Let us give you our profit-winning 


proposition. Rush your inquiry today. | 


THE TRIPLEX SCREW COMPANY 


5317 Grant Ave., Cleveland, Ohio 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS } 


* Millions Sold + + + Used in Every Industry * 
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ice pin ceremony was performed| new manager of the Cleveland 
by H. D. Whittlesey as senior} Indians. 








ESTATE PRESENTS NEW LINES AT CONVENTION 





Backed by the slogan, “Sell the One That’s Different,” The 
Estate Stove Co., Hamilton, Ohio, presented its new lines of 
cooking and heating appliances during its annual sales conven- 
tion, Dec. 17-19. The three-day session was under the direction 
of S. C. Bernhardt, general sales manager; C. M. Dunn, sales 
promotion manager, and Walter S. Rowe, merchandising man- 
ager. Gifts were awarded Estate salesmen and the gifts, in 
holiday wrappings, were samples and outlines of the company’s 
gas and electric range advertising and merchandising program. 
With the assistance of “Santa Clausettes,” each plan was pre- 
sented and fully described. In the picture showing the gifts 
before they were opened is Walter S. Rowe, merchandising 
manager, at the left and at the right, C. H. Butler of Estate’s 
advertising manager. Shown with the 1941 gas and electric 
ranges are S. C. Bernhardt, general sales manager at the left, and 
C. M. Dunn, sales promotion manager at the right. 
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BEN HUGHES TO WORK OUT OF CHICAGO 


FOR WOOD 


The Wood Shovel and Tool 
Co., Piqua, Ohio, has appointed 
Ben Hughes to cover part of the 
territory formerly traveled by N. 
T. Jacobs, recently named man- 
ager of sales. Mr. Hughes will 
work out of Chicago and will 
cover the states of Wisconsin, 


Illinois, and the city of St. Louis. | 


Mr. Hughes for the past three 
years has been a missionary man 
for the company in the promotion 
of “Moly” shovels, working with 
distributors. His previous ex- 
includes years 
with the W. Bingham Co., Cleve- 
land, and two years with his 
father, Joseph T. Hughes, a 
manufacturers’ representative lo- 
cated in Philadelphia. 


perience seven 


GLEASON RETIRES 
FROM HIBBARD’S 


Edward K. Gleason, Sr., as- 
sistant treasurer and a member of 
the board of directors of Hibbard. 
Spencer, Bartlett & Co., retired 
on January | after 45 years of 
service with the company. At the 
time of his retirement, Mr. Glea- 
son also was city credit man- 
ager, a position he had held the 
past 20 years. He has been a 
director of the Chicago wholesale 
house since 1935. 


AUBURN CENTRAL MFG. CO. 
ELECTS NEW PRESIDENT 


Harry Woodhead has 
elected president of the Auburn 
Central Mfg. Co., Connersville, 
Ind. He is also president of the 
Aviation Mfg. Corp., and chair- 
man of the board of Vultee Air- 
craft, Ine. Prior to becoming as- 
sociated with aviation, Mr. Wood- 
head was vice-president and gen- 
eral manager of the Cleveland 
plant of the Truscon Steel Co., a 
Republic Steel subsidiary. 

Mr. Woodhead has had a long 


been 





HARRY WOODHEAD 


JANUARY 23, 1941 





SHOVEL AND TOOL CO. 





BEN L. HUGHES 


and successful career in the in- 
dustrial world, having been gen- 
eral manager and president of 
large industrial organizations in 
Birmingham, England, Canada, 


Milwaukee, Cleveland, and De- | 
Aviation | 


As president of 
Mfg. Corp., he is in charge of 
commercial and military aircraft 
engines and propellers and the 
Spencer Heater Division, Wil- 
liamsport, Pa., manufacturer of 
boilers and heaters. 


troit. 


WILDLIFE CONFERENCE 
TO BE HELD IN SOUTH 


The first annual North Amer- 
ican Wildlife Conference to be 
held in the South will take place, 
Feb. 17-19 at Memphis, Tenn. 
The annual meeting of the Na- 
tional Wildlife Federation to be 
held in conjunction with the con- 
ference will open Feb. 16. One 
of the highlights of the sixth 
yearly get-together of those inter- 
ested in wildlife restoration and 
conservation will be a report by 
Dr. Tra N. Gabrielson, chief of 
the Fish and Wildlife Service. 
U. S. Department of the Interior. 
He will outline a plan for future 
conservation and restoration of 
wildlife. 

There will also be a panel dis- 
cussion of conservation and de- 
fense activities as well as a panel 
discussion on conservation educa- 
tion and the annual meeting of 


| the Outdoor Writers’ Association 
| of America. 
| 


BUYS BUILDERS’ HARDWARE 


LINES FOR BAKER, 
HAMILTON & PACIFIC CO. 


Albert H. Morgan has been ap- 
pointed buyer for the builders’ 
hardware department of _ the | 
Baker, Hamilton & Pacific Co., | 
wholesale hardware firm of San | 
Francisco, Calif. 


OFTEN IMITATED 
.»» NEVER EQUALLED 


“SINCE 1857” 





AWS that grip like a vise—knives 
that shear through the toughest wire 
—handles with just the right spring for 
comfort—that’s Klein pliers! 
Ask any man who knows good tools 
—he’ll tell you, “Klein’s for satisfac- 


tion” —every time! 


Your copy of the Klein Pocket 
Tool Guide will be sent on request 


Distributed Through Jobbers 





& Sons 
Chicago, Ill. U.S.A. 
i orm ze AGoO 
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FOR YOUR PROTECTION 


AND PROFIT... Sell the 


products identified by 
WICKWIRE BROTHERS LABELS 





@ Dealers can take all the 
guesswork out of mer- 
chandising by pointing to 
the Turkey Label on the 
netting they sell their cus- 
tomers. It assures an ex- 
ceptionally long twist, 
heavy galvanizing which 
completely fills the twists, 
rigidity with no sagging, 
real rust resisting and 
longer wearing. 

















@ Your customers come back 
for more of the Hardware 
Cloth identified by the Cort- 
land Label. They are com- 
pletely satisfied with the de- 
pendability and uniformity 
of this quality product. It is 
furnished in standard meshes 
with extra heavy bright zinc 
coating. Also special grades 
in plain steel, tinned or gal- 
vanized wire with wide variety of different meshes and gauges. 





@ Every bale of Wickwire Brothers Poultry Netting and Hardware 
Cloth is made from copper bearing open hearth steel. Over 60 con- 
tinuous years of manufacturing quality wire products prompts us 
to say, “Buy with confidence, products identified by Wickwire 
Brothers Labels’’. 





SPECIFY WICKWIRE BROTHERS TO YOUR JOBBERS | 


WICKWIRE BROTHERS 


CORTtLAN @ ae YO RK t 











@ 


























L.. early evening and a row a cars with head- 
lights on illuminate Wampus Pond. Skaters are gliding 
over the frozen surface and more are arriving every 


| minute. There’s a bonfire on the bank and near the blaze 
| on a log are seated William Harding and Donald Weeks, 
| partners in the local hardware firm of Harding & Weeks. 


Everyone seems to be active but the partners. Weeks 
stretches his legs and rubs them tenderly. 

HARDING: What's the matter Don? You appear to 
be tired. 

WEEKS: Tired is putting it mildly. I haven’t been on 
skates in five years and I ache all the way from my ankles 
to my neck. Hate to think how I'll feel tomorrow. One 
good thing about it, though. Most of the crowd here pur- 
chased their skates from us. 

HARDING: I'll say they did! And there’s a lot more 


who will do the same before this winter is over. You know, 


| I think it would be a good idea if we moved our sporting 
| goods department up to the second floor and dressed it 


up with the proper atmosphere. 
WEEKS: Well, I know where you got that idea. From 
the Jan. 9 issue of HARDWARE AGE, wasn’t it? 


HARDING: It certainly was! That was a mighty good 
story about the way the Silliman Hardware Co. in Con- 


| necticut did it and I think the idea’s worth using. They 
| got their customers in an atmosphere that suggested sports 


and their stock did the rest. Sales went up as a result of 
the move—skis, skates and all sorts of winter sports equip- 


| ment moved like hot cakes. Did you read that “Under 


the Bridge” story? 


WEEKS: | sure did. That store was tucked away and 
and yet they did a bang-up job when it came to selling. 
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That -just goes to show what proper advertising will do 
and that firm knows how to do it. And what’s more they 
follow up their advertising with sales and demonstrations 
so that their prospects get all “steamed up” and stay that 
way. That’s the way to do it. Never let up and keep right 
after them. 


HARDING: Well, that firm of Blair & Hampson in 
Pennsylvania get the business, too, but they seem to do 
it by making the customers come to them and not going 
out after them so strongly. They make a decided play for 
the feminine trade and boost gift items, chinaware, kitchen 
accessories and gadgets. 


WEEKS: Speaking of gadgets, that was a good story 
in that issue of “Half a Million Gadgets,” wasn’t it? 


HARDING: Yes, it was. It gave one some idea of the 
problems the average hardware man is encountering these 
days. Just as that story says, “Every day brings some- 
thing new.” There sure is something new every day in 
our business. Take that article about the firm in New 
Jersey that uses fluorescent lighting. That’s something we 
didn’t think about a few years ago. That article said that 
the firm cut its lighting costs 30 per cent and at the same 
time increased its illumination from six to ten times. 


WEEKS: While we’re on the subject of new things, that 
was a good description of that inventory control system, 
wasn’t it? 


HARDING: So good that I'd like to use something 
along the same lines on a smaller scale myself—provided, 
of course, that we could adapt something like that to our 
needs. That system was a direct aid in increasing oper- 
ating efficiency and when that went up sales and profits 
went up with it. 


WEEKS: Did you notice the number of short, pithy 
items there were in that issue? Illustrations and descrip- 
tions all by themselves, short articles of 300 or 400 words. 
You can get a selling or display idea from each one of 
them and could read and digest one in a couple of minutes. 
I like those short items. But I’m hanged if I like what 
I’m going to do now. There’s Mary beckoning to me and 
I'll have to go out there and skate some more. Well, 
let’s go! 

The partners rise and skate out across the pond. 


—G.M.S. 
Volume of Sales Uncertain 
CONTRACT may be found to be invalid and unenforce- 


able because some of its essential terms are “uncertain” 


or “vague.” In a recent case involving a contract for a sales 


agency it was urged that the contract was invalid for 
“indefiniteness” because it did not specify the quantity the 
sales agent was to sell. 

“A contract of sales agency,” said the Federal court, “is 
not void for uncertainty or indefiniteness because no definite 
quantity is named in the contract. Where territory is to be 
exploited and orders to be solicited the number and amount 
of such orders cannot be foretold. They can be determined 
only by the potential demand of the territory and the dili- 
gence of the salesman. Hence contracts of sales agency are 
not invalid for such uncertainty—as to sales volume.” 

A reminder that it is not legally essential to specify the 
volume of sales when a business man signs a sales agency 
contract! 
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Do YOU stitt sett 


linseed oil from drums? 


THEN YOU'RE NOT MAKING THE MONEY 
YOU CAN MAKE WITH 


POL MER IK 
Bottled 


IN CANS! 


THE GREATEST CONTROL FACTOR FOR A QUALITY PAINT JOB 


ROLL OUT THAT DRUM! It's losing you money in 
the form of drips, leaks, over-measuring and foots. It's 
robbing you of profits. 

Open your store to Pol-mer-ik Linseed Oil in Cans. 
Make more money from your linseed oil sales. Your 
profits are sure and certain. You buy a can — you sell 
a can. It is simple and there are more profits than selling from a drum. 





Pol-mer-ik Boiled in Cans gives your customers the Extra Value of 
Cooked Oil at No Extra Cost, which means finer gloss, better appear- 
, ance, and greater dura- 
bility. It also prevents 
film burning because 
Pol-mer-ik Boiled is 
made and tested for 
drying accuracy. 


4 





Mail the coupon 
below! Discover how you can build a greater 
volume, at a better profit, with Pol-mer-ik 
Boiled in Cans. 





| Archer-Daniels-Midland Company HA4IA | 

| Roanoke Building, Mi polis, Mi 0 
| Please send me ........ Pol-mer-ik folders | 

| number 
| and the name of the nearest Jobber. 
| 60.65 650A RksabahedtanbeeKbooees bes | 
ASIZE FOR EVERY PAINT = 
PINTS, QUARTS, 1, 2 ODS gos dah 0666600605949-46500000 000 | 
gallon containers. Available | 
in Raw or Boiled | 

SE ee eee Ri wasnpcnes | 
5 a RETR ar ee a ge J 
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New and Improved Merchandise—Display Helps—Sales Literature— 


“Kitchen Devil’ Cleaner 


This new “Kitchen Devil” ball pot 
cleaner, maker states, is of 100 per 
cent genuine copper ribbon and is “knit 
like a woman’s stockings” on new ma- 





chinery designed especially for the pur- 
pose. It is priced to retail at 10 cents 
but is offered for resale at the special 
introductory price of 3 for 25 cents for 
a limited period. “Kitchen Devil” is 
said not to rust, mat, nor lose shape, 
and will not form splinters nor shred 
into small particles. It is soft, sanitary 
and will stay resilient and can be hung 
conveniently by the sterilized string 
that holds it together. Landon P. Smith, 
Inc., Irvington, N. J. 


Automatic Safety Latch Lock 


With this 3-way, safety latch lock, 
door may be securely locked; opened 
only wide enough for purposes of obser- 








vation or conversation, or it may be 
locked open just wide enough to permit 
ventilation, all without danger of any- 
one picking or forcing the lock, manu- 
facturer states. Can be unlatched from 
inside in a jiffy. May be used on doors, 
windows, or service shutes. Has satin 
brass finish and is designed so that 
functioning spring is protected from 
tampering from outside. Installed with 
screw driver. Suggested retail selling 
price, 35 cents. Automatic Safety Latch 
Co., Detroit, Mich. 


Areade Drill Press 


No. 46—features: calibrated depth 
guide; one-piece base, table, and head 
casting; positive locking device; stress- 
proof steel spindle; heavy “Oilite” 
bronze bearings; adjustable table and 
head height; table and base slotted for 





attachments. Drills to center of 12 in. 
circle; chuck capacity 1/16 in. to 1% 
in., table to chuck 11 in., base to chuck 
14 in. Drill press is supplied less motor, 
but with a % in. chuck, motor bracket 
and the belt. Arcade Mfg. Co., Free- 


port, Ill. 





Metal Edged “Plant Pantry” 
The new metal edged “Plant Pantry” 

contains a supply of eight different 

plant foods, fertilizers, and insecticides. 





Each bag carries a clip to re-seal it 
and directions for use of the product 
are printed on the backs of the bags. 
A list of products is on lid of metal 
edge carrier to facilitate ordering re- 
fills. Box is lettered and decorated in 
red, green, and white; is partitioned 
and has sloping platforms and a strong 
carrying handle. Company states the 
“Plant Pantry” is designed to step-up 
dealers’ sales by merchandising an as- 
sortment at a unit price, $1.00, and to 
serve as an effective sampler of its 
products. A. H. Hoffman, Inc., Landis- 
ville, Pa. 


New Free Machining Alloy 


“KR” Monel, an addition to the 
group of high nickel alloys has been 
announced by The International Nickel 
Co., Inc., 67 Wall St., New York City. 
Said to have high strength; can be fab- 
ricated in automatic screw machinery; 
resists corrosion, and can be _ heat 
treated after fabrication to provide ex- 
tra measure of strength and hardness. 
This alloy is being produced in rod 
and wire forms only. It is also non- 
magnetic. 
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aes Window Trims—New Packages—New Colors—Catalogs 





‘ = i , 
“Therm-a-Jug ? has patented lock joints to reduce end by The Rawlplug Co., Inc., 98 Lafayette 
, ee a play. Sections are of hardwood in box- St., New York City, is 15 by 20 in. and 
Maker claims 25 per cent additional nj ; : ; : ’ 
ye : wood finish. The Lufkin Rule Co., gives many tables for wood and lag 
efficiency, through a comparable in- ape ‘: ey: ; 
: Saginaw, Mich. screws, machine bolts and machine 


crease in the amount of K-M fibre glass : 
. screws and the proper size anchor to 


" ‘ use in connection with each. Also gives 
Expansion Bolt Chart proper size hole to be drilled in each 

The “Dimensional Chart for Expan- case. Copies available free upon re- 
sion Bolts and Screw Anchors,” offered quest. 


STOP! SAVE! 


| 
BCALK ALL JOINTS WITH PECORA 
| 






4 


B. Phila., Pa. 


ECORA Calking Compound has 
: proved its absolute dependability 
over a period of 33 years. [ts per- 
formance record makes it a recog- 
nized leader among architects and 
builders. Pecora will not dry out, 
crack or chip when properly ap- 
plied. Available in bulk or in non- 
refillable metal cartridges. The 
Pecora High Pressure Calking Gun 
outfit enables any handy man to OTHER 

do a first-class calking job at little pgcora PRODUCTS 
cost. 


3 Nozzles and 
oO. 


Cartridges of approx. 1 qt. each 
F. 





With 


insulation has been built into the 1941 
line of “Therm-a-Jugs.” These are both 
a food and spigot jug, with both a 
wide mouth and spigot as well. Fin- 
ished in specially hardened paint for 
long wear. Knapp-Monarch Co., St. 
Louis, Mo. 


2 per cent disc. net cash with 





Shi; E 
Collect er O50 
. To approved credits 2 per cent 10 
days, 30 days net. 


Terms: 
order 


THIS 
GUN 





Low-Priced Extension Rule 


Six foot extension rule, “Red End,” 
No. X-56 retailing at 75 cents. It is 


| 
Erie | 





Roofing Cements 
Furnace Cements 
Casement Putty 
¥ 2 Metal Sash Putty 
== WRITE Glazing Putty 

y FOR a Stove & Boiler Putty 
=lole) 4m a 8. Perfect Patching Plaster 


PECORA PAINT COMPANY, Inc. 


Established 1862 by Smith Bowen 
Lawrence & Venango St. Philadelphia, Pa. 


Member of Producers’ Council, Inc. 
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of same weight as ordinary spring joint 
rule, except for heavier end section 
which carries brass slide. It is equipped 
throughout with brass strike plates and 
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Legs have rubber feet. A heavy wire 
loop attachment holds a bucket to the 
top cap of the ladder. Can be easily 
removed. Cap treads and hardware 
are in red, and front and back legs in 
heavy coat of clear lacquer. The Rich 
Ladder & Mfg. Co., Cincinnati, Ohio. 


Five-Foot Household Ladder 
The “Work-Safe” platform step lad- 

der has working platform of 15 by 14 

in., 36 in. from the floor when ladder 


ee od 0 


319 Se/lers- Big Profits 


THE PEELER WOMEN WANT 
3,000,000 sold in 1940. 


RPVZZzz 








Metal Joints 


“Tronorse” makes it possible to 
make saw horses or trestles of any 
height or any length for temporary or 
permanent use. Joints fit standard size 


Of G BLADI 


mr! ome 
us 


W200 Wes 2 Kur 


2 by 4 finished lumber and are of rust- 
proof aluminum finish, constructed of 
steel. Said not to split nor to be af- 
fected by weather, and not to slip nor 








THE FLOATING BLADE 
Removes only a paper thin peel. 
SAVES TIME — SAVES MONEY 
Double edged—cuts both ways. Right or left handed. Avail- 
able 6 on a 3-color easel back display card or individually 
carded. 10¢ retail. 


COMBINATION PEELER AND 
GREEN BEAN SLICER 





LOATING B, 
AD; 

PEELS ALL FRUIT AND 

ve 





is set up. This platform on which per- 
son stands is surrounded on three sides 
by the front legs and cap, to supply a 
safe and comfortable working position. 
Width of steps is 35 in. with “non- 





Outstanding vaiue at 25¢ retail. Over a million sold in a ip” sads. se i é 
year. Sales increasing daily. Individually carded. es ane = “an et “ ‘ay Bog ns 
egs are 2% in. and back legs, 1% in. 
CHEF'S TRIPLE CUTTER Set Sb i EE ae oe 
FRENCH FRIES—SHOE STRINGS a 2 eS ee 
DICES BOTH SIZES with metal to insure rigidity. There loosen. Packed four to a carton, to 


retail for $2.95. Panellit Displays, Inc., 


is a ™% in. rod under every step, and 
1528 Armitage Ave., Chicago, III. 


an angle brace under the bottom one. 





states there is over 25 per cent more 
room, enough to store 12 standard 12- 
oz. packages of quick frozen foods or 
seven packages and a 2%4-lb. frozen 
chicken. Compartment has __ spring- 
hinged door trimmed in grey plastic. 
Red button de-frost indicator is on out- 
side of freezing unit. Extra deep por- 


Crosley “Super Shelvador” 


“Freezercold” feature, illustrated, is 
included in the De Luxe models, high 
humidity refrigerators, to provide ideal 
storage conditions for hard-to-keep 
foods in a separate “Moist-Kold” com- 
partment with glass shelf partition. Two 





The new item that every home needs Nothing to 


adjust or get out of order 


SAFE — SIMPLE — FAST 
A REAL VALUE AT 25¢ 
Fully illustrated. Direetions. 





No. 8 — Combination 
Grater and 2-sided 


of metal Grates 
easier than woven wire 


SHRED-O-GRATER 


Safety 
Shredder. 
Grater made from a single piece 
faster 


and 
One 


refrigerated shelves in a separate freez- 
ing compartment, with spring hinged 
self-closing door, provides ample ice. 
Four quick release deluxe ice cube trays 
and an extra wide tray for desserts are 
included in the De Luxe model. Maker 


celain drawer of matching design holds 
14 lb. boned roast or an average week’s 
supply of assorted meats. May be used 
for chilling fruit juices, bottled bever- 
ages. It is easily removable and 
cleaned. Crosley Corp., Cincinnati, Ohio. 


side of shredder section shreds 


fine, the other side medium | 
Safe—-will not cut or scrape | 
user's fingers Grates lemon, 
orange and grapefruit peel | 
Fruits vegetables bread 
cheese——soap and etc Individ 


ually banded with instructions 
and recipes 


Bottle Stopper 


Ne. 2-—— Seals all standard 
crown neck bottles posi- 
tively air tight. Preserves 
original pep and sparkle in 
all charged beverages. Stays 
on ie until empty. In- 
stantly and easily attached 
or ramoved. An outstand- 
ing seller. Available 12 on 
a 8-color easel back display 
card or individually carded. 
All items now carried by 
many leading Hardware Job- 
bers. Ask for prices or 
write direst. 


MEM MANUFACTURING CO. 


CHICAGO, ILL 

















732 N.MORGAN STREET * 
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Fabric Cement 


“Tehr-Greeze”—for patching and re- 
pairing overalls and clothing, belting, 
grain bags, binder canvases, awnings, 





tents, canvas and leather goods, etc. 
It is spread on thinly on both pieces 
with a knife or wood paddle and ma- 
terial is then pressed together with 
hands. Maker states it is then ready to 
use within a few minutes, and clothing 
patched with “Tehr-Greeze” may be 
washed as usual with hot water and 
soap without loosening patches. Patches 
will not stand dry cleaning. Val-A Co., 
3922 S. Wabash Ave., Chicago, II]. 

A. C. Welders 





The 1941 “Greyhound” line is said 
to have been improved to maintain a 
stable arc, automatically smooth from 
15 amp. up to the top heat. All five 
models are on lively castor rubber 
wheels, from the $65.00 repair shop 
machine of 100 amp. to heavy duty, 
300 amp. with 28 heat taps. Trans- 
formers are rugged, insulated with mica 
and asbestos and are wound with 
woven, spun-glass magnet wire. Ven- 
tilating passages built within the coil 
windings guard against overheating. 
Greyhound Electric Mfg. Co., 31 Grand 
St., Brooklyn, N. Y. 


“Versitool”’ 


A tool kit for shop, home or hobby 
use. Consists of sturdy handle and 
interchangeable cutting blade, wood 
chisel, screw drivers, wood reamer and 
6% in. hacksaw blade. Each of these 
may be used on the solid, balanced 
handle in three different positions; 
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straight for conventional work, or right 
and left angle. Set angles calculated 
for maximum utility. Cutting blade, 
2% in. long, of carbon steel, is easily 
resharpened if necessary and can be 
used down to its entire length. Wood 
chisel, carbon steel, is % in. wide 
and 2% in. long. Wood reamer reams 
up to % in. diameter from smallest 
size. Handle and units are packed in 
dustproof compact, leatherette-type 
kit, to retail at special introductory 
price of $2.50; replacement units, 25 
cents except hack saw blade which is 
35 cents. Versitool Mfg. Co., 11 W. 
42nd St., New York City. 





Door Stop 


Semi-dome type, FB-13 and FB-14, 
with a “loss proof” rubber. Door 
strikes a rubber cushion 1% in. thick 





giving greater resiliency in absorbing 
the shock of the door, maker states. 
There are no attaching screws on the 
face of the rubber to interfere with the 
resiliency of the bumper. Rubber is re- 
placed by unscrewing the stud or pin 
used to keep the bumper from turning 
or twisting out of alignment. Made in 
cast brass or bronze, in two heights, for 
door with or without thresholds. Glynn- 
Johnson Corp., 1821 Berteau Ave., Chi- 
cago, Il. 


Elliott Floor Seal 

Made with Chinese tung oil and 
“Bakelite,” it is said permanently to 
penetrate, waterproof, and seal all kinds 
of wood, and make floors dirt and wear- 
resisting. Can be applied with ordinary 
labs’ wool applicator. Elliott Paint & 
Varnish Co. 





CASC 


Supply the need for an inter- 
mediate line of chrome plated 
accessories that fills the gap be- 
tween the inexpensive, light 
gauge metal and wire units, and 
the higher priced lines. 


The CASCADE line consists of 
31 units, including both recessed 
and projecting types. Recessed 
units are fabricated of Ana- 
conda brass . . . projecting ac- 
cessories are of Zamac metal. 
All units finished in copper, 
heavily coated with chrome. 
Guaranteed for indefinite wear 
... Solid . . . Substantial. 


of "CASCADE" Accessories, 

write Dept. HA. 

MIAMI CABINET DIVISION 

The Philip Carey Company 
MIDDLETOWN, OHIO 


ADE... 


Bathroom Accessories by MIAMI 


We supply boards showing the complete 
lines of accessories. Aliso smaller boards to 
display selected accessories showing less 
than the complete lines. You pay for acces- 
sories only; we furnish the boards and 
mount them free of charge. 








For folder and complete details _ 



































EXTRA DOLLARS... with 


THE ONLY COMPLETE LINE 
THE BEST MERCHANDISING PLAN 








There will be extra dollars for you 
with the newest type of lawn fenc- 
ing (Norwood Modern Chain Link) 
. with the only complete line of 
lawn fences .. . with the best fence 
merchandising plan of 1941. 
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1. WOVEN LAWN FENCES 


Double scroll (Illustrated) and single scroll 
Silvery bright finish. 3 grades—heavy, medium 
and light weight. Gates to match. 





2. WELDED LAWN FENCES 


Single scroll (Illustrated) and double seroll 


Silvery bright finish. 2 grades—heavy and light 


weight. Gates te match 
















The new type which means sales and profit 
opportunity. 


3. MODERN CHAIN LINK 


Woven-in top and bottom cables (no top rail 
required). Saves up to 25%. 3 grades——heavy, 
medium and light weight. Gates to match, 
MORE SALES . . . BETTER PROFITS 
WITH OUR NEW “4 POINT” 


MERCHANDISING PLAN 
@ OPENS NEW MARKETS 


Dealer is able to sell Modern Chain Link Fence 
to the lecal market of homes, estates, indus- 
trials, municipalities, schools. 


@ OFFERS LOW PRICE ADVANTAGE 
Dealer is able to compete on equal price basis 
with all fencing dealers. 


@ ENABLES QUICK ESTIMATES 
Dealer is equipped to give ‘‘on-the-spot’’ esti- 
mates and prices. 


@ ALLOWS FULL PROFIT 
Dealer is paid a good profit without carrying 
stock 

WRITE TODAY 
and learn how you can profit with the only com- 
plete line of lawn fences and the new mer- 
chandising plan for modern chain-link style 


fi . Samples submitted free on request. Ne 
obligation, of course. 


- NORWOOD 


Made by The H. L. Brown Fence & Mfg. Co 
4426-34th Ave Ohio 





Cincinnati 


Kitchen Cutlery 


“Universal” — seven matched pieces 


of high carbon steel, chrome plated. 
Sanitary black rubber handles fastened 





with compression nickel silver rivets. 
A free glass display case is offered with 
a small assortment. Landers, Frary & 
Clark, New Britain, Conn. 
Stainless Steel 
Bathroom Cabinet 

Miami Cabinet Division of The 
Philip Carey Co., Middletown, Ohio, 
announces a new line of deluxe, bath- 
room cabinets in stainless-steel. Bodies 
are of one-piece stainless-steel, with 
all corners reinforced with heavy gage 
stainless steel angles. Shelf supports 
and door strikes are of the same metal. 








Door hinges and razor blade drops are 
of brass, chromium plated. Smooth 
surface is provided that is easy to keep 
clean and sanitary and that is unaf- 
fected by the corrosive action of salt 
air; spillage of medicines and other 
supplies, if promptly wiped off, will not 
injure or discolor the metal. Neutral 
tone of metal blends harmoniously into 
any color scheme. 


Power Mower 


The new Roberton gasoline power 
mower has been especially engineered 
to meet the needs of home and estate 
owners. Its low weight of 100 Ibs. is 
said to make scuffing or tearing of turf 
practically impossible. Mower has no 
complicated levers and trimming is 


made easy by a finger-tip speed con- 
trol. Running speed is from 1% to 3 
miles per hour and a quart of gasoline 
is said to operate mower four hours. 
Power is supplied by Briggs-Stratton 
4-cycle, 2/3 hp. WI type engine with 
rope starter and automatic governor. 
Transmission is combination of V-belt 
and roller chain. Eight sealed ball bear- 
ings are used throughout mower and 
drive. Cutting unit is of pressed steel 
with five blades and a four-spider reel, 
and is double riveted. Heat treated, oil 





tempered, one-piece tool steel cutter bar 
is replaceable, and cutter box adjust- 
ment is mounted outside frame. Free- 
running reel adjustment eliminates clat- 
ter and wear of reel and cutter box. 
Finish is sprayed, synthetic enamel, 
oriental red with black trim. All fit- 
tings cadmium-plated and oversize rub- 
ber tires. Machines packed individually, 
completely assembled but for easily 
attached handle. Suggested retail sell- 
ing price, $77.50. Roberton Mfg. Co., 
Michigan City, Ind. 


Brown Betty Casserole 


Genuine, old fashioned, oven-proof 
earthenware dish in Brown Betty color, 
nestles into a handsomely serrated base 
of polished chrome. Cover, topped by 
a fluted knob of Brown Betty color, 
heat-resistant composition,- is of highly 
polished chrome with concentric circle 
design. Base is equipped with two-rib- 
bon handles in polished chrome. Earth- 
enware dish is family size, holding a 





It is lightly fluted 
imperceptibly 
Everedy Co., Frederick, 


full two quarts. 
completely around its 
curved sides. 
Md. 
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Improved Wax Applicator 


The “Hi-Gloss” floor waxer is now 
offered in a quartcapacity with a 
square container.Also has a larger 


+ TRIGGER 
: <—LOCK NUT 











handle and 1l-inchspreader. Suggested 
retail selling priceof the waxer, $1.50; 
renewal spreader, 50cents. S. Lowe & 
Sons Co., Fairfield,Conn. 


Door Latch 

For screen and storm doors. Maker 
states it is constructed to withstand the 
rigors of sustained hard use in all 
weather. Designed to fit all doors % in. 
to 1% in. thick without need of cutting 
and fitting. Can be used as either rim 
or mortise type on left or right-hand 
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doors. Has smallest possible number of 
moving parts to reduce friction and wear 
to a minimum. Movement of handle in 
either direction operates the latch bolt. 
All exposed parts are of solid brass. 
Can be furnished in any desired length. 
Frantz Mfg. Co., Sterling, Ill. 


Lowe Bros. Stylizer 


A color selector for selecting harmo- 
nious wall and ceiling combinations 
based on the predominant color of exist- 
ing furnishings and in its operations 
to show the predominating room colors 
as well as the wall and ceiling colors. 
The Stylizer is a leather-bound port- 
folio, 19% by 13% in. overall, contain- 
ing two identical spiral-bound sections 
of actual color sheets, one on either 
side. Each section embraces three hor- 
izontal divisions of color sheets grouped 
functionally according to relative posi- 
tions in af actual room. Upper division 
represents ceiling colors, and center di- 
vision, wall colors. Lower division 
which is the key to the use of the book, 
comprises 20 rug-like swatches and four 
varnish finish sheets, any one of which 
may be used to represent the predomi- 
nating color already existant in the 
room. One section of the book presents 
a number of wall and ceiling color 
combinations, both in semi-gloss and 
flat finishes, built around the predomi- 
nated color. These suggested combina- 
tions may be set up in the color sheet 
divisions together with the predominat- 
ing color and thus form a composite 
representation in actual color of just 
how the room will look when painted. 
Additional colors for touches of color 
in accessories are also suggested along 
with pertinent remarks touching on 
each color combination recommended. 
The Lowe Brothers Co., Dayton, Ohio. 


Whistling Tea Kettle 
“Wear-Ever”—introduced as one of 

eight specials for the company’s annual 

spring sales, Feb. 1-March 30. Styling 





is new, combining bell shape with mod- 
ern lines. Handle and knob on whistle 
are of “Bakelite.” Kettle is of alumi- 
num and has large spout for easy filling 
and pouring. Capacity is two quarts. 
Introductory price $1.79; slightly higher 
in far West. The Aluminum Cooking 
Utensil Co., New Kensington, Pa. 





, 
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LARGE 
COPPER POINT is 


an EXTRA BIG 
SELLING POINT! 


@ Those who want a SOLDERING 


IRON for repairing autos, radios, 
kitchenware, electric connections, 
toys, farm equipment or anything 
else will appreciate the EXTRA 
LARGE COPPER point of Peer- 
less Electric Soldering Irons. 
Peerless means concentrated heat, 
economy, faster work, longer life, 
and a cool handle. 


PEERLESS Soldering Irons are 
oriced from $1 to $3.75, (Retail). 
hey are attractively boxed in 
three-colored cartons. Five-color, 
Metal counter display rack helps 
you sell. 


GRAND HAVEN, MICHIGAN 


NAME 


ADDRESS 








PEERLESS NOVELTY CO. 





Send complete information on Peerless Elec- 
tric Soldering Irons and Metal Display Rack 
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* For Your Profits Sake! 





Assembler’s Bench Bin 


Concentrates a supply of 12 different 
small parts such as nuts, bolts, screws, 
cotter pins, springs, and washers, on a 





bench space of 16 by 9 in. The 12 com- 
partments are arranged in three capac- 
ity groups of four compartments each, 
to afford large capacities for the bigger 


frequently used parts. The 
loading compartment openings at the 
top of the bin are each 4 in. wide by 
3 in. deep, and hopper front openings 
are 4 in. wide by 3 in. high. Cover is 
attached to unit with a strong, continu- 
ous “piano” hinge to assure cover align- 
ment. Back flange of cover is formed 
to act as a stop, which holds cover 
open for loading. Finish is green 
baked-on enamel. Overall dimensions 
are 16% in. wide by 9% in. deep and 
15 in. high. Prices are $5.70 f.o.b., 
Aurora: $6.10 f.o.b., New York ware- 
house, and $6.50 f.o.b., Los Angeles 
warehouse. Lyon Metal Products, Inc., 
Aurora, Ill. 


or more 


Hand Truck 

For use in stores, warehouses, and 
factories. Said to be particularly suited 
for handling boxes, cases and miscel- 
laneous merchandise. Made in four 





sizes, one with three straight cross bars, 
the other with four. The Fairbanks 
Co., 393 Lafayette St., New York City. 


Asbestos-Cement Wall Board 


A new asbestos-cement wallboard, 
“Careystone,” has been developed by 
The Philip Carey Co., Lockland, Cin- 
cinnati, Ohio. This wall board, maker 
states can be nailed, sawed, hammered 
and perforated without danger of crack- 
ing or splitting. It is also possible to 
curve it around four foot radii without 
breaking. Made of asbestos fibre and 
Portland Cement, it is highly fire-re- 
sistant and is rodent- and vermin-proof 
and is unaffected by termites, maker 
claims. “Careystone” is said to be espe- 
cially desirable for bathrooms and 
kitchens as it may be painted and re- 
painted. It can also be papered and is 
also available scored in 4 by 4 in. 
squares to represent tile. Made in 
sheets, 3/16, 44 and % in. thick and in 
sizes, 48 by 38 in. and 48 by 96 in. 
Unfinished metal trim is available for 
all requirements. 





Dowel Assortments 


Dowels are of hardwood, birch and 
maple, 16 in. long and wrapped in Cel- 
lophane. Maker states they are manu- 
factured, true to diameter and length 





and can be used for chair stretchers, 
ladder rungs, plant sticks, towel bars, 
chair backs, bird perches, home work- 
shop, etc. Assortment De Luxe, No. 7, 


contains 13 dowels to retail for 25 
cents: 4 pieces, diameters %4 and % 
in., 2 pieces 4% in., and 1 piece %, % 
and % in. Assortment Senior No. 11 
consists of 14 dowels to retail for 15 
cents: 2 pieces 4%, 5/32 and % in., and 
4 pieces %4 and *% in. Englewood Dowel 
Co., Englewood Station, Chicago, Ill. 





Portable Radio Packs 


Model 136, shown, is one of five 
numbers which cover the demand for 
operating the 1.4 volt and 2 volt bat- 





tery radios. These packs are designed 
to operate from either 6 volts DC or 
110 Volts AC or DC and cover 4, 5, 6, 
and 7 tube radios. No. 136 is designed 
for battery-type home and portable 
radio receivers. By replacing the A 
and B dry batteries with the pack, bat- 
tery radio becomes an AC receiver. Fits 
into battery compartment of most radios 
and connects simply by pulling plugs 
from batteries and inserting them in 
unit. No. 136 list $9.95. Standard 
Transformer Corp., 1500 N. Halsted 
St., Chicago, Ill. 
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Bernard Tool Packaging 





The new “Bernard” tool package is 
striking in color, the carton, in which 
six individual boxes are packed, being 
covered with a bright orange paper 
on which is printed, in blue, a design 
made up of small illustrations of vari- 
ous “Bernard” pliers and tools. The 
individual boxes have the same orange 
background. On the cover of each box 
is a large-illustration of the tool in the 
box together with other necessary infor- 
mation, all in blue. The Wm. Scholl- 
horn Co., New Haven, Conn. 





National Hardware Open House 


(Continued from page 70) 


Shapleigh Hardware Co., St. 
Louis, Mo. 

Sharp-Horsey Hardware Co., 
276-278 Marrietta St., N. 
W., Atlanta, Ga. 

Smith, Inc., L. H., Pittsburgh, 
Pa. 

Solbach & Nusbaum, 871 Fol- 
som St., San Francisco, Cal. 

Southwest Hardware Co., 
1922-24 Atlantic St., Los 
Angeles, Cal. 

Stauffer, Eshleman & Co., 
New Orleans, La. 

Steinfeld, Albert Co., Tucson, 
Ariz. 

Stollberg Hdwe. Co., Toledo, 
Ohio. , 

Stowe Hardware & Supply 
Co., Station A, Kansas City, 
Mo. 

Stratton & Terstegge, Co., 
Inc., Louisville, Ky. 

Stratton-Warren Hdwe. Co., 
Memphis, Tenn. 

Supplee - Biddle Hdwe. Co., 
513 Commerce St., Phila- 
delphia, Pa. 

Talbot, Brooks & Ayer, Port- 
land, Me. 

Tenk Hardware Co., Quincy, 
Il. 

Thomson - Diggs Co., Sacra- 
mento, Cal. 

Thompson - Miler Hardware 
Corp., Charleston, S. C. 
Townley Metal and Hardware 
Co., 200 Walnut St., Kan- 

sas City, Mo. 

Edw. K. Tryon Co., 815-819 
Arch St., Philadelphia, Pa. 

Union Hardware & Metal Co., 
411 E. First St., Los An- 
geles, Cal. 
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Van Camp Hardware & Iron 
Co., Indianapolis, Ind. 


Van Hoogenhuyze Hardware | 


Co., Wm., 
Tex. 

Virginia - Carolina Hardware 
Co., Richmond, Va. 

Volke Co., The, Baltimore, 
Md. 

Waite Hdwe. Co., Worcester. 
Mass. 

Wagner Hardware Co., The, 
Mansfield, Ohio. 

Weeks Hardware Co., Scran- 
ton, Pa. 

Weed & Company, Buffalo 
and Rochester, N. Y. 


White Hdwe. Co., Wilkes- 
Barre, Pa. 

Williams Co., J. A., Pitts- 
burgh, Pa. 

Wimberly & Thomas Hard- 
ware Co., Inc., 2011 First 
Ave., Birmingham, Ala. 

Winter Hardware Co., Billings, 
Mont. 

Witte Hardware Co., St. Louis, 
Mo. 

Woodward Hardware Co., 
Wm. W., Newton, N. J. 
Woodwell Co., Joseph, Pitts- 

burgh, Pa. 

Worthington Co., The Geo., 
802-832 St. Clair Ave., 
Cleveland, Ohio. 

Wright & Wilhelmy Co., 
Omaha, Neb. 

Wyeth Hdwe. & Mfg. Co., 
St. Joseph, Mo. 

Z.C.M.I. Wholesale Hdwe. 
Co., Salt Lake City, Utah. 


San Antonio, 
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FABRIC CEMENT 


TEHR-GREEZE repairs can 
vas goods, tents, binder can- 
vases, overalls, grain bags, 


leather goods, silks, etc. Eas 
ily applied. Packed in amber 
color glass containers, 1 to 32 


oz. 12 to carton. 2 oz. in 
display carton, 6 oz. with 
counter display card Write 


for trade-prices 


VAL-A COMPANY 
3922 So. Wabash Ave. 
CHICAGO, ILLINOIS 











PRIEST'S CLIPPERS 


A Complete 
Line— 


Ask 
Your Jobber 


75 Years’ Reputation in the Trade 
AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 











Ask Your Jobber 


SUPERIOR FASTENER CORPORATION 
5224 N. Clerk St. Chicago, Ill 


TATE 


Picture 
Hanger 
This striking dis- 
play rack does 
the selling for 

you. 


E. H. TATE CO. 
Boston, Mass. 
U.S.A. 























‘GUNSHINE 
cHAMOIS 


MADE IN U.S A 


ASK YOUR JGB88R 
FOB GUAR EXTRA VALUE 
SEWEO PIECE CHAMOIS 
HOYT & WORTHEN TANNING CORP 


HAVERHILL. MASS 





Handy Man's Dowel Assortments 


First quality Hardwood (Birch and 
Maple) in Moisture Proof Cellophane. 
De-Luxe No. 7 Asst. retails 25 cts., con- 
tains 13 dowels: 4 pieces 4%”, 4 
2—%”, 1—%”, 1—%” and 1 %”. All 
16 ins. long. 

Senior No, 11 Asst. Am 14 Bp retails 
15 ets. 2 pleces 4— 
4—%” and 2—%”. an 16 a. jong. - 
be used for chair stretchers, ladder rungs, 
bird perches, plant sticks, towel bars, 
chair backs and many other uses. Send 
for folder and prices. 


Englewood Dowel Co. 
6315 Yale Ave., Chicago, Ill. 
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Alabama, Retail Hardware Associa- 
tion of, May 14-16, 1941, at Montgom- 
ery. Headquarters, Gay Teague Hotel. 
Exhibit at Auditorium. Secretary, J. H. 
Crowe, 41 N. 21st St., Birmingham. 


American Hardware Manufactur- 
ers’ Assn. meeting jointly with the 
Southern Hardware Jobbers’ Associa- 
tion, April 21-24, 1941, at the Peabody 
Hotel, Memphis, Tenn. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary of the manufacturers’ 
association, and T. W. McAllister, 1020 
Grant Bldg., Atlanta, Ga., is secretary of 
the jobbers’ association. 


American Hardware Supply Co., 
annual convention, Jan. 27-28, 1941, at 
the company’s headquarters, 41-43 Ter- 
minal Way, South Side, Pittsburgh, Pa. 
William M. Stout is general manager. 


Arkansas Retail Hardware Associa- 
tion, Feb. 10-12, 1941, at Little Rock. 
Sessions and exhibit at Marion Hotel. 
Secretary, George L. Turner, 322 E. 
Markham St., Little Rock, Ark. 


California Retail Hardware Assn., 
Feb. 18-20, 1941, at San Francisco. 
Convention and exhibits at the Western 
Merchandise Mart. LeRoy Smith, 417 
Market St., San Francisco, is secretary. 


Connecticut Hardware Association, 
Feb. 19-20, 1941, at Bridgeport, Conn. 
Sessions at Hotel Stratfield. Secretary, 
Charles F. Freeman, Branford, Conn. 


Carolinas, Hardware Association of 
the, June 10-12, 1941, at Asheville, 
N. C. Hotel headquarters and sessions 
at the George Vanderbilt Hotel. Sec- 
retary C. B. Gladden, 407-11 Com- 
mercial Bank Bldg., Charlotte, N. C. 


Eastern Hardware Golf Associa- 
tion, annual tournament, May 22-24, 
1941, at the Buckwod Inn, Shawnee- 
on-the-Delaware, Pa. H. L. Gillian, 9 
Rockefeller Plaza, New York City, is 


secretary. 


Gift Shows: Feb. 3-14 at Palmer 
House, Chicago, Ill.; Feb. 24-28, at 
Hotel Pennsylvania, New York City; 
March 10-14, at Hotel Statler, Boston, 
Mass.; March 24-27 at Hotel Benjamin 
Franklin, Philadelphia, Pa.; March 31- 
April 4 at Hotel William Penn, Pitts- 
burgh, Pa. 


Illinois Retail Hardware Association, 
Feb. 25-27, 1941, at Chicago. Sessions 
and exhibit at Sherman Hotel. Secre- 
tary, C. G. Gilbert, 1155 Merchandise 
Mart, Chicago. 


Coming 


Corrected each issue 
according to latest data 


Indiana Retail Hardware Assn., Jan. 
28-31, 1941, at Indianapolis. Sessions 
and exhibit at Murat Temple. Manag- 
ing director, G. F. Sheely, 333 N. 
Pennsylvania St., Indianapolis, Ind. 


Iowa Retail Hardware Assn., Feb. 
11-14, 1941, at Des Moines, Iowa. Head- 
quarters and sessions, Hotel Savery; ex- 
hibit, Coliseum. Secretary, Philip R. 
Jacobson, Mason City, Iowa. 


Marshall-Wells Co., Associate Con- 
gress at Duluth, Minn., Jan. 27-29, 1941. 
Clerks’ school, Feb. 3-5, 1941; at Port- 
land, Ore., Feb. 10-12, 1941, and at 
Spokane, Wash., and Billings, Mont., 
Feb. 17-19, 1941. The latter two meet- 
ings may be combined. George S. Mc- 
Quade, Duluth, is sales manager. 


Michigan Retail Hardware Assn., 
Feb. 11-14, 1941, at Grand Rapids, 
Mich. Headquarters and sessions at 
Pantland Hotel; exhibit at Auditorium. 
Secretary, H. A. Daschner, 112 Olds 
Tower Bldg., Lansing. 


Minnesota Retail Hardware Assn., 
Feb. 18-21, 1941, at St. Paul. Hotel 
headquarters, Lowry Hotel; sessions 
and exhibit, Municipal Auditorium. 
C. J. Christopher, Nicollet at 24th St., 
Minneapolis, is secretary. 


Missouri Retail Hardware Assn., 
Feb. 25-27, 1941, at St. Louis. Sessions 
and exhibit at Municipal Auditorium. 
Louis C. Kreh, 323-324 Wainwright 
Bldg., St. Louis, is secretary. 


National Retail Hardware Asso- 
ciation, 42nd annual congress, July 
14-17, 1941, at the Roosevelt Hotel, New 
Orleans, La., Rivers Petersons, 333 N. 
Pennsylvania St., Indianapolis, Ind., is 
managing director. 


Nebraska Retail Hardware Assn., 
Feb. 4-6, 1941, at Omaha, Neb. Hotel 
headquarters and sessions, Rome Hotel. 
Exhibit, Municipal Auditorium. Sec- 
retary, Edward C. Hermanson, 325 In- 
surance Bldg., Lincoln. 


New England Hardware Dealers’ 
Assn., Feb. 25-27, 1941, at Boston, Mass. 
Hotel headquarters, sessions and exhibit 
at Hotel Statler. Secretary, Russell R. 
Mueller, 189 Dartmouth St., Boston. 


New York State Retail Hardware 
Association, annual convention, Feb. 
11-14,°1941, at Seneca Hotel, Rochester, 
N. ¥. Exhibit at Convention Hall. Sec- 
retary N. H. Kiley, 508 Hills Bldg.. 
Syracuse. 
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Conventions 


and H,vents 


North Dakota Retail Hardware As- 
sociation, annual convention, March 
4-6, 1941, in Fargo, N. D. Headquar- 
ters, Gardner Hotel. Exhibits at Audi 
torium. Secretary, Louis J. Thompson, 
21 Clifford Bldg., Grand Forks. 

Northern Wholesale Hardware 
Co., Feb. 2-4, 1941, at Portland, Ore. 
Sessions and exhibit at Masonic Tem- 
ple. Thomas L. Willis is president of 
the company which is located at 109 
S. E. Salmon St., Portland. 


Ohio Hardware Association, annual 
convention and exhibit, Feb. 18-21, 
1941, at Cleveland, Ohio. Sessions at 
Hotel Statler, exhibit at Auditorium. 
Secretary, John B. Conklin, 175 S. High 
St., Columbus. 

Oklahoma Hardware & Implement 
Assn., Feb. 4-6, 1941, at Oklahoma City, 
Okla. Headquarters, sessions, and ex- 
hibit at Municipal Auditorium. Secre- 
tary, Charles F. Nelson, 301 Key Bldg., 
Oklahoma City. 

Panhandle Hardware and Implement 
Association, Jan. 27-28, 1941, at Ama- 
rillo, Texas. Sessions at Herring Hotel. 
Secretary, C. L. Thompson, Canyon. 
Texas. 


Pennsylvania and Atlantic See 
board Hardware Assn., Jan. 28-31, 1941, 
at Pittsburgh, Pa. Headquarters, ses- 
sions, and exhibit at William Penn 
Hotel. Secretary, W. Glenn Pearce, 400 
N. Broad St., Philadelphia. 

Southern California Retail Hard- 
ware Assn., Feb. 25-27, 1941, at Long 
Beach. Hotel headquarters, Hilton 
Hotel. Sessions and exhibit, Municipal 
Auditorium. Secretary, J. V. Guilfoyle, 
626 Rives Strong Bldg., Los Angeles. 

South Dakota Retail Hardware 
Assn., Jan. 28-30, 1941, at Sioux Falls. 
Hotel headquarters, Cataract Hotel; ses- 
sions and exhibit at Coliseum. Earl 
Erlandson, Cottonwood, is secretary. 


Southern Hardware Jobbers 
Assn., meeting jointly with the Ameri- 
can Hardware Manufacturers’ Associa- 
tion, April 21-24, 1941, at the Peabody 
Hotel, Memphis, Tenn. T. W. McAllis- 
ter, 1020 Grant Bldg., Atlanta, Ga., is 
secretary of the jobbers’ association, and 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary of the 
manufacturers’ association. 


Tennessee Retail Hardware Associa- 
tion, Feb. 4-5, 1941, at Nashville. Sec- 
retary, Robert Boswell, Box 68, Chatta- 
nooga. 


Triple Mill Supply Convention, 
May 5-7, 1941, at the Palmer House, 
Chicago, Ill., comprising the Southern 
Supply & Machinery Distributors’ Assn., 
secretary, Alvin M. Smith, Smith- 
Courtney Co., Richmond, Va.; National 
Supply & Machinery Distributors’ Assn., 
secretary, H. R. Rinehart, 505 Arch St., 
Philadelphia, Pa., and the American 
Supply & Machinery Manufacturers’ 
Assn., secretary, R. Kennedy Hanson, 
1108 Clark Bldg., Pitsburgh, Pa. The 
convention may possibly be carried over 
an extra day. 


Virginia Retail Hardware Assn., 
Feb. 18-19, 1941, at Danville, Va. Sec- 
retary, G. T. Omohundro, Jr., Scotts- 
ville, Va. 

West Virginia Hardware Associa- 
tion, Feb. 24-25, 1941, at Parkersburg. 
Sessions at Chancellor Hotel. Secretary, 
H. B. Clower, Oak Hill. 

Wisco Hardware Co.’s merchandising 
school and sales show, Fan. 29-30, 1941, 
at the company’s headquarters, 15 S. 
Brearly St., Madison, Wis. J. A. Fit- 
schen is secretary and general manager. 

Wisconsin Retail Hardware Assn., 
Feb. 4-7, 1941, at Milwaukee, Wis. 
Headquarters, Hotel Schroeder; sessions 
and exhibit, Auditorium. Secretary. 
H. A. Lewis, Stevens Point. 





Order Number on Cans Shows Age of 
Paint Stock 


“MI ARK the order number on 


cans of paint as_ they 
are received,” suggests Milton J. 
Guttman, owner, Guttman Hard- 
ware Co., Perth Amboy, N. J., “then 
sell first the cans with the oldest 
order number if you want to keep 
your paint stock fresh. Now and 
then a bad lot of paint will get into 
the dealer’s hands. When this hap- 
pens the entire lot can be identified 
by the order number on the can and 


returned to the manufacturer.” 
Prices for all paint are obtained 
from a manufacturers’ price list. 
This eliminates the necessity of 
marking every can. As the paint 
shipment is checked with the order, 
the order number is marked upon 
the can before it is placed in stock. 
When a can of paint is sold, the can 
with the lowest order number is al- 
ways supplied where stock with dif- 
ferent order numbers are on hand. 
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BRUSH'NU: 









You can see why they sell so fast. Newest 
Air Flow design, construction and combus- 
tion. Has everything. 


Now in 2 Sizes 
No. 2 Air Pilot * No. 1 Little Air Pilot 


Embury Mfg. Co.,Warsaw, N.Y. 


casas | 





SELLS FAST AY 10¢ 


THE LEADER 


FOR 20 YEARS 
BRUSH-NU COMPANY 


BALTIMORE MARYLAND 








| KEY BLANKS 


OF EVERY DESCRIPTION 


Catalogue on Request 
GRAHAM MFG. co. 


Derby, ‘a. MU. S. A. 











fw Daisy Waterers 


for HOGS and POULTRY 
ALSO SHAW and DAISY 


CALF WEAWERS 
BEST FOR 25 YEARS 


Write for FREE Circular Mird By 


QUINN WIRE & IRON WORKS 


BOONE WA 

















Chassithied Opportunities, Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| _Chansihied Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 


Each additional word............... -05 
Allow Seven Words for Keyed Address or Your Address 
BOXED DISPLAY RATES 
GO IE cakdddccdnavsccnceccicton $6.00 
Each additional inch.......... 4.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 
-@e-— 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, ete., will not be forwarded to 
bex number advertisers anless accom- 
panied by sufficient postage for remail- 











me 








HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


—e-— 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











| = Positions Wanted | 


[Positions Wanted ‘| 


[Accounts Wanted | 





HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 

STOVE SALESMAN WITH GOOD FOL- 
LOWING among Texas jobbers and dealers 
wants attractive commission proposition without 
cash advances on modern gas ranges at right 
prices. References and bond available. Address 
Box E-241, care of Harpware Ace, 100 E. 42nd 
St., N. Y. City. 


EXPERIENCED SALESMAN NOW COV- 
ERING SOUTHWESTERN territory, calli on 
Hardware Jobbers in Texas, Oklahoma, aw 
Mexico. Employed same company 7 years. Would 
like to make change with chance for promotion. 
Age 31. College education. If interested will 
give complete references. Address Box E-231, 
sare of Harpware Ace, 100 E. 42nd St., N. Y. 

ity. 








MANUFACTURER’S REPRESENTATION 
WANTED OF MERITORIOUS products for 
the Metropolitan New York territory by a sales 
executive possessing 25 years of thorough experi- 
ence in sales promotion, advertising and — 
of industrial products. Married, excellent refer- 
ences. Address Box E-238, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 





BUILDERS’ HARDWARE MAN WHO IS 
experienced in selling, buying, and contract work, 
and who is thoroughly reliable desires connection 
with manufacturer or jobber of builders’ hardware 
or with retail concern who maintains or will 
establish a contract department. Address E-251, 
oe of Harpware Acer, 100 E. 42nd St., N. Y. 

ity. 





EXPERIENCED SALESMAN, GO-GETTER, 
EXCELLENT REFERENCES, good appearance, 
with car, now calling on hardware, 5 and 10c, 
electrical, radio, jewelry, furniture trade in 
Massachusetts, considers making change anywhere 
in New England or New York State. Manufac- 
turers or jobbers. Write giving full details. Ad- 
dress Box E-260, care of Harpware Acer, 100 
E. 42nd St., N. Y. City. 





MAN, 31, MARRIED, 10 YEARS’ EXPERI- 
ENCE with large retail hardware and implement 
company. Can sell and install anything gas or 
electric. Can handle McCormick-Deering repair 
parts department. Seeks position with reliable 
firm where hard work is appreciated and rewarded. 
Prefers a farming district with good churches 
and schools. Excellent references. Good educa- 
tion. Will go anywhere. Write—Chester H 
Weathers, 301 Second Ave., Oswego, Kansas. 





SALESMAN, MIDDLE AGE, NEAT AP 
PEARANCE, 18 years’ selling experience, thor- 
oughly acquainted with hardware, furniture and 
department store trade, Illinois, Iowa, Wisconsin, 
desires connection with reliable company. Have 
also had 7 years’ experience as a manufacturer of 
wooden products, as well as a great deal of office 
and railroad experience. Can furnish car for 
use on territory and can assure you honest and 
efficient representation at all times, as well as the 
best of references. Address Box E-225, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 




















NON-CONFLICTING LINES WANTED 


by a competent sales representative covering the 
entire New England and New York state territory 
outside of Metropolitan New York area. For the 
past 15 years have sold both wholesalers and re- 
tailers in the hardware and sporting goods field, 
athletic goods of all kinds and several hardware 
items. I have been connected with good fisms and 
now represent three leading manufacturers of non- 
conflicting lines in the territories mentioned. Can 
furnish ample and satisfactory references and am 
also well acquainted among the industrial supply 
organizations and larger industrial firms in the 
territory mentioned. 


Address Box E-258, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City. 














SALESMAN, WELL-ACQUAINTED WITH 
house furnishings buyers in Seattle, Portland, 
Spokane, Tacoma and vicinty, is open for addi- 
tional lines. Address—Gaston Johnston, 2923 
27th Avenue West, Seattle, Washington. 





I CAN INTRODUCE YOUR PRODUCTS 
to over 250 retail hardware stores in the Balti- 
more area. Sales direct or through jobbers. 
Thirteen years’ experience. Bank references. 
Give main details in first letter. Address Box 
E-254, care of Harpware Ace, 100 E. 42nd St., 
N. Y¥. City. 





WANTED—FOR SOUTHEASTERN STATES 
—lock sets and builders’ hardware specialties, 
padlocks and latches to the dealer trade—hard- 
ware, building supply and marine hardware and 
ship chandlers. We are established and produc- 
ing. Lines wanted on straight commission. Ad- 
dress Box E-264, care of Harpware Acer, 100 
E. 42nd St., N. Y. City. 





SALESMAN—SPECIAL TRIP THROUGH 
South America just completed for one of the 
foremost American hardware manufacturers. Ex- 
cellent recommendation and best of references 
available. Desires connection either domestic or 
foreign. Address Box E-252, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 





SALESMAN —15 YEARS’ EXPERIENCE 
HARDWARE, general mil! supplies, hardware 
specialties. Employed at present and for past 
two years as power tool salesman, wishes new 
position in Philadelphia and suburban territory. 
Has called on industrial contractor and institu- 
tional trade. Age 35. Address Box E-253, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City. 





HARDWARE MAN—AGE 36—MARRIED, 
desires connection with wholesale hardware job- 
ber, 17 years’ experience. 9 years warehouse, 3 
years office, 5 years selling. Am well qualified 
and interested in the hardware business. Capable, 
honest and willing to work. Salary secondary. 
Unquestionable references. Can move to any 
location. Address Box E-255, care of HARDWARE 
Acer, 100 E. 42nd St., N. Y. City. 
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SIDE-LINE SALESMEN WANTED 


To salesmen now calling on Hardware, 
Variety and General Stores in small towns 
and cities, we offer a good, staple side line 
of 10c¢ and 25¢c Paints and low-priced gallon 
paints on a commission basis. Write advis- 
ing territory covered and lines now carried. 
Address Box E230 care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 














MANUFACTURERS’ REPRESENTATIVE 
TO SELL ESTABLISHED line quality paint 
brushes, liberal commission basis. Must be well 
established with the trade. State lines handled 
and territory covered. Address Box E-259, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City. 





SIDELINE SALESMEN WANTED — TO 
CALL on hardware, variety and general stores. 
Retail trade only. We can offer one item, a fast 
selling wood minnow assortment on attractive dis- 
play card. Liberal commission. Unlimited terri- 
tory. Write—Shurkatch Fishing Tackle Co., Inc., 





Richfield Springs, New York. 





WELL KNOWN REPRESENTATIVE 
SEEKS ONE additional line sold to hardware 
jobbers and dealers in the Atlantic Seaboard States 
from Virginia to and including Florida. Ac- 
counts extremely limited. Territory thoroughly 
covered once each month. Years of experience 
among hardware trade. Can give best of refer- 
ences and come to factory for personal interview 
at own expense. Age 40, health fine, good trans- 
portation. Connection sought with view of long 
duration only. Address Box E-261, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 








FACTORY REPRESENTATIVES, LONG 
ESTABLISHED, EXCELLENT reputation. Over 
1000 open accounts amongst hardware and lum- 
ber dealers, in the New York Metropolitan area. 
At present, in position to take on an additional 
line on a commission bsais relative to builders’ 
hardware preferable. Located in the heart of the 
wholesale hardware district in New York City. 
Have ample sample and warehouse room, 6 sales- 
men who cover territory regularly. Well financed 
to carry our own accounts if necessary. Highest 
references. Address Box E-262, care of Harp- 
ware Ace, 100 E. 42nd St., N. Y. City. 


HARDWARE AGE 
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| Accounts Wanted | 


[ Bariness Oppovtunitien | 





|___fecounts Wanted | 








MANUFACTURERS 


Have you an “‘orphan’’ in your line—something 
with good sales potentials, the development of 
which needs special treatment—-something that your 
sales organization is not at present geared to 


handle! 

INVENTORS 
Have you an unusual product that has everything 
except a merchandising program to get it on the 
market in a profitable way? A complete service is 
available, combining sales with advertising and 
marketing counsel. Write for details. 


Address Box E-257, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City. 








ESTABLISHED MANUFACTURERS’ REP- 
RESENTATIVE WITH OUTSTANDING show- 
rooms and offices in Minneapolis, seeking an- 
other quality line. Now calling on architects, 
wholesale and retail building supply and hardware 


firms in Minnesota, Iowa and Dakotas. Excel- 
lent. sales record, highest references. Prefer ex- 
clusive commission arrangement. Address— 


Harry F. Crinklaw, 3016 East 50th St., Min 
neapolis, Minn. 


| Basiness Opportunities | 


























MANUFACTURER’S REPRESENTATIVE 
WANTS HIGH-CLASS major line to fit in with 
present metal moulding lines. Covering industriab 
manufacturers, wholesale hardware, and lumber 
firms throughout Minnesota, Iowa, and Dakotas. 
Can guarantee highest type of representation on 
an exclusive commission arrangement. Unques- 
tionable references. Address—General Mouldings 
Co., 751 E. Franklin, Minneapolis, Minn. 


REPRESENTATIVE OF FINANCIALLY 
RESPONSIBLE SALES ORGANIZATION 
WILL BE IN THE MIDDLE WEST AND 
EAST DURING LATE FEBRUARY AND 
EARLY MARCH TO CONTACT MANUFAC- 
TURERS WANTING SALES REPRESENTA- 
TION ON THE WEST COAST. TERRITORY 
FULLY COVERED. ADDRESS BOX E-263, 
CARE OF HARDWARE AGE, 100 E. 42ND 
Sis, Me O. CEES. 








= 
WE WILL PURCHASE FOR CASH 
Any quantity of Factory closeouts, Surplus 
or discontinued items in 
HARDWARE—TOOLS—PAINT. 

Write what you have to offer. 
MILTON HARDWARE COMPANY 
OXFORD, PA. 

We also buy entire stocks of merchandise. 














HARDWARE AND PAINT STORE, CEN- 
TRAL NEW JERSEY. _ Established eighteen 
years, town of 6,500. Inventory about $8,000 
well-balanced stock. Exclusive agency  well- 
known paint lines. House furnishings. Heller 
fixtures. Low rent with lease. Right party with 
capital can expand. Reasonable for quick sale. 
Cash only. Owner going into defense industry. 
Address Box E-249, care of Harpware Ace, 100 
E. 42nd St., N. Y. City. 








FOR SALE. 18 IN. LIGHT WEIGHT 16 
mesh copper screen wire $2.85 C. Sq. Ft. F.O.B. 
Blue Island, Ill. Asst. chisel handle, all sizes 
and shapes, most leather capped, 3 doz. lot $1.25 
post paid, Blue Bird oil stove wicks, 3 doz. lot 
$3.25 post paid. Cash with order. Address— 
Schreiber Bros., Blue Island, Ill., Est. 1849. 





FOR SALE: AN EXCEPTIONALLY CLEAN 
STOCK OF general hardware, appliances, stoves 
and implements of nationally known lines. Estab- 
lished 40 years ago. Will inventory approximately 
$16,000. Located in small Ohio town surrounded 
by prosperous farms. Business in 1940 will gross 
about $75,000. This is a good place for a man 
with experience. Address Box E-250, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 











| Help Wanted | 











SMALL AGGRESSIVE JOBBING ORGAN. 
IZATION WITH rapidly expanding business 
located Eastern Pennsylvania has exceptional 
opening for young assistant manager to take 
charge Sales Floor, Warehouses, etc. Must be 
hardworking, good executive with thorough knowl- 
edge of plumbing and heating, hardware, mill, 
mine and electrical supplies. Give complete in- 
formation and salary desired. Address Box E-256, 
me of Harpware Ace, 100 E. 42nd St., N. Y. 

ity. 











100 E. 42nd Street 


HARDWARE AGE 


Classified Opportunities Dept. 





He ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 


A nationally known company replied to his adver- 
tisement and he secured a desirable position through 
advertising in the right medium. 


HARDWARE AGE is noted for quick results — 
try it—send your ad to— 


New York. N. Y. 
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A Domes of Silence, Inc. ... 104 

Continental TINY TIM Conger Memnesd Co. » 
$ da { 1 h Acme oor =. apadiaces —| du 7” de Nemours & Co., “'Inc., Lan 
lect ron cpr. ne e Acme Steel Company _— E. _— Lan 
upplies e ricity 0 y P 7 Aladdin Industries, Inc. — inkie Mat Co. . _ Lea 
This battery charger and lighting outfit qwes dependable Py. Allen Mfg. Co. - Lib! 
electric pet es at amatngly low *. Easy ¢ Fer. with | V4 8UTro4) Aluminum Goods Mfg. Co. 107 E Line 
builie Rendle. Cosy to epercte, (push-button sorting! = RTING American Brass Co. ~ Lin 
cony fo owe. 0 expos Gas eagbrme yt pleas ‘yroian | American Cabinet Hardware Corp. —/| Eagle Mfg. Co. rae ¢ 
hetenn. Taare ase eneny mare enw features. Send (es new. | L swur ors | American Chain & Cable Co., Eagle Rule Mfg. Co. on Lin 
uler telling about the new Tiny Tim } HUNDREDS OF Inc. . 24 | Edlund Co. .. oe Loc 
American Chain Div. .. .... 24] Elastic Tip Co., The. — Luc 
Continental Motors Corp. SATISFIED CUSTOMERS PROVE American Fork & Hoe Co., "The 73 | Embury Mfg. Co. . 101 Luf 
MUSKEGON, MICHIGAN | CONTINENTAL SUPERIORITY American Mfg. Co... —| Empire Level & Mfg. Co. _ Lut 

pitt esbhithe dcicoe ty the American - x — = ; - Englewood Dowsall Co. 100 

iny teter is dete - American earer ig. Co. Estate Stove Co. .... ~ 

pean sag bce mame: yoru American Steel & Wire Co........ —|{ Estwing Mfg. Co. sen 

However, Red Seal Power is only one of American Thermometer Co... — | Everedy Co., The ‘ _ 
many anes features. Learn ail American Thermos Bottle Co., The 4! M 
about this amazing Tiny Tim. Write today’ American Turpentine Farmers As- F Mc 
set) COSA. — soc., Cooperative . j 14 € 
American Window Glass Co. 16 | Fairbanks, Morse & Co. 21 Mc 
Ames Baldwin Wyoming Co. — | Farrel-Cheek Steel Co. 106 Mc 
Animal Trap Co. of America — | Federal Tool Corp. Pain Mc 
TRICO i Arcade Mfg. Co. — | Fletcher-Terry Co. 73 Ma 
" s Archer-Daniels-Midland Co. 9! | Flexible Steel Lacing Co. 72 Mo 
Armstrong-Bray & Co......... 70 | Florence Stove Co. ... 67 Ma 
Armstrong a Tool Co..... — | Foley Mfg. Co. ; 67 Ma 
Atkins & Co., E. C. tee 49 | Frankelite Co. ...... = Mo 
F U Ss E Sg Atlas Asbestos Co. . — | French & Hecht, Inc. . 106 Mo 
Auburn Central Mfg. Co. — | Frick-Gallagher Mfg. Co. _ Mc 
THE COLOR TELLS THE SIZE Automatic Products Co. — | Frigidaire Div. _ Me 
Autoyre Co - Me 


PACKAGED for : 6 Mi 
FASTER PROFITS! B 6-H Specialty Co. ... 106 Mi 





. Babcock Co., W. W. ... . 65 | Gale Products ; ; _ Mi 
Place this colrtal dpi, uit neg the cosh ) pots Stine 8 | See Geers Ga Mi 
watch sales multiply. Most folks only need - ae Balionoff Metal Products Co. _ a J ohaiabigge nine 9 - 
@ passing reminder. When empty, throw ; . Bartlett Mfg. Co. 105 Heating Devices eS Me 
away and set up new one. Always é Bassick Co., The ~~ L Si : 2 M 
clean and fresh—saves time and space. we : Behr-Manning Corp. 63 Pee eee o ea nse cs dae ’ 
Ask your Jobber for COLORTOPS Re Berea Abrasives 9a | Refrigerator Div. - = 
Sy Bernz Co., Inc., Otto 105 Wiring Devices , = 
Write for sample * Pn, MN Bethlehem Steel Co. 190 | Geyer Mfg. Co. 65 
= Blaisdell Pencil Co. — | Gibson Electric Refrigerator Corp. 17 
Bommer Spring Hinge Co. —_ | Gibson Good Tools, Inc. 105 Ne 
Bond Electric Corp. |. 2] Gilbert & Bennett Mfg. Co. — t 
Boston Varnish Co. — | Glass Coffee Brewer Corp. _ Ne 
MILWAUKEE WISCONSIN Boston Woven Hose & Rubber Co. em me & Rubber Co., Inc. ier Ne 
12-13 | Graham Mfg. Co. Ne 
Briggs & Stratton Corp. — | Greenfield Tap & Die Corp. = ( 
Brooks & Sons, M. S. — | Greenlee Tool Co. > Ne 
Brown Corp., W. R. 106 | Griffin Mfg. Co. _ Ne 
Brown & Sharpe Mfg. Co. _ Ne 
Brown Fence & Mfg. Co., H. L % H Ne 
Brush-Nu Co. 10! Ne 
Builders’ Hdwe. Textbook.. 20 | Hamlin Metal Prods. Co. —_ Ni 
Burke Mfg. Co. ... —| Hanover Wire Cloth Co. = Ne 
ey bP oy eae — | Hanson Scale Co. _— = 
- urton Mat Co. .. — | Harrington & Richardson Arms Co. 15 ‘ 
Write For Our 1941 Harris Hardware & Mis. Co., Ne 
. 7 D. ie = Ne 
Wholesale Price List Cc Hawkins Co., The — 
Hazard Insulated Wire ‘Works. 85 
Page's have a full line of STANDARD Capewell Mfg. Co. ............. 64 | Heller & Co., W. C. 7 
gu AIATY SEEDS of Selected and Tested Carborundum Co., The 43 | Heller Bros. Co. - 
arieties. Also Onion Sets and PA-SE-CO Carey Co., The Philip 9% | Hilger Co., The eke ee fe) 
Brand SEED CORN Carnegie-lilinois Steel Corp.. — | Hillerich & Bradsby, Inc. 1 ° 
BAP a Carrollton Metal Products Co. — | Hoffman Co., H sane 
Order TODAY an attractive Dispiay Case of Page's Tested Caster Prods. Co. = | ites Gules Go. .. Cte all 
and Dated Seed Packets—available on our Sale and Re- Champion Hardware Co., The. — vend . the gg Ae “egeeigatoret 105 
turn Contract. ame 2 Corp., Henry _ Herel ‘Bellevue-Stratford - 
= m icago Lock Co. —_ om 
THE PAGE SEED COMPANY hicoge Roller Skate Ce: | er ren r 
‘ Chicago Spring Hinge Co. — land, Inc 9 P 
“At Your Service Since 1896” a Se & tis. Ce. 76 | Hoyt & Wor'hen Tanning Corp... 100 P. 
. ’ arke nding Machine Co. 6! = 
P. O. BOX B-3 GREENE, N. Y. Clayton & Lambert Mfg. Go. eee Pe 
Clemson Bros., Inc _ ; P 
Cleveland Chain & Mfg. Co., ® 
“KY Clovel i ee ' ? 
° > ’ t eveland Wire Sprin Co., The. — ‘ ° 
Genuine DOMES of S] LEN CE Coburn Trolley Track Co. — | Imperial Bit & Snap Co. ~ P 
Coleman Co., William H......... — ——_, oy ee! — Corp. 7 P 
Colemen Lam “sé | Independent Loc | 
sce See MOOT H LY Collins Co., Z* tonal jes — | Indestro bane awe Met 84 . 
T - Colson Corp.. Th Indiana Stee ire Co. - 
SAVE FURNI! > ey a “ Ingersoll Steel & Disc. Div. - 
E ATE QUIET Columbian Rope Co. 74 Borg-Warner Corp. ag P 
Columbian Vise & Mfg. Co. — | International Harvester Co., Inc... — 
Connecticut Valley Mfa. Co. — | International Nickel Co., Inc. 9 
Continental Motors Corp. 104 | Irwin Auger Bit Co., The - 
Continental Steel Corp. _ 
Cook Co., H. C., The — J ¢ 
Crescent Tool Co. — 
Cross & Co., W. W. — | Jackson Mfg. Co. 8 
Cyclone Fence Co. — | Jennings Mfg. Co., The Russel! 73 
R 
D K 
e Daniel Co., Edw. W. — | Keene Mch. Co., O. S. _ ' 
SS a ns —aae ao : Deming Co., The —|Kees Mfg. Co., F. D. - P 
> Deniston Co., The 72 | Keiser Mfg. Co. — } 
Ask your Jobber. If not supplied write fo DeWitt Operated Hotels .. _ Routtel a Renee So. ‘ _ : 
Diamend Calk Horseshoe Co. — | Keystone Stee re Co. = 
DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. HREeRNers —|Klein & Sons, Mathias 89 
#3 ; d ES ; Dixon Crucible Co., Joseph — Koch Sons, Inc., George _ E 














104 HARDWARE AGE 








r1tStrStiqy 


Ss 
aS 


LT IRSRIINT Tals 


lis 


1281 | 


toll 


aw 


,o~w so oe 


oe 











Ondex Slo Adwentirnew 








The Dash (—) Indicates that the Advertisement Dees Net Appear in This issue 


L Rochester Sash Balance Co., Inc. 

Rogers Isinglass & Glue Co. 

Ruby Chemical Co. 

Russell, Burdsall & Ward Bolt & 
Nut Co. ae 

Ryerson & Son, Inc., Sea. ¥... 


Lamson & Sessions Co. 

Landers, Frary & Clark ........... 
Lead Industries Asso. 
Libbey-Owens-Ford Glass Co.. 


elili 


Lincoln Engineering Co. 
—" Schlueter Floor Machinery 

él 
re i ‘Light & Chemical Co.. — s 
Lockwood Hdwe. Mfg. Co. — | Samson Cordage Works 
Lucas & Co., _ oo — | Sands's Level & Tool Co. 
Lufkin Rule Co., 99 | Sandvik Saw & Tool Corp. 


Luther Grinder “ool Co. Savage Arms Corp. 
Schalk Chemical Co. 
Schatz Mfg. Co. 

M Schlueter Mfg. Co. 
Schollhorn Co., The Wm. 


M: & M. Mfg. Co. 94 | Seiberling Latex Prods. Co. 
McCormick Sales Co., Inc. (Iron Sentinel Radio Corp. 

Glue Div.) i — | Shamrock Fold-Away Basket Co. 
McGill Metal Prods. Co. — }Shapleigh Hardware Co. 
McGuire Co., George W. 67 | Sheffield Bronze Powder & Sten- 
McKinney M‘g. Co. ~- cil Co. 

Magor Car Corp. — | Shelby Cycle Co. 
Manning, Bowman & Ca... — Shelby Spring Hinge > 
Marble Arms & Mfg. Co. — | Sherman Mfg. Co., H. 
Marlin Firearms Co. — | Silex Co. . 
Master Lock Co. — | Silver Lake Co. . 
Masters Planter Co. ... — | Simplex Mfg. Co. 
Mayes Bros. Tool Mfg. Co. — | Skuttle Sales Co. 
Metal Industries, Inc. — | Smith, Inc., Landon P. .......... 
Metai Textile Corp. — | Smith & Son, Inc., Seymour 
Miami Cabinet Div. 95 | Smith & Corona Typewriters, Inc., 
Milcor Steel Co. _ L. C. 
Miller, Inc., Robert E. 104 | Sparks-Withinaton Co. 
Millers Falls Co. .... — | Speedway Mfg. Co. 
Milwaukee Stamping Co. — | Stampit Corp. ; 
Minnesota M'ning & Mfg. Co. — | Standard Fence Co. 
Moore Puch-Pin Co. — } Stanley Tools 
Morse Twist Drill & Machine Co. — Stanley Works, The 
Myers & Bro. Co., The F. E. 18 | Starline, Inc. 
Stearns & Co., E. C. 
Superior Fastener Corp. 
N Swing-O-Steel Prods. Co. 
Nash-Kelvinator Corp. (Kelvinator 

Div.) _ 

National B a-s aed é -= T 
National Cash Register Co. — 
— Enameling & es ereatie oe a 


Taylor Instrument Companies 
Tennessee Coal, Iron & Railroad 
Co. 


National Mfa. Co. ... 77 
National Plastics, Inc. 


National Pressure Cooker Co. 47 
New Haven Clock Co., The | Tennessee Corp. 
Nev Mfg. Co., The __| Thompson & Son Co., The Henry 
Nicholson File Co. -- G. . 
Norcross & Sons, C. S. — | Townsend, B. W. 
Norae Div. —| Trico Fuse Mfg. Co. 
Norlund Co., Inc.. O. A. — | Triplewear 
North American Press, The — | Triplex Screw Co., ‘The 
Norton Door Closer Co. — | Troy File Works 
Tubular Rivet & Stud Co. 
Turner, Day & Woolworth Han- 
Oo die Co. 
Okonite Co., The 85 
Oxford Tool Co. ; . U 
Union Fork & Hoe Co., The 
J Union Hardware Co. vietdadue 
U. S. Plywood Co. ... , 
Page Seed Co. 104] YU. S. Steel Corp. can 
Paine Company, The — | United Stove Co. wee 
Patent Cereals Co. 1! | Utica Drop Forge & Tool Corp. 
Patent Novelty Co. — 
Peck, Stow & Wilcox Co. _ 
Pecora Paint Co. 93 Vv 
Peerless Novelty Co. 7 


Val-A Co. 

— | Vaughan & Bushnell “Mfg. Co. 
Pittsburgh Plate Glass Co. — | Vaughan Novelty Mfg. Co., Inc. 
Pittsburgh Steel Co. eR — | Victor Electric Prods., Inc...... 
Plantabbs Co. : 73 | Viking Air Conditioning wane 


Perfection Stove Co. 
Petersen Mfg. Co. 


Plymouth Cordage Co. Vichek Tool Co., The. 
Premox Products 
Progressive Mfg. Co., Inc. 
Puritan Cordage Mills WwW 
Warner Mfg. Co. 
Warren Telechron Co. 
° Westinghouse Electric 
Quinn Wire & Iron Works 10! Co. 
White Mountain Freezer Co. 
Whitney Carriage Co., F. A. 
_ Wickwire Brothers, Inc. 
Winchester Repeating Arms Co. 
Woodruff & Sons, Inc., F. H... 
Wooster Brush Co. 


Raybestos-Manhattan, Inc. (Indus- 
trial Sales Div.) oe 





Raybestos-Manhattan, Inc. (Ray- Wright Steel & Wire Co., 6. F. 
bestos Div.) aus — . 
Ray-O-Vac Co. _ 

Remington Arms Co., Inc. 39 Y 
Richards-Wilcox Mfg. Co. _ 

Rixson Co., Oscar C. 82 | Yale & Towne Mfg. Co., The 
Roberton Mfg. Co. 67 | Youngstown Pressed Steel Div. 
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This Attractive Steel 
Display Rack Fully 
Stocked Costs You 
Only $4.75 
F.0.B. Detroit with 50¢ 
freight allowance. Retail value 
$7.05. Refilisat same discount. 
Here’s a fast-moving 
specialty which sells 
to State Highway 
Depts., City and 
County Parks, Tree 
Experts, Cemeteries 
and Fruit Growers. 
Every tree-owner is a 
prospect. Rack Dis- 
plays 6% pts., 5 pts. & 
4 qts. 


BARTLETT MFG. 
COMPANY 


2034 East Grand Blvd. 
Detroit, Mich. 


TLETT TT: PAINT 


PRUNING COM 











100% Security 


For You and Your Customers 


Hoppe’s Products—for better gun cleaning fail to 
deliver complete satisfaction to your customers or you. 
They are the best known, most widely advertised, most 
generally sold and most definitely demanded products of 
their kind in the mar- 
ket. Let’s get acquainted. 
Write for full informa- 


never 


tion. 


Frank A. Hoppe, Inc. 
2314A North 8th St., 
Philadelphia, Pa. 











Gibson Good Tools 


Gibson Patented Gripper Clips are made of 
flexible, oil-tempered steel, nickel plated. 
Small size is for holding kitchen utens#is, 
tools, golf clubs, canes, etc. Large size 
for brooms, mops, garden tools, etc. Retail 
readily at 10¢ ea. Packed 1 doz. small and 
2 doz, large clips with beautiful disp. card. 
Also on individual cards. Samples on request. 





“Horseshoe Magnet” Hammer Gibson Gripper Clips 
Trade Mark Reg. (Actual Size) 


Made of superior forged steel, strongly and 
Holds securely. Patterns for home, 
Send for Folder which shows 
complete line, also the fast 
selling Handy Andy Combina- 
tion Screw Driver & Key 
Chain—a 10¢ leader. 


The original. 
permanently magnetized. 
shop, store and other uses. 





Robertson ‘‘Herseshoe Magnet’’ 
Hammer 


GIBSON GOOD TOOLS, INC. 


Box 268 Orange, Mass., U. S. A. 











“FULL SPEED AHEAD" 


Government re-armament orders in 
immense volume are causing a tremen- 
dous demand. Be 
prepared to meet any 
need by stocking 
Bernz ‘‘Always Re- 
liable’’ Torches, 
Firepots and Tools. 
Large stock assures 
prompt delivery. 
Torches, Firepots, Chisels, 
Lead ge | Tools, Sani- 
tary Tools, Bibb Reseaters, 
Solder Pots, Joint Runners, 
Ladies, Smoke Testing Ma- 
chine, Pipe Wrenches, 
Thawing Steamers, Wiping 
Cloths, Testing Plugs, Cop- 
per Tube Benders and Cut- 

- ters, Solder Coppers, Plumb- 
No. 87—1! at. Set. Fill. ers’ Chisels, Closet Augers, 
No. 88—! P' Sewer Rods, Shave Hooks, 
No. 200—1! at. fon Fill. Tap Borers and M 
No. 199—1 Pt. Top Fill. MORE. Write for catalog. 

Firepot—! Galion 


OTTO BERNZCO.,INC., Rochester, W.¥, Me: 2 With Flame Controt 
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The Delight of VA There's a Benson! 


MODERN rj Rake has been designed 
/ 


for greater Utility— 


1 styled for Sales Appeal 
GARDE * built for Longer Life 
LJ fe/ and sells at a popular price 
r/ 









There's a Reason! 


for VOLUME SALES! It 


Gardeners, both professional and . on 
‘‘amateur"’ really go for this Rake. — wilt end oe ‘om 
On Test Displays in leading stores, pos yee = — 
the SILVER SWEEP was the and use. And when they wee 
Rake that Gardeners reached fer } Ay Ao 4 oer a is 
FIRST. Actual Sales since thes a etene 


show that it's the 
Rake they BUY 
FIRST! 


These SILVER SWEEP Features 


’ 
f 
4, , 
<=, Promote Sales Volume. . 
fae @ Modern Design . Attrac 
fj} tive Cadmium Plated, Rust-re 
‘ sisting finish . . . Wide, fat, 
long tines of special FLEXIBLE 
Metal Alloy .. . Solid Wood 
Handle, finished in Jade Green 
Sturdy, tapered Handle 
Socket . . . Strong, rigid con- 
struction. Wide flare gives a full 
18-inch sweep. 


“EVERY PRONG SWEEPS THE 


LAWN— 
at any Angle!” 


Write for prices teday! Put 
SILVER SWEEP to work for 
YOUR Garden Tool Department 


G-H SPECIALTY COMPANY 


} 3408 N. Holton Street, Milwaukee, Wisconsin 











Profitably Rent and Sell 
PRAYERS 


T= trend is to sprayers! 
Capture your share of 
profits with this knockout 
Speedy Sprayer Display! 
Compact and colorful, it ot- 
tracts and sells. 


It features Speedy Sprayer 
No. 890—the biggest spray- 
er value today! Complete 
V4 H.P. outfit, as shown, re- 
tails for a new low price 
of $18.25, without motor. 
Others from $5.10 to $34.00. 
Mail coupon today for de- 
tails! 


@ W. R. BROWN CORP. 


5720 Armitage Ave., Dept. 5-A, Chicago, Ill. 





Please send catalog and wholesale prices on 
Speedy Sprayers. Also details on Free Display. 
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FARRELL-CHEEK 


FIRE-FIKER 










a, —* 
Clinker Tongs 


i Fire Hooks D 
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Back Up Wrenches 
Clinker Hooks 


RIGID CONSTRUCTION AND EASY USE 
MAKE FIRE-FIXER TOOLS A FAST MOVING 
AND PROFTTABLE LINE. 


ASK YOUR JOBBER 
FOR CATALOGUE AND PRICES 


FARRELL-CHEEK STEEL CO. “Sic” 
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EVERY PLANT and 


MANY INDIVIDUALS 
are PROSPECTS 





This new Cushion Type (zero 

pressure) Puneture-Proof Wheel- 

barrow Wheel is catching on. 
No inflation problems. 


Production is mounting. Plant 
engineers are equipment con- 
scious. Materials handling is 
vital. WHEELS are com- 
manding increasing attention. 
Offer the complete line of 
French & Hecht rubber tired 
industrial wheels. The finest 
of their kind—in many sizes 
with pneumatic, semi-pneu- 
matic, —- — oreo 
ture-proof) and so rubber 
ey Bee! aums tires. Send for our new cata- 
io ta in 2 or 4 Ply log and price list—then get 
with Plain or Roller Bear- after your share of a rapidly 
ings. expanding sales volume. 





Write TODAY for New CATALOG and PRICE LIST. 
FRENCH & HECHT, INC. 


WHEEL BUILDERS SINCE 1888 
601 EAST THIRD ST. DAVENPORT, IOWA 














AIR-TIRED WHEELBARROW WHEELS 
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youR JOBBER’S SALESMAN bDOEs BuSsINEssS 


N THE American way, business is done 

on a common ground of understanding, 
friendliness, and belief in the honesty of 
people. 

Your hardware jobber’s salesman lives his 
business life in the American way. He values 
the reputation of his house as he values his 
personal pride in doing a good job. He clear- 
ly and honestly presents the manufacturer’s 
and jobber’s story to the retailer, advises 
with him, tries to keep his stocks at their 
selling best, tries to avoid overselling, either 
in price or volume. Long experience gives 
weight to his advice on buying and selling 

.- Sincerity makes it ring true. 
Take time, next time, fo talk over your 


problems with your jobber’s salesman. 


Aluminum Goods Mfg. Co., Manitowoc, Wisconsin 
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ASK ABOUT THE Vibo Clue kebbon 
Come kad Filton 


Open House SPECIALS 
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Ask Your Jobber’s Salesman... HE kKNOWS! 





JANUARY 23, 1941 
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To help you build store traffic, boost sales, 
increase profits....in other words to help you 
stimulate your business....that is the purpose 
of Smapigiis “Spring Thrift Catalog’’—a hand- 
some 24-page booklet designed for distribution 


to your customers and prospects. 


Built around populer “leaders’’ and other 


timely merchandise—items which are saleable 
in your store—this two-color catalog is sure to 
bring you quick results, and it should influence 
future sales as well, because it will establish 
your store more firmly in the minds of your 


prospective and “occasional” customers. 


Remember the “Spring Thrift Catalog” has 
been carefully planned to serve as a hardware 
buying guide for your customers all through the 


spring season, and consequently has a far longer 


BLANK » 
ON ORDER ES witt 


si 
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ECONOMICAL 


and to remind the consumers in your trading 


area that your store is the store for hardware! 


There is one catalog especially designed for 
DIAMOND EDGE dealers, another for use exclu- 
sively by MEEN KUTTER dealers. Your SHAPLEIGHS 


salesman will give you complete details, or a 
card addressed to our Customers Service Divi- 
sion will bring you full information and a 
sample copy of the catalog by return mail. 
Catalogs may be purchased by only one dealer 
in a city, so don’t wait — mail that card today! 
e+e tae & 
SHAPLEGHS will also have a special promotion 
plan for National Hardware Open House this 


spring. Watch for it! 


Illustrated above are two of the five different dis 


plays which can be built from SHAPLEMHS ‘’S-in-1” | 


Window Trim Set. They are particuiarly effective 
when used in conjunction with the “Spring Thrift 
Catalog’’ although any hardware department or store 
can use themto make passers-by stop... look... BUY! 


% <q? 
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SHAPLEIGH HARDWARE COMPANY 


SAINT LOUIS, U.S. A, 


advantages, it is an economical way to convince 1843-Suppieicus 98 YEARS OF HONORABLE SERVICE-1941 ) 


Shapleigh National Series, No. 2343 


advertising life than a circular used to promote 


@ special sale or event with all of these 
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